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FIRE -MARINE -CASUALTY-SURETY Co 


EXCERPT FROM BEST’S 1946 INSURANCE REPORTS 


Avery notable improvement in the general position of the Firemen’s fleet, 
brought about by sound underwriting practice, efficient management, and 
a conservative investment policy, is evidenced by a comparative statement 
of the assets and liabilities as of the close of the years 1935 and 1945. 
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ASSETS 

Dec. 31, 1945 Dec. 31, 1935 
$4,633,561. $6,596,844. 
4,414,956. 11,599,897. 
; 30,518,172. 3,181,284. 
‘ 450,000. 4,580,000. 
7,922,392. 11,704,579. 
15,801,849. 7,656,842. 
16,781,645. 3,985,942. 
5,911,186. 2,075,852. 
7,635,854. 5,245,868. 
1,734,017. 1,757,004. 
580,445. 357,670. 
$96,384,077. $58,741,782. 


LIABILITIES 


Dec. 31, 1945 














Dec. 31, 1935 








$20,694,505. $11,359,513. 
44,085,268. 24,667,204. 
458,449. 552,659. 
7,479,839. 3,341,097. 
$72,718,061. $39,920,473. 
9,397,690. 9,397,690. 
14,266,518. 9,386,520. 
1,808. 37,099. 
23,666,016. 18,821,309. 
$96,384,077. $58,741,782. 
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KARDEX VISIBLE Sales Control Record Establishes Control 
for the St. Paul Companies (Pacific Department) 


on agency production. Records of premiums 

and losses are available for executive review 
on a monthly, yearly and long term history basis: 
thus gauging swiftly and accurately the under- 
writing profit of individual agencies, insurance 
classification and separate territories. 


KARDEX does it for them! — Carries all pertinent 
data with colored signals highlighting vital factors. 
Centralizes information in a clear, complete, com- 
pact way in pockets that are visibly margined for 
instant reference. 


T= progressive insurance group checks closely 


But that’s not all! Famous GRAPH-A-MATIC signal- 
ling gives them comparative agency evaluation: 
they can see at a glance which agencies are forg- 
ing ahead, what lines are showing strength or 
weakness. — A panorama of sales progress and 
business trends, visibly charted for action that will 
bring diversified, profitable operation. 


The Remington Rand Systems Technician 
will gladly turnish additional details of 
Kardex combined data file and positive 
sales control. Call your Remington Rand 
Branch Office, or write to us in New York. 


SYSTEMS DIVISION 


315 FOURTH AVENUE + NEW YORK 10, N Y 


























Closing Bid Prices 
Furnished through the courtesy of The First Boston Corporatio 
1946 Range October 
High Low 31, 194 
Aetna Casualty & Surety Company ........ 104 78 81 
Aetna Insurance Company ..........-+-+6- 61% 47 50 
Aetna Life Insurance Company ........... 58% 43 48: 
Agricultural Insurance Company ......... “94 72 73 
American Alliance Ins. Company .......... 2414 17 18% 
American Automobile Ins. Company ...... 3 27 30 
American Casualty Company ...........-- 14 9% 9% 
American Equitable Assurance Company . 26 15 16 
American Home Fire Assurance Company 12 10 10 
American Insurance Company (Newark). 21 16 17% 
American Re-lisurance Company ........ 38% 26 
American Reserve Insurance Company .... 22% 15 16 
American Surety Company ...........+..- 79 52 57% 
Automobile Insurance Company .......... 7 30 
Baltimore American Insurance Company . 7% 5% 5% 
Bankers & Shippers Insurance Company . 8614 58 63 
Boston Insurance Company ...........-. 80 60 61 
Camden Fire Insurance Association ...... 24% 19% 21% 
Carolina Insurance Company ............. 39 27% 31 
City of New York Insurance Company ... 25% 18% 18% 
Connecticut General Life Insurance Co... 7 58 58% 
Continental Casualty Company ........... 6514 43 47% 
Continental Insurance Company ......... 63 46% 1% 
Eagle Fire Insurance Company ........... 2% 1% 1% 
Employers’ Group Associates ............. 45%, 27 28 
Employers Reinsurance Corporation ..... 71 63 65 
Excess Insurance Company of America ... 9 7 ™% 
Federal Insurance Company .............- 59% 47 50 
Fidelity & Deposit Company of Maryland 185 159 162 
Fidelity-Phenix Fire Insurance Company 70 494, 49% 
Fire Association of Philadelphia ......... 69 53 53 
Fireman's Fund Insurance Company ...... 118% 88 95 
Firemen’s Insurance Company (Newark) . 17% 11 12% 
Franklin Fire Insurance Company ....... 26% 19 21% 
General Reinsurance Corporation ......... 69 67 ad 
General Reinsurance Corporation (new) .. 10% 33 33 
Gibraltar Fire & Marine Ins. Company .... 23% 18 18 
Glens Falls Insurance Company .......... 59 47 49 
Globe & Republic Insurance Company ... 125, 1% % 
Globe & Rutgers Fire Insurance Company 44 23 23 
Great American Insurance Company ...... 35% 24% 27% 
Hanover Fire Insurance Company ....... 33 24% 
Hartford Fire Insurance Company ....... 129% 9314 100 
Hartford Steam Boiler Inspec. & Ins. Co. 49 38 38% 
FIRE Home Insurance Company ............... 34% 241% 25% 
Homestead Fire Insurance Company ...... 17% 14 144% 
Insurance Company of North America ... 110% 82 9% 
Jersey Insurance Company of New York . 42% 31 $2 
AND ALLIED LINES Kansas City F. & M. Ins. Co. (from 6/15) 21 19 20 
Lincoln National Life Insurance Company 80 67 78% 
Maryland Casualty Company ............. 231% 10% 114% 
Maryland Casualty Conv. Pfd. (from 9/6) 22 19 21 
Mass. Bonding & Insurance Company .... 100% 81% 85% 
— . . Merchants Fire Assurance Corporation ... 64 63 = 
Distinguished service to agent Merchants Fire Assurance Corp. (from 2/5) 32% 23 23% 
Merchants & Mfgrs. Fire Insurance Co. .. 8% 5 5% 
and assured for more than Monarch Fire Insurance Company ....... 7% 4% ™% 
Monumental Life Insurance Company ... 48 38% 43 
236 years has earned the SUN National Casualty Company .............. 31 22 244 
‘ e o.0 National Fire Insurance Company ........ 72% 49 53% 
its world-wide recognition. National Liberty Insurance Company .... ™% 5% 55% 
National Union Fire Insurance Company . 213 138 140 
New Amsterdam Casualty Company ...... 37 25 27 
New Brunswick Fire Insurance Company 33 24 24 
New Hampshire Fire Insurance Company 55 46 50 
New York Fire Insurance Company ...... 16% 11% 11% 
Northern Insurance Company ........... 974% V7 78 
North River Insurance Company ......... 27 2014 21% 
Northeastern Insurance Co. of Hartford .. 95% 4% 5% 
Northwestern National Insurance Company 149 125 130 
Ohio Casualty Insurance Company (The) 36% 33 35 
Pacific Fire Insurance Company .......... 110% 90 90 
Pacific Indemnity Company .......... pint ae 51% 51% 
Paul Revere Fire Insurance Company .... 27 22 22 
Phoenix Insurance Company ............. 9914 74 81 
Preferred Accident Insurance Company .. 15% 11% 11% 
Providence Washington Insurance Co. ... 43% 31 35 
Reinsurance Corporation of New York ... ™%, 5 5 
Republic Insurance Company—Dallas .... 32 27 27 
Rhode Island Insurance Company ........ 9 3% 3% 
St. Paul Fire & Marine Ins. Company .... 80% 66 67% 
Seaboard Surety Company ................ 57 43 46 
Security Insurance Co. (New Haven) .... 38% 29% 29% 
Springfield F. & M. Insurance Company . 137 101 110 
Standard Accident Insurance Company .. 43% 27 29 
Travelers Insurance Company ...... ea 575 590 
U. 8. Fidelity & Guaranty Company ...... 53 40 43 
U. 8S. Fire Insurance Company ............ 62 47 47% 
U. 8S. Guarantee Company ......... De ads. ae 17 78 
Westchester Fire Insurance Company .... 41% 31 33 
Best’s PUBLICATION OFFICE, BOX 1259, ALBANY, N. Y. Entered as Second Class Matter at Post Office at Atte, 5 aS A 
IVE AND GENERAL OFFICES. Under Act M 1879. Subscription Rates: £4 
Insurance News BEST BUILDING, 75 FULTON STREET, NEW YORK 7, N. Y. Year in the United States. Publication Date: 10th of Month. 
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BEST’S STOCK INDEX 
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* Based on Standard & Poor’s —_~ stock price indexes of 50 industrial, 
s 


20 railroad and 20 public utility stocks combined. 
Casualty Fire 
1944 1945 1946 1944 1945 1946 
ae 356.8 377.8 485.8 189.9 203.2 245.6 
|. ea 352.4 389.5 454.8 189.5 211.7 236.3 
 ) 348.6 375.8 466.7 190.8 205.6 241.9 
Apr. 30..... 344.7 386.4 474.8 188.4 2110 242.9 
BE Shc 349.3 395.3 472.1 191.0 215.3 236.4 
June 30..... 347.9 402.9 464.9 ves 263.4 fees 
ay 31..... 350.6 400.5 461.6 193.0 2069 226.8 
Aug. 31..... 351.1 403.5 449.0 197.6 207.6 222.5 
a, 90..... 350.4 410.6 398.0 192.9 211.3 196.9 
"= ae 354.1 433.8 3968 197.7 228.0 196.1 
 * 361.9 448.2 196.2 227.6 
|S ae 363.4 458.8 195.0 229.8 


NSURANCE shares recorded a mixed trend in Oc- 
tober with the general averages declining slightly, the 
sixth consecutive monthly recession registered by these 
stocks. Our index of fifty fire stocks declined less than 
a point last month to close at 196.1 compared with 
196.9 on September 30 while the index of twenty 
casualty stocks declined from 398.0 to 396.8. At pres- 
ent levels the fire index is nearly 50 points below the 
1946 high reflecting a drop of approximately 20%. 
Casualty share prices, as measured by our index, are 
89 points under the year’s high, a loss of more than 
18%. 

Among the fire shares, several of the leaders recov- 
ered a portion of their sharp September declines. 
Hartford Fire which dropped 20 points the previous 
month moved up 2% points while Fireman’s Fund and 
Insurance Company of North America recovered nearly 
one-third of their September losses with advances of 
5 and 4 points respectively. Other notable gains were 
registered by Federal, Phoenix and Springfield with 
advances of 3 to 4 points. Weakness was displayed by 
Boston, Continental and Fidelity-Phenix, the losses in 
these issues ranging from 4 to 5 points. 

Casualty shares for the most part moved within a 
Narrow range and advances and declines were equal. 
The best showing among the more active shares was 
tecorded by Continental Casualty which moved forward 
2% points. Among the more notable declines were 
Aetna Casualty off 214 points and U. S. Guarantee 
down 2 points. 


For November, 1946 
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Berore STRIKING! 











H. C. Traute of Sea Bright. New Jersey. 
originated this well-known matchbook safety 
legend. There’s a big message packed in 
those few words; for the greatest single cause 
of fire loss in this country is “matches-smok- 
ing,” which in the last ten years caused 29% 
of all fires, with well over a million claims 
reported involving property loss of $190 
million. 


Much such fire loss is preventable, and 
with property values sky-high today, every- 
one should be alert to preventing fires. No 
one can really afford a fire today. Inade- 
quately insured owners find that out after a 
loss. What every policyholder needs now, 
today, before a loss occurs, is adequate- 
insurance-to-value. 


Careful handling of “matches-smoking” 
will prevent fires. We must preserve our 
possessions because so many of them are 
practically irreplaceable. Yet, adequate- 
insurance-to-value is always a necessity. 
Most owners are aware of the current dan- 
gerous under-insurance situation but await 
the agent’s advice and counsel before cor- 
recting it. Agents are doing yeoman work 
in that direction: 


NORTH BRITISH AND MERCANTILE 
INSURANCE COMPANY LIMITED 


THE PENNSYLVANIA FIRE INSURANCE 
COMPANY 


THE COMMONWEALTH INSURANCE COMPANY 
OF NEW YORK 


THE MERCANTILE INSURANCE COMPANY 
OF AMERICA 


THE HOMELAND INSURANCE COMPANY 
OF AMERICA 


150 William Street, New York 8, NW. Y. 


Philadelphia : Boston 
Chicago San Francisco 


New York 
Detroit 
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SO ™ FO TROT D gate 


WE HAVEN'T BEEN ASLEEP 
DURING THE PAST WAR YEARS 


During the past war years, we were success- 
full in increasing our service to our agents, 
and in addition thereto, developed the use 
of the order blank in lieu of applications for 
many uses, introduced the bonded signature 
cards, introduced “bonded contractor"’ 
bonds, and brought out a full line of adver- 
tising leaflets for the use of our agents, to- 
gether with the handiest rate manual ever 
published. 


WESTERN SURETY 
COMPANY 

Western Surety Bldg, 21 W. 10th Street 175 W. Jackson Blvd. 

Sioux Falls, S. Dakota Kansas City 6, Mo. Chicago 4, Illinois 

A are invited to write for samples of the order blanks devel- 

oped as part of our program of success through helping agents to 


ONE OF AMERICA’S 


OLDEST BONDING COMPANIES 








COMPANY DEVELOPMENTS 


SUMMARY of the insurance company development 
throughout the United States and Canada in recent month; 
appears hereafter. This summary includes notices of examing. 
tions conducted, and also new, licensed and retired companies 


COLORADO 


Licensed 


Industrial Insurance Company............. Flemington, N, J, 
North American Life & Casualty Company. . Minneapolis, Minn, 
Protective Life & Accident Company........... Omaha, Neb, 
Superior Insurance Company.................. Dallas, Texas 
Examined 
ID i oo wa ane te Baia asa cto pia Denver, Colo, 
DELAWARE 
Licensed 
American Health Insurance Corporation....... Baltimore, Md, 
GEORGIA 
Licensed 
Norwich Union Indemnity Company........New York, N. Y, 
HAWAII 
Licensed 
Surety Fire Insurance Company...........New York, N. Y, 
ILLINOIS 
Licensed 
Resolute Fire Insurance Company .......... Providence, R. |, 
INDIANA 
New Company 
Mutual Medical Insurance Inc. ............ Indianapolis, Ind. 
Licensed 
Massachusetts Casualty Insurance Co. .......... Boston, Mass, 
Mayflower Insurance Company.............. Columbus, Ohio 
Sransit Castalty GOmpeay ss... oss.ccccccseccses St. Louis, Mo, 
MASSACHUSETTS 
Examined 
Boston Insurance Company ...............--+: Boston, Mass. 
Mutual Boiler Insurance Company............. Boston, Mass. 
Old Colony Insurance Company............... Boston, Mass. 
MICHIGAN 
New Company 
Hospital Medical Benefit Association.........../ Adrian, Mich, 
Licensed 
State Automobile Insurance Association...... Indianapolis, Ind. 
MINNESOTA 
Licensed 
Evangelical Mutual Insurance Company....... Milbank, S. D. 
MISSOURI 
Incorporated 
Group Casualty Underwriters, A Mutual...... St. Louis, Mo. 
Group-Fire & Marine Underwriters Inc. ......St. Louis, Mo. 
Licensed 
European General Reinsurance Company Ltd. ....London, Eng. 
Examined 
Standard Mutual Association..................- Cassville, Mo. 
United Mutual Insurance Company........ Jefferson City, Mo. 
Washington Mutual Fire Insurance Co. ........St. Louis, Mo. 
NEW HAMPSHIRE 
Licensed 
Electric Mutual Liability Insurance Co. .......... Lynn, Mass. 
Hingham Mutual Fire Insurance Co. ........ Hingham, Mass. 
NEW JERSEY 
Licensed 
National Union Indemnity Company.......... Pittsburgh, Pa. 
Traders & Mechanics Insurance Company....... Lowell, Mass. 
Dissolved 
National Fire & Marine Insurance Company... .Elizabeth, N. J. 
NEW YORK 
Incorporated a 
Eastern Casualty and Surety Company..... New York, N. Y. 
Merged E 
Mutual Casualty Insurance Company.......New York, N. Y. 


(Continued on page 10) 


Best’s Fire and Casualty News 
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HEASONS WHY ROYALS 
BETTER BUY FOR YOY 
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j REATER DURABILITY: 
<a GREATER ! P 
EFFICIENCY! Royals are the sturdiest " 
neerin ; ypewriters _ 
is, Ind Royal ha h-savi thi 8 science has produced. B rt 
2 y S more worrR-saving, time-saving 1S fact, Royals pha - Decause of 
, Mass features than any other typewriter. Re- more time on the oh Pes longer, spend 
, > sult: Royals can deliver more letter-pro- repairs. Result: fa . ess time out for 
Pie duction per machine. This is a fact. Call work losses to a nt 5 cut stenographic 
in your Royal representative—and be maximum return fro mums give you the 
a sats the proof—in an actual Royal Investment. m your typewriter 
Mi ihe ; 
Mane demonstration! 
Mich, 2 - 
, Ind. 
5. D. 
Mo. 
Mo. 
ing. 
Mo. 
Mo, . 
Mo. 
FAVORITE WITH TYPISTS! 
ISS, 
SS. A national survey made among hundreds 
of business girls shows that Royal is the 
* preferred typewriter—2 to 1 over any 
ss. other typewriter. Your stenographic staff 
J will do more and better work on machines 
they prefer to use. Order Royals! 
¢ 
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The New 
STREAMLINED 
VARI-TYPER* 





Cuts 


Paper 
Costs 


(SOMETIMES MORE) 





Beat paper shortages and get better 
looking forms, manuals, house organs, bulletins, sales 
letters! Vari-Typer, the office composing machine gets 
far more wording on a page than a standard office 
typewriter——twice as much or even more! That means 
you need half as much paper for many jobs—or even NOW...a new 


less. You get big savings in stencils, ink, collating STREAMLINED Vari-Typer 


time, too. 


It’s the type that does it——the changea- All the advantages of previous models 
ble types (hundreds of styles and sizes all fit one plus justifier dial at center of vision 
Vari-Typer machine) and the changeable spaces that: (measure and fit copy at a glance) ... im 
only Vari-Typer has. proved stencil light ...greater impression 


range (makes more carbons) ... vertical 
ribbon mounting (less friction, away 
from dust) ... extra type drawer ... smart 
chrome and grey finish ... 


Vari-Typer can be operated by any competent 
typist. Inamatter of seconds she can switch from bold 
to italic ... to space-saving condensed types ... to 
special technical types ... to foreign language types 
of many styles. 

Vari-Typer work looks like printing, costs 
far less. It eliminates type-setting bills, reproduces 
beautifully on regular office duplicating machines or 
by offset printing. Coupon brings booklets that show how 
Vari-Typer saves time and money a dozen different ways. 





"Reg. U.S. Pat. Ofl.and foreign countries—Marca Registrada Marque Deposée 





For further details send for portfolio 
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EDITORIAL DEPARTMENT 
ALFRED M. BEST, Editor-in-Chief 
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JOSEPH P. BYRNE, Editor 
JOHN F. GUILFOYLE, Associate 
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Managing Editor 
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BUSINESS DEPARTMENT 
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Business Manager 
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Sales Manager 
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Executive Representative 


Publication Office 
Box 1259, Albany, N. Y. 
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of dollars into your town 


Products manufactured in your area bring streams of 
dollars back from all over the country. One serious 
work-stoppage, caused by power-equipment failure, 
could affect the pocketbooks of many individuals and 
businesses in your community. 


You can help your town—and add to your agency 
volume—by helping local manufacturers safeguard their 
power equipment through inspections of the type made 
by Hartford Steam Boiler. You'll find that much of 
this equipment has been worked hard during the war 
years—is especially in need of the services you can offer. 

No detailed technical underwriting knowledge is 
required of you to write power-equipment insurance. 
Agents have found that the Special Agent of the Hart- 
ford Steam Boiler in their district provides this. He is 
willing and eager to help you. . 
practical suggestions and sales aids in soliciting and 
servicing this desirable line. 


. and can offer many 


In addition to the power boilers and machinery in 
plants in your area, there are many heating boilers 
in apartments, stores, schools, and similar places. Much 
of this potential business awaits a call 
by an alert agency. Why not lay plans 
with your Hartford Steam Boiler Special 
Agent to go after it? 


The Hartford Steam Boiler Inspection 
and Insurance Company ¢ Hartford, Conn. 


For Power-plant Insurance, It Pays to Choose the Leader 





COMPANY DEVELOPMENTS—Continued 


Examined 
Bakers Mutual Insurance Company of N. Y. 
New York, N. Y, 
Columbian Protective Association Binghamton, N, Y. 
French Union & Universal Insurance Company. . Paris, France 
SE OPT ee Cee London, England 
Manhattan Fire & Marine Insurance Co. ...New York, N\, Y. 
Mt. Beacon Insurance Company...........New York, N., Y, 
Zurich General Accident & Liability Ins. Co. Ltd. 

Zurich, Switz. 
PENNSLYVANIA 

Licensed 
North Star Reinsurance Corporation........ New York, N. Y. 

Examined 
Mutual Auto Fire Insurance Company Harleysville, Pa, 
Pennsylvania Mutual Live Stock Ins. Co. .......... Erie, Pa. 


SOUTH CAROLINA 
; Licensed 
Pacific Coast Fire Insurance Co. .......... Vancouver, B. C, 
SOUTH DAKOTA 
Licensed 
Couper (atmone Cagtey Sie. oii ee cies ccswes Omaha, Neb. 
National Travelers Casualty Co. .......... Des Moines, lowa 
Protective Life & Accident Company Omaha, Neb, 
World Insurance Company Omaha, Neb. 
TENNESSEE 
New Company 
Cherokee Fire Insurance Company........... Nashville, Tenn. 
UTAH 
Licensed 
Peerless Casualty Company 
Peoples Automobile Inter-Ins. Exchange 
VIRGINIA 
Licensed 
American Health Insurance Corporation Baltimore, Md. 
Industrial Life & Health Insurance Co. .........4 Atlanta, Ga. 
Penn Liberty Insurance Company West Chester, Pa. 
Republic Insurance Company Dallas, Texas 
WISCONSIN 
Licensed 
Peerless Casualty Company 
WYOMING 
Licensed 
American Republic Insurance Co. 
Protective Life & Accident Company 
CANADA 
NOVA SCOTIA 
Licensed 
London & Edinburgh Insurance Co. Ltd. ....London, England 
ONTARIO 
7 Licensed 
Standard Insurance Co. of N. Y. .......... New York, N. Y. 
; SASKATCHEWAN 
Licensed 
Service Fire Insurance Company..........New York, N. Y. 


PEERLESS 


CLAD COOL / 
Aetna 


Keene, N. H. 
Boise, Idaho 


Keene, N. 


Moines, lowa 
Omaha, Neb. 
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WHAT WE’VE LEARNED ABOUT 
FIRE-DAMAGE PREVENTION 


is at your disposal 





For many years, we have specialized in the manu- 
facture and application of equipment designed to 
extinguish fires rapidly in flammable liquids and 
electrical apparatus ... keeping damage by fire or by 


extinguishing agent down to a minimum. 


Whenever the experience we have gained in deal- 
ing with these difficult Class B and Class C fires can 
be of assistance to you, it is at your disposal ... with- 


out charge, and without obligation on your part. 


A Kidde representative will be glad to work with you 
in formulating recommendations for fire-protection 
equipment in your clients’ plants. Feel free to call 


on him at any time. 


Walter Kidde & Company, Inc., 1121 Main Street, Belleville 9, New Jersey 











<a 
The word “’Kidde’’ and the Kidde seal are trade-marks of Walter Kidde & Company, Inc. 














Modern! 
New! 


Plastic! 


PLASTIC 
DESK TRAY 


The ASCO Woldmader "Rotarian" desk tray will accommodate letter and legal 
size correspondence and papers. 


The “Rotarian” is made of plastic (phenolic) and its rotary-swivel action doubles 
the work of ordinary trays. 


The "Rotarian" is furnished with two rubber bumpers and four plastic bumpers to 
prevent desk marring. It is furnished in a soft, pleasing walnut color to harmonize 
with office surroundings. 


It is packaged in sets of two trays (including bracket and post) in an individual 
carton and then is master packaged in a master carton of six sets. 


Movable! 


Swivels! 





















Item | Width Depth Hght. | Carton Shipping Wi.| List Price 
—— a Lecencesti 
Rotarian" | 9 J ~ $4.95 
Desk Tray Set | 8% 13% 2 | 5 Ibs. per set* 








*Set is composed of two trays, post and bracket. 





300 EAST 145TH STREET NEW YORK 51, N.Y. 
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xx Automobile underwriting experience is closely 
tied to economic conditions, and the impact of some of 
the underlying stresses and strains has been staggering. 
The incurred loss ratio in the automobile fire field topped 
75% in 1945, while the auto property damage loss ratio 
approached 85% and the auto collision loss ratio was 
nearly ten points higher. Although rates have been 
raised, they are still dangerously inadequate. Emer- 
gency measures are in order as pointed out in our 
editorial Automobile Outlook, on page 15. 


*kk Our annual review of operating expenses in the 
fire and casualty fields discloses a further swing in 
expenses. With so much discussion now centered on 
acquisition costs and over-all expenses, it is important 
to realize that the changes in expense ratios in the last 
few years have been due more to fluctuations in the 
relative volume of business among the leading lines 
underwritten than to any fundamental changes in the 
cost of acquiring or handling the business. Further 
particulars appear in the study, Operating Expenses, 
on pages 16 and 17. Due to the paper shortage, we were 
unable to include the usual supporting tables, but they 
are available in the 1946 edition of Best’s FIRE AND 
CasuaALty AGGREGATES AND AVERAGES. 


*k* New York Superintendent of Insurance Dineen 
is currently president of the National Association of 
Insurance Commissioners and has been very active in 
studying and framing the proposed legislative bills 
designed to accommodate the insurance business to 
Public Law 15. In the paper, Analysis of Rating Bills, 
on page 21, he discusses at some length the reasons for 
some of the sections in the proposed All-Industry rating 
bills and comments on the following alternative plans— 
the California plan, the Rhode Island plan, the brokers’ 
plan and the Stone plan. 


**k* The so-called brokers’ plan for state regulation of 
insurance is also sponsored by the National Association 
of Casualty and Surety Agents and has been ably pre- 
sented by Judge Sawyer before various groups through- 
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out the country. In the article Your Business, on page 
23, he states the case from an insurance agent’s point 
of view and clarifies the position which the two organ- 
izations he represents have taken. 


***x Self-examination is good for the soul. When we 
look into the mirror and see ourselves as others see us, 
many of us are apt to be very inconsistent people. With 
due apologies to the radio program, “People Are 
Funny,” the outspoken president of one of our state 
associations of insurance agents submits that Agents Are 
Funny and proceeds to give the chapter and verse on 
page 26. The same author then takes a similar searching 
look at management executives and outlines why Com- 
panies Are Funny, on page 27. 


**x* A few vears ago laws were enacted in Mexico 
that prompted both British and American insurance 
companies to withdraw from that country. The Inter- 
American Highway and the tremendous increase in 
tourist traffic from the United States into Mexico has 
prompted many inquiries as to proper procedure re- 
garding automobile insurance while driving in Mexico. 
This whole subject is under study by casualty interests 
at the present time and the article Mexican Coverage, 
on page 31, outlines some of the problems and how 
they are being surmounted. 


*** The days when office employees did what they 


were told to do, asked no questions, made no requests 
and were generally willing to accept whatever condi- 
tions and wages they found are gone. We are all con- 
scious of the human factor and its importance, but our 
rather sudden recognition comes either from fear, be- 
wilderment or anger, rather than from understanding. 
For a better understanding of this increasingly impor- 
tant subject see, The Boss Blows His Top, on page 35. 


**x*x The statement “opportunity knocks but once’’ is 
not always correct. Old timers in agency ranks will 
recall that following World War I and through the 
’20s we had greatly increased values. In agency ranks 
today are many who did not experience this increase 
and to them, as well as the old timers, the article Today's 
Opportunities, on page 39, points out the results of a 
little research into the subject of increased insurable 
values. 


**x* Even a dog knows whether you are going to kick 
him or pet him, by the tone of your voice. People are 
like dogs in that way. If you wish to make friends an¢ 
influence people, make your voice attractive. Ten te 
one, your vocal apparatus is all right. See if bad habits 
have twisted it out of shape as outlined in Distorted 
Speech, on page 79. 
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There is a good reason why so many timesaving, labor- 
saving features appear first . . . or exclusively . . . on 
Burroughs products. Burroughs specialists, working daily 

with men in every line of business, acquire an insight 
into future figuring and accounting needs. They plan 
machines to meet these needs efficiently and economically 
—making full use of the latest scientific equipment in 
Burroughs’ physical, chemical and electronic laboratories 
... the advanced ideas of experts in machine design 
and styling . . . and long experience in building for a wide 
range of office requirements. 
Forward thinking and planning—made effective by the 
finest in research and manufacturing facilities—explain 
why you see Burroughs machines wherever you go. 


IN MACHINES 
IN COUNSEL 
IN SERVICE 


BURROUGHS ADDING MACHINE COMPANY - DETROIT 32, MICHIGAN 


FIGURING, ACCOUNTING, STATISTICAL AND CASH REGISTERING MACHINES » NATIONWIDE MAINTENANCE SERVICE » MACHINE SUPPLIES 














tied to economic conditions which are undergoing 
drastic adjustments from a war to a peace economy 
and the impact of some of the underlying stresses and 
strains on automobile insurance experience has been 
staggering. 
Total automobile premiums amount to well over half 
a billion dollars annually for the stock carriers alone and 
‘are exceeded in amount only by fire insurance premiums. 
Moreover, due to the adoption of state financial respon- 
sibility laws and a general increase in public awareness 
of the desirability of carrying automobile insurance, it 
is growing by leaps and bounds. It represents a very 
important percentage of the total business of many 
multiple line companies and a few write nothing but 
automobile lines. It is therefore not only important to 
the industry as a whole but a matter of life and death 
to some carriers. 


f Part of the trouble arises out of the continued neces- 


A UTOMOBILE underwriting experience is closely 










sary use of old rapidly-deteriorating automobiles. Since 
January 1, 1941 less than 5,400,000 passenger automo- 
biles have been manufactured, which is less than half 
the minimum number required for replacement pur- 
poses alone. Thus, the average age of cars on the road is 
much higher than normal and shortages of repair parts 
and tires leave many of them in a sadly deteriorated 
condition. Several million are literally operating “on 
borrowed time.” 


New Car Production Lags 


This condition will not be corrected as rapidly as 
_ automobile dealers and the public have been led to ex- 
pect. The industry had planned its first 500,000-unit 
month in October of this year. Instead, with the Briggs 
and Chrysler lay-offs and other curtailments, the indus- 
try may not have assembled more than 375,000 cars 
and trucks last month. Moreover, due to shortages of 
materials and labor strife, the industry is not expected 
to come within 2,000,000 units of its 1947 goal of 
6,000,000 automobiles. 

One of the chief shortages is in flat-rolled steel and 
other steel products. Although the increased capacity 
of the steel industry makes it theoretically possible to 
make available for civilian production some 15,000,000 
tons more of finished steel than in 1941, shortages of 
scrap and coke are hindering present production and 
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Situation Critical 








electrical strikes have delayed completion of new rolling 
mills. The steel strike in January and February, the 
coal strike in April and May, plus other work stop- 
pages have caused an estimated loss of 19,000,000 tons 
of steel. Lead shortages curtail battery production, 
production of glass is behind schedule due to lack of 
soda ash, and tires are not expected to be in plentiful 
supply until the second half of 1947. It will thus be 
some time before the output of new cars will be suffi- 
cient to meet unfilled orders and enable the junking of 
millions of worn-out cars. 


Inflated Costs 


It is primarily labor cost inflation that is respon- 
sible for many of the headaches underwriters and loss 
adjusters have to cope with today. Repair costs have 
skyrocketed with labor getting as high as five dollars 
per hour on some types of repair work. High labor 
costs have been further augmented by the scarcity and 
high cost of replacement parts. Often it would be 
cheaper to use a new part than to repair the damaged 
one, but the replacement part is not available, even 
at scarcity prices. 

Trends in automobile design have also long worried 
underwriters. Increasing speeds have jumped the sever- 
ity of many accidents. New body styles have been re- 
sponsible for higher collision and property damage costs. 
Some years ago a fendér was merely a fender, now it 
includes either a headlight or tail-light and a substantial 
portion of the car body. The widening of bodies to the 
point of eliminating running-boards turns a minor 
side-swipe accident into a major body repair job. Fancy 
grille-work is fragile and expensive. 


Physical Damage Experience 


Drastically higher costs are directly responsible for the 
tremendous increase in settlement costs of collision, prop- 
erty damage and some comprehensive coverage claims. 
Average property damage claim costs have advanced 
just over 80% from 1941 and average collision claims 
are up more than 100%. Despite substantial increases 
in collision and property damage insurance rates, there 
is an estimated over-all deficiency of more than 25% in 
present property damage rates and a considerably 
greater deficiency, possibly as much as 40% in collision 
rates. 

(Continued on page 18) 
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To Agents . 
Field Supervision 
Inspections, etc. 
Salaries and Fees 
Taxes 


All Other 


wy ASUALTY operat- 
ing expense ratios 
have averaged just 
under 40% for the last 
twenty years. They 
reached a peak of 42% 
in the depression year of 





Total Expenses 


Expense of handling 
casualty business varies 
from 15% on group acci- 
dent and health to 70% on 
boiler and machinery in- 
surance. Inspection sery- 


4 ice is responsible for the 








1932 when premium vol- 
ume was off some $230,000,000 from the 1929 level, 
but the trend has been generally downward ever since 
with a record low of 36% (before Federal income taxes ) 
in 1943, 1944 and 1945. This reduction in expenses has 
been due in part to the continued increase in premium 
volume which reached a new high of $1,325,000,000 in 
1945 and also to the general shifts in the relative im- 
portance of the types of business written. 


Effect of Workmen's Compensation 


Workmen’s compensation premiums amounted to less 
than 15% of the total business at the bottom of the 
depression but have advanced in amount to about one 
quarter of the current total casualty business. As the 
average commission on this line is not much more 
than 10% and other underwriting expenses’ on, the 
line are lower than average, it has been a large factor 
in reducing the average over-all expense ratio as well 
as the average commission cost on casualty business. 

Fidelity and surety, with an average commission cost 
of 20% and 25%, respectively, have shown relatively 
much less fluctuation in premium volume over a long 
term, and current volume, due to rate reductions over 
a period of years, is actually less than was reported for 
1925, 20 years ago. The relative importance of these 
lines has, therefore, dropped from 15% of total casualty 
business to about 7%. 


Importance of Liability Lines 


Likewise, the relative importance of liability lines has 
declined from 35% to 28% of total business during the 
war period, due largely to reduction in automobile rates. 
While accident and health lines have increased in rela- 
tive importance from 15% to 23% of the total casualty 
volume in the last seven years, the average expense ratio 
has dropped 5 points because of the big increase in 
group business on which the average commission is 5% 
and other underwriting expenses less than 10%. 
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very high expense on 
boiler business, but average losses are only 25%. At 
the other extreme, the very low expense on group acci- 
dent and health is offset by a loss ratio which averages 
above 80%. Thus, in comparing items of expense it is 
extremely important to compare companies writing 
similar lines of business in relatively similar amounts or 
make allowance for differences in expenses due to the 
varying natures of their business. 


Expenses and Company Size 


Totals have been worked up for five groups of com- 
panies based on size of premium volume. It is interest- 
ing to note that commissions paid to agents run 2 to 5 
points lower in the companies writing more than $10,- 
000,000 in annual premiums, undoubtedly due to a 
larger percentage of workmen’s compensation insur- 
ance. Salaries of officers and home office employees 
decrease in relative percentage of premiums from the 
small to the large volume groups, while salaries to 
branch office employees become relatively more im- 
portant. In fact, branch office salaries substantially 
exceed home office salaries in the group of companies 
writing more than $10,000,000 annually. 

Both fire and casualty companies pay taxes on pre- 
miums and must secure various licenses and pay certain 
fees regardless of operating results, so there is a point 
below which taxes cannot fall, irrespective of losses. 
In the bottom depression years, while fire companies 
were making underwriting profits because of unusually 
low losses (and paying taxes on such profits), the cas- 
ualty companies as a group were operating in the red 
so that their taxes were principally of the premium and 
fixed varieties. The higher federal income tax rates in 
1942 and subsequent years boosted tax payments in 
1943 and following years so that of the 6.9% total in 
1943 4.1% represented income and excess profits taxes 
while in 1944 federal income tax payments amounted to 
4.8% out of a total of 7.5% and in 1945 to 3.2% out 
of 5.8%. 


Best’s Fire and Casualty News 
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PERATING  ex- 
OC xrse in the stock 

fire- marine field 
have fluctuated nearly ten 
points, or more than 20%, 
during the war period. 
This has been due to 


To Agents 

Branch Office Salaries .... 
Home Office Salaries .... 
Inspections, etc. ......... 
Taxes 

All Other 


Total Expenses 41.2 





quisition costs. From the 
expense ratio viewpoint, 
the 1942 record of 40.6% 
looked very satisfactory 
but the rise in the loss 
ratio more than offset any 
benefits from the relatively 
lower expenses. 





38.3 





changes in relative volume 
of business among the leading lines of business under- 
written and to temporary war conditions rather than 
to any fundamental change in the costs of acquiring or 
handling the business. Between 1930 and 1940 total 
premiums dropped from $900,000,000 to $600,000,000 
and then climbed back again. The climb back from the 
bottom of the depression was aided largely by a sub- 
stantial rise in motor vehicle business, from less than 
$65,000,000 or 10% of total writings to more than 
$235,000,000, or better than 25% of the total volume, 
while fire premiums, due in part to rate decreases, re- 
mained virtually unchanged from the depression lows 
and thereby shrank in relative importance from nearly 
75% to only 50% of total premiums written. Despite 
this big change in the underlying complexion of the 
business, there was remarkably little change in over-all 
expenses. Commissions to agents averaged about one 
point higher in 1940 than in 1930 but cost of field 
supervision and inspections were lower. 


Expense Ratio Down in 1941 and 1942 


In reality, 1940 was the last reasonably normal year. 
Over-all expenses dropped about two points in 1941 
and an additional four points in 1942 to bring the 
expense ratio down to 40.6%. During this two-year 
period, automobile writings were cut in half but ocean 
marine and ocean war risk business jumped from an 
annual average of $40,000,000 to $250,000,000 and rose 
in relative importance from less than 5% of total writ- 
ings to 22%, while fire premiums, although up 17%, 
still accounted for less than half the total. The rise in 
ocean marine premium volume (a normally low expense 
line) was a skyrocketing of rates rather than any ma- 
terial increase in the number of risks underwritten, so 
brokerage commissions on the business were reduced 
sharply. The net result was a relative reduction in every 
item of expense as the companies had some $200,000,- 
000 additional premiums, due entirely to rate increases, 
without a corresponding increase in overhead or ac- 
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In 1943 ocean marine volume dropped to $120,000,- 
000, motor vehicle remained about the same and fire 
lines continued to rise. Commissions, field supervision, 
inspections and salaries all rose. In 1944 and, 1945 
over-all premium volume continued to rise to reach an 
all-time high of $1,225,000,000. Expenses continued to 
decline as the volume increased and were down to 


42.6% in 1945. 


Importance of Taxes 


The tax item includes state taxes, licenses and fees 
as well as federal taxes. Being on a paid basis, the item 
reflects the earnings of the previous year. The figure 
for 1930 reflects the 1929 crash with its aftermath of 
higher losses—thus low taxes. The tax figures for 1935 
reflect the most profitable underwriting period in fire 
insurance history. The high tax rates in 1942 did not 
result in large tax liability because the ocean marine 
losses absorbed profits from other lines and the com- 
panies did not much more than break even on their 
underwriting, showing a profit of but one-tenth of one 
per cent. Tax payments on 1944 profits appear in the 
1945 figures and are likewise small but for another 
reason—fire and motor vehicle losses advanced sharply. 


As federal income and excess profits taxes are based 
on statutory underwriting results, the fluctuation in 
premium writings has a direct bearing on the amount of 
tax. As premium income is expanded, unearned pre-. 
mium liability is created which requires the establish- 
ment of additional reserves which result in a reduced 
statutory profit. The shock of federal taxes is thus 
postponed until premium volume levels off or declines. 

Detailed tables of underwriting expenses broken down 
into some two dozen classifications for 194 stock fire 
companies and 150 stock casualty companies with sub- 
totals for five size groups appear in the 1946 edition 
of Best’s FrrE AND CASUALTY AGGREGATES AND 
AVERAGES. 
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AUTOMOBILE OUTLOOK—Continued from page 15 


Stock and mutual casualty companies wrote more 
than $127,000,000 automobile property damage pre- 
miums and nearly $60,000,000 automobile collision 
premiums in 1945. The ratio of incurred losses to 
earned premiums amounted to 84.8% on property dam- 
age and 94.1% on collision business. The total under- 
writing loss in the casualty field on these two lines 
exceeded $43,000,000. Comparable figures on the 
$170,000,000 motor vehicle business of the fire compa- 
nies are not available but the over-all loss ratio, in- 
cluding auto fire, theft, collision and comprehensive, 
topped 75%, including estimated loss adjustment ex- 
penses. 


Fire and Theft Outlook 


The scarcity of replacement parts, mentioned above 
as contributing to the higher loss costs of property dam- 
age and collision claims, is also responsible for rising 
theft losses. It has become highly profitable to steal an 
automobile just to sell its parts. After a car has been 
broken down into its component parts, it is virtually 
impossible ever to trace and recover all of them even 
though some of the main items have been found. Also, 
scarcity prices on whole cars place a premium on steal- 
ing them. However, the theft situation should be allevi- 
ated when spare parts and new cars are again in normal 
supply. 

Unquestionably, the physical damage side of the pic- 
ture is black. What about bodily injury experience? 
Near the close of 1942 gasoline rationing and wartime 
restrictions on speed and use of automobiles greatly 
reduced exposure and emergency rates were promul- 
gated based solely upon judgment. At the end of the 
war only a partial rate restoration was made on the 
general belief that owners would try to preserve their 
tires and cars as much as possible by restricting their 
driving. This did not materialize and a further in- 
crease in rates was made in May of this year. 


Bodily Injury Experience 


Prior to 1942 automobile liability insurance rates 
were determined, at least by the bureau companies, by 
territory and by classification. The private passenger 
classification plan has been further refined and a new 
commercial car program adopted so that pre-war and 
postwar rates are not directly comparable. However, the 
present over-all country-wide average automobile lia- 
bility rate is about one per cent below the 1941 average. 
Average claim cost has risen about 20%. Although 
claim frequency has risen sharply since the end of the 
war, it is still somewhat lower than in 1941 so that 
current liability rates are estimated to be about 6% 
deficient. 

However, average claim costs will undoubtedly con- 
tinue to mount as long as our economy is under infla- 
tionary pressure and frequency may be expected to 
rise with the increase in total automobiles on the road 
and the expected further increase in total mileage 
driven. 
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Insurance companies face not only an immediate but 
a continuing problem of adjusting rates to changed 
economic conditions. This is easier said than done and 
with the prospect of new rating legislation in every 
state before January 1, 1948 the problem will not bes 
come any easier. It has been customary to base rates on” 
developed experience. It takes considerable time for 
experience to develop, additional time to secure authors 
ization for a rate change and then up to a year for the 
new rate to be reflected fully in a company’s under 
writing results. There is considerable lag between rates, 
and experience and, on a rising spiral of claim costs, ; 
new rates are likely to be inadequate by the time they” 
can be put into effect. 

Under these circumstances, virtually all companies 
have tightened their underwriting requirements. Some 
are refusing to write collision insurance on cars over a 
specified age, others are writing only $100 deductible 
policies on the theory that repair costs have risen so far 
that a $100 deductible coverage under present condi- 
tions approximates a $50 deductible under former more 
normal circumstances. Some are turning down virtually 
all new accounts. Despite everything, volume is way up 
and there is unquestionably a higher percentage of cars 
insured today than ever before. 


Rate Action Necessary 


Insurance company managements have been placed 
in an untenable position by changed economic conditions. 
They are doing their best to minimize losses to protect 
their stockholders and yet fulfill their obligations to 
policyholders and agency forces. Furthermore, auto- 
mobile lines have not been unduly profitable in past 
years. In fact, for the last ten years, including the 
profitable war years, the stock casualty companies 
reported a loss of nearly 10% on automobile collision 
and 314% on automobile property damage business and 
made only 3.3% on automobile liability. In dollars, 
the profit on liability more than offset the loss on prop- 
erty damage and collision, but the current rate of loss 
on the three lines, in 1946, will unquestionably more 
than absorb the small over-all profit of the past ten 
years. ‘Furthermore, current volume is approximately 
double what it was ten years ago. 


State insurance departments have assumed a two-way 
responsibility in controlling rates and it is just as much 
their responsibility to see that rates are adequate as it 
is to see that they are not excessive. The automobile 
public has been encouraged to carry insurance, even 
virtually forced to carry it under financial responsibility 
laws. The market for this insurance can only exist if 
rates remain adequate. They are inadequate on all 
automobile lines and dangerously inadequate on prop- 
erty damage and collision classifications. Emergency 
measures were taken during the war to reduce rates, 
emergency measures should be taken now to raise rates. 
Some of the specialty companies, without the adoption 
of most stringent underwriting restrictions, just cannot 
wait for the experience to develop because the time 
required for its full development would jeopardize their 
solvency. 
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agnor seated House in Cambridge, Mas- 
sachusetts is one of America’s most 
beloved homes, for it was there that our 
favorite poet wrote many of his most de- 
lightful poems. 

When Henry Wadsworth Longfellow as- 
sumed the professorship of modern lan- 
guages and belles-lettres at Harvard, he was 
fortunate in securing rooms in the Craigie 
Mansion. This house in “Tory Row” was 
built in 1760 by John Vassall, a distin- 
guished financier of the period. At the out- 
break of the Revolution, the owner was 
forced to leave the country because of his 
sympathies, and the mansion was confis- 
cated. It soon became the favorite rendez- 








Longfellow’s study, gathering place of nineteenth century literati, 


Longfellow 


House 








vous of the Colonial troops, 
and Washington used it for 
his headquarters for a long pe- 
riod. Mrs. Washington joined 
her husband while he was sta- 
tioned there, and the house 
and grounds were the scene 
of many brilliant Colonial fes- 
tivities. In 1793, the estate was 
purchased by Andrew Craigie, 
whose widow was eventually 
forced to open her home to 
paying guests. Longfellow was assigned an 
apartment which included the room used by 
Washington as his private chamber. In this 
room the poet wrote the immortal “The 
Wreck of the Hesperus.” In 
1843, Longfellow was mar- 
ried to Frances Elizabeth 
Appleton and the couple was 
presented with the house as 
a wedding present from the 
bride’s father. 

During the latter years of 
his life many honors were 
bestowed on the poet, and his 






The first American in Poets’ Corner 
in Westminster Abbey. 
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home, which had alway: 
been very dear to him, had 
become the meeting placed 
many illustrious guests 
However, his closest friends 
were probably the children 
of Cambridge, for the hous 
was always filled with them 
In fact, on his seventy-sec- 
ond birthday they presented 
him with an armchair made 
of wood from the chestnut 
tree of his “The Village Blacksmith.” 
Many of the distinguished poet’s works 
are based on the American scene and in 
clude such widely read and loved titles a 
“Hiawatha,” “Poems on Slavery,” “Tales ot 
a Wayside Inn,” “The New England Trag 
edy,” “The Hanging of the Crane,” “The 
Old Clock on the Stairs,” “Evangeline, 
and “The Courtship of Miles Standish.” 


The Home, through its agents and bro 
kers, is America’s leading insurance pro 
tector of American Homes and the Homes 
of American Industry. 
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Analysis of Rating Bills 


analyze the proposed All-In- 

dustry rating bills and particu- 
larly those portions of the bills de- 
signed to preserve the freedom so 
essential to the operation of an in- 
surance company along independent 
lines. Furthermore, I shall analyze 
some of the alternative plans which 
have been or are now being put for- 
ward and discuss the conflicting 
views of proponents and critics as to 
the practicality or desirability of 
these proposals from the standpoint 


A S A part of this paper I shall 


of the public interest. 


Some people in the business may 
have forgotten that our present 
problem had its origin in a federal 
indictment of an alleged price-fixing 
combination which, according to the 
indictment, received approximately 
90% of the total premium income 
in the area covered by the indict- 
ment. One would be a little naive 
to suppose that, with that back- 
ground, Congress enacted U. S. 
Public Law 15 upon the theory that 
the states were to legitimatize the 
very practices which culminated in 
the indictment. 


Adequate Regulation 


The All-Industry and Commis- 
sioners’ committees have attempted 
to provide not a minimum or maxi- 
mum pattern of regulation for these 
price-fixing combinations but an 
adequate one. The drafters of the 
All-Industry bills had very definitely 
in their minds the statement of the 
House Judiciary Committee to the 
effect that 

“Nothing in this bill is to be so 
construed as indicating it to be the 
intent or desire of Congress to re- 
quire or encourage the several States 
to enact legislation that would make 
it compulsory for an insurance com- 
pany to become a member of rating 
bureaus or charge uniform rates. 
It is the opinion of Congress that 
competitive rates on a sound finan- 
cial basis are in the public interest.” 


For November, 1946 


by ROBERT E. DINEEN 
Superintendent of Insurance of the State of New York 
and President of the National Association of 
Insurance Commissioners 


So that there would be no mis- 
understanding on the subject, the 
drafters have specifically provided 
that nothing contained in the act was 
intended (1) to prohibit or dis- 
courage reasonable competition or 
(2) to prohibit or encourage uni- 
formity in insurance rates, rating 
systems, rating plans or practices. 
As a. further safeguard, the drafters 
added the following sentence: “This 
Act shall be liberally interpreted to 
carry into effect the provisions of 
this Section.” As a still further safe- 
guard, it was provided “uniformity 
among insurers in any matters 
within the scope of this Section is 
neither required nor prohibited.” 





The fourth safeguard is found in the 
language that “nothing contained in 
this Act shall be construed as re- 
quiring any insurer to become a 
member of or a subscriber to any 
rating organization.” 


Judicial Review 


Some critics when confronted 
with the guarantees of freedom of 
action set forth in the bills say that 


these guarantees are illusory in the 
sense that they have no assurance 
that the commissioner will follow 
the plain mandate of the statute. 
They rely, and I shall speak frankly 
in this respect, upon unhappy expe- 
riences with commissioners in one 
state or another under other laws. 
Of course, if we are going to pro- 
ceed upon the premise that insur- 
ance commissioners are not going to 
obey the law or administer it prop- 
erly, we might just as well write off 
state regulation now. Indeed, a 
question is prompted: what assur- 
ance has the industry that a federal 
administrator acting under a similar 
law would follow it any more con- 
scientiously or any less arbitrarily 
than a state administrator ? 


Experience of Others 


In other lines of business, men 
aggrieved by improper or erroneous 
determinations of administrators 
have not hesitated to turn to the 
appellate courts for relief. Rarely 
will one find a regulatory statute in 
which there is more complete pro- 
vision for relief by judicial review 
than is contained in the All-Indus- 
try bills. After there have been a 
few adjudications on the subject and 
a pattern has been established, it 
seems unlikely that any major dif- 
ficulties should arise. 

No legislation in the history of 
the insurance business has the back- 
ground of the model rating bills. 
These bills have been drafted pur- 
suant to a Congressional invitation 
in which the intent of Congress may 
be plainly ascertained from the Con- 
gressional debate and reports. They 
have been drafted by committees 
whose reasoning on every detail of 
the bills is embodied in a document 


(Continued on the next page) 
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This collection of circumstances 
should furnish the most potent of 
arguments for reasonable and proper 
interpretation of these model rating 
bills if they are enacted into law and 
should guarantee a high degree of 
fidelity in their enforcement. For 
these reasons I have been persuaded 
that the isolated instances of im- 
proper or arbitrary interpretation of 
other statutes by insurance commis- 
sioners over the years furnishes no 
precedent as to what may be ex- 


Analysis—Continuea 


distributed from coast to coast and 
preserved in the permanent records 
of the National Association of In- 
surance Commissioners. Further- 
more, every commissioner knows 
that Congress now has the power, 
at least in so far as the field of in- 
terstate commerce is concerned, to 
take over the regulation of the insur- 
ance business and that state regula- 
tion must now prove its mettle. 
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pected in the administration of these 
bills. 
All rates are subject to a statu- 


tory test, namely, that they shall 
not be excessive, inadequate or un- 
fairly discriminatory. Rates filed by 
individual carriers may differ, since 
the carrier in formulating the rates 
may take into consideration such 
variable factors as loss experience, 
expense experience, margin for prof- 
its and contingencies, and such fac- 
tors as dividends, savings and un- 
absorbed premium deposits. In this 
connection it should be borne in 
mind that the bills specifically per- 
mit variations in the system of ex- 
pense provisions used in the making 
of the rates. 


Latitude as to Rates 


To permit flexibility in the rating 
structure and to provide intelligent 
treatment for large risks, the bills 
authorize the grouping of risks by 
classifications. They provide that 
classification rates may be modified 
to produce rates for individual risks 
in accordance with rating plans 
which establish standards for meas- 
uring variations in hazards or ex- 
pense provisions or both. Further- 
more, it is provided that such stand- 
ards may measure any differences 
among risks that can be demon- 
strated to have a probable effect 
upon losses or expenses. 

The bills provide in substance, 
that every manual of classifications, 
rules and rates, every rating plan 
and every modification thereof, shall 
be filed with the insurance commis- 
sioner. An important exception is 
made, however, for those cases 
where filing is impracticable. This 
provision was expressly incorpo- 
rated in the bills to eliminate bur- 
densome individual filings in special 
cases. 


No Mystery Rates 


There is a provision in the bills, 
which, in my judgment, represents 
the acme of good public relations, 
namely, a proviso that every filing, 
in addition to indicating the charac- 
ter and extent of the coverage con- 
templated, shall be accompanied by 
the information upon which the in- 
surer supports the filing and _ that 


(Continued on page 44) 
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when the most of our State leg- 
islatures will meet in regular 
session for the last time prior to the 
expiration of the Congressional mo- 
ratorium in the application of federal 
antitrust laws to the business of in- 
surance, we must crystallize our 
thoughts upon a program of state 
legislation if we are to preserve state 
regulation of the business. 
Determination of a state regula- 
tory program is not a game. It 
should not be atest of political 
strength of factions within the busi- 
ness. It should not be a struggle to 
create or to perpetuate competitive 
advantage. It should not be a con- 
test to protect pride of authorship 
of any particular plan. Rather, it 
should be a carefully reasoned pro- 
gram, a live and let live program, 
recognizing so far as is possible the 
reasonable needs of all branches of 
the business, but dominated by, and 
yielding to, the paramount interest 
of the public. We shall be charting 
the course of our business for all 
time. 


B mc JRE the first of the year, 


Regulation in the Public Interest 


To any impartial person the ac- 
tion of Congress means that hence- 
forth the insurance business is to be 
regulated in the public interest, and 
that if the states do not so regulate it 
Congress will. Public Law 15 must 
be met, therefore, not only in ac- 
cordance with the letter of the Act 
but in accordance with its spirit. 
The spirit of the Act is unquestion- 
ably protection of the public and 
small businessmen from destruction 
of freedom and competition in the 
insurance business. To conclude 
otherwise one would have to assume 
that Congress intended the states to 
legitimatize acts and practices be- 
lieved by another branch of the fed- 
eral government to be illegal. 

Our problem is, therefore, to de- 
vise a state system that will permit 
regulation by the states in a manner 


For November, 1946 





by ELMER WARREN SAWYER 
Insurance Lawyer, 


New York City 


consistent both with the letter and 
with the spirit of the Congressional 
plan. 

Lawyers quite generally agree 
that any type of regulation by a state 
that actually regulates meets the let- 
ter of Public Law 15, whether or 
not that regulation is in the public 
interest. They likewise agree that 
after January 1, 1948 Congress can 
and probably will review state legis- 
lation and, if not satisfied with what 
states have done, enact its own regu- 
latory system. Attorney General 





Clark has warned the business that 


such a course is probable. This 
means that meeting the spirit of 
Public Law 15 is the controlling 
factor in a state program. 


Drastic Readjustment 


The necessary readjustment in 
the insurance business is more dras- 
tic than would at first appear. It 
is drastic because, if we are to pre- 
serve state regulation of insurance, 
we must have in the business a com- 


plete change in the philosophy of our 


economy. People in our business 
must train themselves, as people in 
other businesses have been forced to 
do, to think not in terms of main- 
taining past practices, but in terms 
of public interest. If our program 
for state regulation follows the pat- 
tern of our past economic philos- 
ophy federal regulation, or perhaps 
worse, will follow as inevitably as 
night follows day. 


Revise Our Thinking 


We have to revise our thinking 
and accept the fact that henceforth 
there must be freedom in the busi- 
ness—freedom to compete in price, 
in service, and in forms of insur- 
ance. Rating organizations must not 
be given power to establish and po- 
lice rates in such a manner as to 
regiment companies not belonging to 
their membership. Groups of insur- 
ance companies may be permitted to 
act in concert, but not in a manner 
that can curtail freedom and com- 
petition of companies not acting in 
concert, or the freedom of agents to 
conduct their own businesses. 

When I say we must revise our 
thinking, I mean “we”. None of us 
are free from some responsibility for 
the old philosophy. I know I have 
contributed in some small degree to 
conditions in the business compa- 
rable to those that in fire insurance 
led to our current difficulties. The 
blame cannot be attributed to any 
one group or segment of the busi- 
ness. As I shall point out later, I 
believe agents must accept their 
share of the responsibility. 

But responsibility for what has 
occurred is no longer of importance. 
The vital question is: What are we 
going to do now to set up a new 
economic philosophy ? 

As you all know, a committee, 
known as the Insurance All-Indus- 
try Committee, has, after many 
months of painstaking effort, 

(Continued on the next page) 
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brought forth two rate-regulatory 
bills, one for casualty rates and one 
for fire rates. These bills were ac- 
cepted by the National Association 
of Insurance Commissioners for con- 
sideration by all states. This accept- 
ance was with the understanding 
that consideration would be given to 
further suggestions for improve- 
ment. 

These bills require filing of rates 
and of the data upon which the 
rates are supported, and provides 
that rates so filed may not be used 
until approved or until, after a spe- 
cified time, they may be assumed to 
have been approved because not dis- 
approved. The bills are very care- 
fully prepared and represent many 
compromises among the conflicting 
interests and cross-currents in the 
business. These bills delineate a 
reasonably satisfactory type of regu- 
lation and one that should be ac- 
ceptable to most states. The differ- 
ences in views about the All-Indus- 
try bills stem almost entirely from 
the degree of regulation delineated 
in them. 


Degree of Control 


Many independent companies be- 
lieve that a tight degree of control, 
such as that set forth in these bills, 
gives rating organizations power to 
interfere with their freedom of ac- 
tion and curtails radically their right 
to compete. Many producers believe 
that this drastic degree of regulation 
endangers their right to contract 
with companies with respect to com- 
missions, and places in the hands of 
insurance commissioners the power 
to fix commissions of agents and 
brokers. Producers also believe that 





Insurance Company 


this degree of regulation will force 
uniform or substantially uniform 
rates for all carriers, and will even- 
tually force non-participating com- 
panies to become participating com- 
panies in order .to compete with 
participating companies. The posi- 
tion of many producers is largely 
influenced by the absence from the 
All-Industry bills of a provision 
protecting the right of agents and 
brokers to contract with respect to 
commissions, and the absence of a 
provision regulating dividends of 
participating companies. 


Specific Suggestion 


On behalf of the National Associ- 
ation of Casualty and Surety Agents 
and the National Association of In- 
surance Brokers, Inc., I introduced 
in the All-Industry Committee a 
suggestion upon which I believe 
these conflicting views could be re- 
conciled. My suggestion, prompted 
by the discussion at the open hearing 
before the Commissioners at Port- 
land, Oregon, in June, asks the com- 
mittee to consider the bills as they 
now stand as the “maximum” de- 
gree of regulation any state should 
consider, and, by simple deletions 
in two sections of the bills, establish 
guides for a “minimum” degree of 
regulation for states favoring a con- 
siderably less drastic degree of regu- 
lation. This would preserve the type 
of regulation so carefully worked 
out by the committee, but would per- 
mit each state to determine the de- 
gree of regulation needed to protect 
public interest within its borders un- 
der the conditions there existing, 
which as you well know, vary greatly 
between states. I believe this to be 
a reasonable suggestion and one 
upon which most interests should be 


able to agree. To date, the sugges. 
tion has not been acted upon by the 
All-Industry Committee. 


Position Clarified 


There has evidently. been some 
misunderstanding of the position of 
the organizations I represent, be 
cause we have received inquiries 
from officers and past officers of 
state associations of agents asking 
for a statement of our position. Let 
me say that these organizations 
strongly favor the type of regulation 
set forth in the All-Industry bills, 
and have not withdrawn their sup- 
port of those bills. They insist, how- 
ever, that the degree of regulation 
be determined by each state. They 
will have no part of any attempt to 
force a drastic degree of regulation 
upon any state. They believe the 
function of the All-Industry Com- 
mittee is advisory only, and that it 
should not become a lobbying com- 
mittee for the bills as they stand. 

This position was taken for sev- 
eral reasons: 1. These organizations 
believe enactment of drastic regula- 
tion of rates by all states is not in 
the public interest, will curtain free- 
dom and competition in the business, 
and will perpetuate much of the eco- 
nomic philosophy that has proved 
disastrous. 2. These organizations 
believe that it is not the privilege of 
any group to deprive a state of the 
right to determine its own needs for 
public protection. 3. Irrespective of 
their opinion of the bills, these or- 
ganizations believe opposition to 
such drastic regulation is so strong 
that the bills can be enacted only by 
a compromise similar to that sug- 
gested. 4. Even if they felt differ- 
ently with respect to the bills and 

(Continued on page 56) 
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Rising prices are in the news every day. They’re your 
soundest, most convincing argument for more insurance. 
Replacement costs are high—yet most clients just don’t 
realize how critically under-insured they are. You can 
point this out clearly, easily, quickly with the American 
Group’s handy folders on present-day dwelling and house- 
hold goods values. The time is now! Send for samples. Ad- 
dress: THE AMERICAN INSURANCE GROUP, NEWARK 1, N. J. 
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FEW weeks ago I chanced to 
A read a speech made by Eric 

Johnson before one of the mo- 
tion picture industry’s unions. He 
told them what many outspoken in- 
dustrialists are telling union labor 
today. That is, their own actions are 
doing more harm to their cause than 
anything else. A few union leaders 
have had the hardihood to say the 
same thing. Such words are listened 
to with much more respect when 
they come from the same side of the 
fence. We have heard the prophets 
of doom for many years predict the 
eventual disintegration of the Amer- 
ican Agency System. They have 
been poor prophets—to date. And 
I am convinced they will continue 
to be poor prophets—if we conduct 
ourselves in a manner consistent 
with the public interest. Note the 
word. “consistent”’ because I want 
to dwell upon some of our incon- 
sistencies. 


Consistency in Practice 


I suppose, to revert to the labor 
question for a moment, that the 
great majority of small business 
men and professional men have little 
sympathy with union labor as it 
exists today. Yet it is difficult to 
understand how we can _ throw 
stones. Our trade associations, 
whatever else they may be, are in 
large measure collective bargaining 
units. Without the power of num- 
bers in organization, we agents 
would be very helpless in dealing 
with our principals, the companies. 
No matter how much we may have 
in common with them, there are nu- 
merous matters, such as commis- 
sions, branch offices, agency qualli- 
fication, part-time agencies, bank 
agencies, limitation of agencies, etc. 
upon which our interests sometimes 
divine. Were it not for the bargain- 
ing power of numbers in our organi- 
zations we would have little chance 
of bringing about any general ac- 
ceptance of our principles. 
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It is therefore very necessary that 
when we go into some of these col- 
lective bargaining conferences, the 
other side is not in a position where 
it may say, either directly or out of 
the side of its mouth “Look who’s 
talking.” There is nothing. more 
embarrassing to the officers of your 
associations than to have the incon- 
sistencies of the agents thrown at 
them, because many of them cannot 
be denied. Sometimes this develops 
into personalities and sometimes it 
is generalized. For instance, I have 
had company men say to me “What 
did you ever elect that so and so to 
office in your association for, he 
doesn’t practice what he preaches.” 

Now I know sometimes this may 
be purely a case of personalities, but 
sometimes it isn’t. I well remember 
one agent not far from where I live 
who held high office in agency as- 
sociation circles. He was one of the 
foremost opponents of overhead 
writing. Yet it was well known, to 
agents and company men alike, that 
as he lived close to a state line and 
had occasion to write considerable 
business in the adjoining state, he 
had pre-countersigned pads of blank 
policies of the other state in his 
office that he used freely so that 
he could secure full commission on 
such business without the necessity 
of brokering it with his fellow 
agents across the line. How much 
respect do you think company ex- 
ecutives had for his expressions on 
any subject under such conditions? 


One Organization Weakness 


Which brings to light one of the 
great weaknesses of our organiza- 
tions. How much do we really know 
about the men we elect to high of- 
fice therein? There is nothing per- 
sonal about that question because 
it applies to me along with others. 
Are we not inclined to elect (a) 
good fellows, with little regard to 
how they conduct their own agencies, 
or (b) the work horses who will 
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by CARLETON I. FISHER, President, 


sacrifice their time to work for the 
common good, while the many who 
are eligible and who should be 
elected to office sit back with a “Let 
George Do It” attitude. 

We should be very jealous of the 
reputation as good sound agents of 
those we elect to office and who must 
act in a collective bargaining capac- 
ity for us, lest the companies may 
point the finger of derision at them. 
Then our cause is weakened. Mem- 
bership in any organization carries 
with it obligations as well as bene- 
fits and those who operate sound 
agencies in a sound manner should 
devote more time to association ac- 
tivities. 


Controversial Subjects 


Now I am going to bring out some 
controversial subjects. I am tired 
of the innocuous “viewing with 
pride” type of speech that has been 
so prevalent at agency association 
meetings for so many years. Too 
many of our meetings have devel- 
oped into glorified debating socie- 
ties, with no conclusions reached, or 
mutual admiration societies. We 
come to these meetings, I am con- 
vinced, with the desire to take away 
some new thoughts and _ ideas, 
whether we agree with them or not. 
We ought to make up our minds to 
do something about every problem, 
if possible, and if we cannot agree, 
to abide by the principle of majority 
rule. 

Inconsistent agent number one in 
my book is the fellow who yells to 
high heaven about the branch office 
system and then proceeds to place 
business with the companies that 
are noted for operating production 
branch offices and who are directly 
competing with agents for brokerage 
business, not to mention their sub- 
sidizing competing agents with free 
office space, etc. 

Inconsistent agent number two is 
the one who doesn’t like the branch 
office system but is very glad to take 

(Continued on page 52) 
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HE funniest part about insur- 

ance company management that 

I have bumped into in trade as- 
sociation work is a sort of Jekyl and 
Hyde proposition, in that what | 
term the plural personality is so apt 
to differ sharply from the individual 
personality. In other words, we all 
represent some very wonderful com- 
panies in our agencies, in my own 
agency relationships that in some 
cases have extended over fifty years. 
We are close personal friends of 
many company executives. Individ- 
ually they have the utmost regard 
for us individually, and as an indi- 
vidual company they will do almost 
anything for us, underwriting-wise, 
claimwise, or what have you. But 
let the same group of executives col- 
lectively get together with a bunch 
of us collectively, in a matter of col- 
lective bargaining between company 
trade associations and agency trade 
associations and we are suddenly up 
against a bunch of very hard-boiled 
persons, not to be recognized as the 
same charming people. Why is that ? 


Reason for Existence 


After all is said and done, the 
biggest reason for the existence of 
agency trade associations is as a unit 
for collective bargaining. The 
weight and power of numbers in 
organization has produced tremen- 
dous benefits for those engaged in 
the American Agency System, and 
collaterally has protected that system 
against many movements that would 
have been overwhelming if there had 
been no organization. There is no 
problem facing the insurance indus- 
try that cannot be solved by collec- 
tive bargaining between companies 
and agents. There are no evils, com- 
petitive or otherwise, that cannot be 
eliminated through such means. It 
requires a thorough understanding 
of each other’s problems and a will- 
ingness to recognize the other fel- 
low’s viewpoint, an ability to com- 
promise if necessary. 
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Rhode Island Association of Insurance 


Agents 


3ut right there is where a word of 
warning is essential. Many times we 
are accused of being unwilling to 
compromise because we will not 
compromise on principles. Details, 
yes, but no sincere man should com- 
promise on principles honestly held. 

Believing all this, as I do, I be- 
lieve there is no more important sub- 
ject for thought today than com- 
pany-agency relationships. Though 
our individual relationships may be 
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of the finest with our companies, our 
collective relationships, in my hum- 
ble opinion, appear to be no nearer 
the desirable point than ever.. I 
would like to point out some mat- 
ters in which I think the attitude 
of insurance companies in dealing 
with their agents is funny, not to 
say downright regrettable. 


Unilateral Amendments 


First is the so-common unilateral 
amendment of existing contracts. 
How many times have we had in 
existence written contracts with in- 
surance companies under which we 
were to be paid stated rates of com- 
mission on certain lines of business, 








subject to change only by mutual 
consent, only to receive peremptory 
notice in the mail that on and after a 
given date all business in certain 
categories would be subject to re- 
duced commission, without so much 
as by your leave? It might well be 
that an agent would be perfectly 
willing to agree on reduced commis- 
sions such as graded scales on large 
risks, but it is galling and not con- 
ducive to good relations to have con- 
tracts amended in such a high 
handed manner and without the 
agents in most cases ever having 
been given a hearing. No steps 
should ever be taken by the compa- 
nies bearing on the compensation of 
the agents without the latter having 
had a part in such steps. To do 
otherwise only leads the agents to 
discount the platitudes of which they 
hear so many as to the great value 
company executives place on their 
agencies because it leaves the so- 
valued agent in the unenviable posi- 
tion of one who is apparently to be 
seen but not heard, like a small child, 
and leads agents to feel that while 
they are not employees of the com- 
panies, but equal partners in the in- 
dustry, some company executives do 
not look upon them as partners. It 
should be remembered that even 
employees today have pretty well 
established rights when it comes to 
matters affecting their rate of pay. 


Right of Private Contract 


The right of private contract is a 
precious thing to insurance agents 
so far as their commissions are con- 
cerned. Yet we witness today the 
greatest mass movement toward 
abrogation of that right that has 
ever endangered the American 
Agency System, a surrender to bu- 
reaucracy, nay even an eager seek- 
ing for bureaucratic control of every 
aspect of our business. I refer to the 
concerted effort on the part of the 
companies as represented on the All- 


(Continued on the next page) 
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GET THE LIFE COMMISSIONS, TOO 
...+++ FROM YOUR OWN CLIENTS 


Your clients have confidence in you, your 
firm, your judgment. Why shouldn't they 
buy their life insurance from your agency? 


Many of them will if you use the proved 
plan for getting life insurance leads that is 
offered to you by the Connecticut Mutual. 
It's a mail advertising plan that has con- 
sistently secured replies—-leads to new 


business — from nearly one in six of the 
people to whom the letters were sent. 


This mail advertising plan will find out 
for you which of your clients are interested 
in life insurance and will get leads that 
give you the best possible reason for 
calling and talking with them about this 
coverage. 


Get FREE Booklet that Tells How 


Connecticut Mutual, which has worked with 
hundreds of fire and casualty agents and 
brokers for years, has just published a new 
booklet for general insurance men entitled 
“A Tested Method for Securing Life Insur- 
ance Commissions.” It outlines the direct 
mail plan in which ten different letters are 
available for various types of prospects, 
and shows you how to prepare your list.On 






each of the principal types of prospects 
there is a sales promotion kit that tells you 
what to offer and what to say about it. 





One in five of your own clients will buy 
life insurance during the next year. So send 
today for your copy of this free booklet 
that can help you earn many hundreds of 
dollars in life insurance commissions. 
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: ty- Ge CONNECTICUT MUTUAL 
1846 1946~ 
% 2100 YLIFE INSURANCE COMPANY 
“% Sy, YEARS 
fans yo - HARTFORD - 
Connecticut Mutual Life Insurance Company 
Hartford, Connecticut 
Please send me, free and without obligation, your booklet, 
“A Tested Method for Securing Life Insurance, Commissions.” 
eA 
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Companies Are Funny—Continued 


Industry Committee and certain of 
the Insurance Commissioners to in- 
flict upon us a type of rate regula- 
tory law in every state that will 
sound the death knell of free enter- 
prise in the insurance industry and 
particularly of the right of private 
contract between companies and 
agents as to commissions. A howl 
will no doubt go up at this allegation 
but it is nevertheless true that the 
All-Industry Bills make subject to 
bureaucratic control the entire ex- 
pense elements of the premium dol- 
lar on fire, marine, casualty and 
surety lines of business. Since the 
item of acquisition cost, commis- 
sions included, is practically always 
the largest single item going into the 
makeup of such expense factors, it 
should be quite clear that no insur- 
ance commissioner can approve or 
disapprove rates without considering 
all the expense factors entering into 
the makeup of the rate. 


Indirect Control 


It is also undeniable that in order 
to control commissions it is not nec- 
essary to have a law which specifi- 
cally mentions commissions because 
it can be done, and will be done, by 
indirection. Witness the recent at- 
tempt of the District of Columbia 
Commissioner to tell the fire insur- 
ance companies exactly what per- 
centage of the premium dollar they 
could use for expenses. On a tech- 
nicality of procedure, his order 
didn’t stick, but the court left open 
to him the road to do it again after 
giving the companies a_ hearing, 
which he failed to do before, and 
present the possibility that if he can 
secure any evidence to support his 
contention that the expense loading 
of some companies are too high, the 
law gives him the power of control 
to order them reduced. 

It doesn’t require much thought 
to deduce that a commissioner 
wouldn’t have to tell insurance com- 
panies specifically that they were 
paying out too much in commissions 
or to order them specifically to re- 
duce commissions. Under these bills 
they would simply have to refuse ap- 
proval of rates which were loaded 
beyond a certain point for expenses 
—all expenses. Then the companies 

(Continued on page 60) 
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KENTUCKY, 
known to the Indians 
as the “Dark and Bloody 
Ground” because of the unceasing 

wars between the Iroquois and Cherokees for possession, was the first State 

west of the Alleghanies to be admitted to the Union, Its transportation sys- 

tem dates to Daniel Boone’s trail blazed through the Cumberland Gap in 1775. The 
Bluegrass Country is extremely fertile, yielding corn, tobacco, hemp, hay, and Blue- 
grass seed. Livestock farms flourish, and Kentucky’s thoroughbred horses and its Derby 
are world-renowned. In its mines rest the orld’s largest supply of rock asphalt; it pro- 
duces coal and one-fourth the nation’s fluorspar. The sightseer is drawn to Mammoth 
Cave, a vast and mysterious wonderland with i its cataracts, lofty domes, navigable waters, 
and chartered avenues. Insurance’s Sage shines “bright on my old Kentucky home.” 


CRUM & FORSTER 


MANAGERS 
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UNITED STATES FIRE INSURANCE CO. . . . Organized 1824 RICHMOND INSURANCE CO. Organized 1836 


THE NORTH RIVER INSURANCE CO... . . . Organized 1822 WESTERN ASSURANCE CO., U.S. Branch . . . . Incorporated 1851 
WESTCHESTER FIRE INSURANCE CO Organized 1837 BRITISH AMERICA ASSURANCE CO., U.S. Branch . Incorporated 1833 
THE ALLEMANNIA FIRE INSURANCE CO. of Pittsburgh. Organized 1868 SOUTHERN FIRE INSURANCE CO., Durham, N.C. . . Incorporated 1923 


WESTERN DEPT FREEPORT, ILL PACIFIC DEPT SAN FRANCISCO SOUTHERN DEPT, ATLANTA ALLEGHENY DEPT. PITTSBURGH CAROLINAS DEPT, DURHAM N C 
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Y STATEMENTS in this 

article are not to be construed 

as representing the view- 
points of the Texas Board of In- 
surance Commissioners but are per- 
sonal observations gleaned through 
my associations with the Texas De- 
partment and with a large general 
agency writing a considerable vol- 
ume of coverage in the Republic of 
Mexico. 

Let me look at the Mexican situa- 
tion in its several aspects. A few 
years ago laws were enacted in 
Mexico that prompted both British 
and American companies to with- 
draw and there are many who are of 
the opinion that American compa- 
nies can, under no circumstances, 
enter Mexico to write insurance. 
This is a false impression. As | 
understand it, the principal require- 
ment of the Mexican law is that the 
surplus realized on ‘business written 
in Mexico must either remain in that 
country or be invested in securities 
approved by the Mexican Insurance 
Department. The so-called Robert- 
son Insurance Law in Texas is 
somewhat similar in that it requires 
investment in Texas securities if the 
insurance company is to escape 
severe tax penalties. 


Regulatory Laws 


It is true that the insurance com- 
panies in Mexico are subject to more 
regulation than the insurance com- 
panies in this country, as all forms 
and records used by a company are 
either prescribed or approved by the 
insurance department. They regu- 
late very rigidly every element of 
expense in the rates, including 10% 
for acquisition costs and a 10% 
profit factor. 

Contrary to popular belief, finan- 
cial or safety responsibility laws in 
some of our own states are more 
stringent than the laws applicable to 
motorists to be encountered in 
Mexico. For instance, a_ tourist 
need not show financial responsi- 
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by PAUL BENBROOK 
Casualty Actuary, 
Texas Insurance Department 


bility in order to operate an automo- 
bile in Mexico but there are certain 
civil and criminal responsibilities. 
The maximum liability imposed by 
civil responsibility under Mexican 
law amounts to . approximately 
$4700 in American currency. As 
to criminal responsibility, no action 
under the law can be taken against 
a party for such responsibility un- 
less he commits the offense with wil- 
ful intent and no action has ever 
been known to have been taken 
where the person involved made 
settlement for any damages. A trav- 
eler holding a Mexican policy is free 
to go after an accident since the 
Mexican courts will look to the com- 
pany for satisfaction whereas Amer- 
ican insurance is not acceptable to 
the legal authorities and in case of 
an accident, an American insured 
will be held until settlement is 
effected. 


It was somewhat surprising to 
learn from the Mexican companies 
and from the Mexican Insurance 
Department that the average death 
claim results in a payment of ap- 
proximately 450 pesos. The claims 
are made only by the peasant class 
which explains the very low cost for 
death claims with the claimant re- 
ceiving approximately 300 pesos and 
the balance of the cost is for neces- 
sary fees for the officials to execute 
releases on which there will be no 
recourse. The monied class in 
Mexico would be socially embar- 
rassed to make a claim for recovery 
as the result of injuries caused by 
some other person. 


Common Misconceptions 


Many company executives as well 
as American tourists are not con- 
versant with the laws of Mexico nor 
do they understand the customs of 
the people south of the Rio Grande. 


I have made a number of trips into 
Mexico and have never experienced 
any difficulty whatsoever and the 
stories about American tourists be- 
ing thrown in, through or under the 
jail at the least provocation are, in 
my opinion, colored and exagger- 
ated. For the most part, they have 
been accepted like the stories about 
Texans. As a Texan, it is amusing 
to me to find that in many parts of 
the country, we are still branded as 
a bunch of cowhands wearing cow- 
boy boots, 10-gallon hats and a brace 
of six-shooters. It is just a case of 
tall tales making good stories. As a 
general practice, tourists receive bet- 
ter treatment than the natives. I 
know of one case where a tourist 
was arrested. He slugged a police- 
man, which would be a one way 
ticket to any jail-house in the United 
States. 


Situation in Texas 


In all other jurisdictions, but 
Texas, the question of extending 
coverage for automobiles operated 
in Mexico or any other Latin Amer- 
ican country depends largely upon 
the underwriting policy and attitude 
of the company. The automobile 
policy contracts generally afford 
coverage in the United States, its 
territories and possessions, New- 
foundland, and Canada. On the 
other hand, there are some compa- 
nies that issue policies affording cov- 
erage anywhere in North America. 
Likewise, some of the companies are 
willing to endorse their policies to 
afford coverage for the operation 
of an automobile in the Republic 
of Mexico. In Texas, coverage can 
be afforded only in accordance with 
the rules and rates prescribed by the 
Texas Board of Insurance Commis- 
sicners so coverage for tourists trav- 
eling in Mexico must be afforded in 
one of three ways: 

1. By attachment of Endorsement 
74 — Mexico Coverage — Limited 

(Continued on the next page) 
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Mexican Coverage—Continued 


Form—which affords coverage 
while the automobile is operated 
within 25 miles of the United States 
border and for a period not to ex- 
ceed ten days at any one time. This 
endorsement is attached without 
charge and is advantageous for in- 
sureds who live near the border, but 
is absolutely unsatisfactory for tour- 
ists. 

2. By the attachment of Endorse- 
ment 73—Mexico Coverage—Broad 
Form, the Texas standard automo- 
bile policy is broadened to afford 


coverage throughout the Republic 
of Mexico. For this coverage there 
is a slight additional charge and is 
a very satisfactory arrangement for 
tourists 7f the company has ade- 
quate adjustment facilities through 
Mexican legal firms or Mexican 
company adjusters. 

3. In 1943 the Texas Legislature 
enacted a law permitting Mexican 
insurance companies to offer tour- 
ists’ policies for American motorists 
through licensed Texas agents by de- 
positing $25,000.00 in American 
currency with the Texas State 
Treasurer. The law makes it legal 
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for Texas agents to solicit and write 
“Special Automobile Policies for 
Tourists” and relieves the agent of 
any liability as provided by Article 
5056 (Texas Insurance Laws) 
which holds an agent liable to the 
limits of the coverage written on a 
policy issued in an unauthorized 
company. 

It should be borne in mind at the 
outset that Mexican companies limit 
automobile coverage to within the 
boundaries of the Republic of 
Mexico, There is no reciprocal ar- 
rangement between Mexican compa- 
nies and American companies inso- 
far as this particular type of policy 
is concerned. 


Special Tourist Policies 


Even though it is possible for 
tourists to obtain a special tourist 
policy promulgated by the Mexican 
Insurance Department, it is not sat- 
isfactory in all respects due to the 
differences in the general viewpoint 
of the American motorist and the 
Mexican motorist and the American 
company official and the Mexican 
company official. It could be ana- 
lyzed this way: American policy- 
holders look to their insurance com- 
panies in the performance of their 
contracts to furnish them with a 
great deal of protection. American 
policies are extremely broad in their 
scope as compared with the Mexican 
policies; and on the contrary, the 
Mexican policies, according to 
American standards, are highly re- 
strictive. They contain many exclu- 
sions and even the insuring agree- 
ments do not go as far as the Ameri- 
can policies. For example : 

1. The Mexican tourist policy 
affords coverage for total theft of 
the automobile insured ; but excludes 
all partial thefts. 

2. Loss, damage or _ liability 
suffered, resulting from infractions 
of the transit rulings or by drunken- 
ness of the person operating the 
automobile invalidates the policy 
contract. 

3. The policy conditions are also 
more stringent in that the assured 
must communicate to the company 
the essential aggravations which the 
risk may have during the course of 
the insurance within 24 hours fol- 
lowing his knowledge of same. If 
the assured should omit such advice 

(Continued on page 86) 
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It stands to reason that the more business an agent brings in, the more 
he and his company will prosper. 

The 9500 producers of F&D receive the utmost cooperation that 
a fidelity and surety company can give...to enable them to increase 
their business, and correspondingly, their profits. 

In choosing the F&D, you will find that this spirit of helpful- 
ness is carried out by paying losses punctually, supplying up-to-date 
ideas and services in a specialized field, and actively promoting con- 


tacts that will assist you in obtaining additional customers. 


The agent helps build the company; the company helps build the agent. 


FIDELITY AND SURETY BONDS—BSURGLARY, 
FORGERY, GLASS AND OTHER INSURANCE 


Fipenity | >OSIT COMPANY 
Baltimore Maryland 


WITH WHICH IS AFFILIATED THE AMERICAN BONDING COMPANY OF BALTIMORE 
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NEW DUPLICATOR MACHINE 


HE Red Feather Copy Chief, a 

streamlined new duplicating machine 
produced by Red Feather Products, Ltd., 
features many basically different ideas. 
Beginning with the revolving suction 
feed, all parts are rotary. These precision 
features, the manufacturer states, elimi- 
nate sudden tensions and produce excep- 
tionally clean-cut, hairline-register copies. 
The inking system is engineered for uni- 
form distribution and the entire drum 


~ is inked simply by pouring the ink in the 


convenient ink well while the machine 
is in operation. A cantilever-constructed 
inking drum permits changing colors in 
a few seconds by changing the whole 
drum. Operation of the Copy Chief is 
extremely simple, incorporating only two 
controls, and all possible operations are 
entirely automatic. 
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To BEST'S INSURANCE NEWS 


75 Fulton St., New York 7, N. Y. 


Please forward complete information 
and prices on the items checked. 


Duplicator Machine 
Mechanical Pencil 
Office Light 
Vari-Typer 

Check Writer 
Copy Ribbon 
Hush-a-Phone 
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HE light-weight plastic mechanical 
pencil manufactured by the Scripto 
Manufacturing Company is the answer to 
reduced pencil expenditures and im- 
proved general office efficiency. Its four- 





POST-WAR OFFICE LIGHT 


HE desk lamp pictured above is the 

post-war version of Standard Business 
Machines Company’s “Tru-Lite” office 
machine light. Available in two dignified 
finishes, the “Tru-Lite” is a single tube 
fluorescent light designed expressly for 
use with office machines. The manufac- 
turers claim the deep-well reflector gives 
40% more light as well as focusing the 
light on the work and away, from the 
worker’s eyes. 





INEXPENSIVE MECHANICAL PENCIL 


inch lead (22,000 words) and rubber 
eraser are easily and quickly replaceable. 
Available in several price ranges with 
or without imprinted firm name or ad. 
vertising message. 


IMPROVED VARI-TYPER 


HE new Vari-Typer, manufactured by 

the Ralph C. Coxhead Corporation, is 
a completely streamlined office compos. 
ing machine incorporating many new and 
improved features. The Vari-Typer uses 
more than 600 instantly changeable styles 
and sizes of type, at selected spacing of 
the characters to the inch, operated from 
a keyboard similar to that of the stand- 
ard typewriter. Optional automatic justi- 
fication produces copy with an even right- 
hand margin. The vertical carbon ribbon 
attachment feeds a new section of carbon 
for each impression, giving clear, sharp 
copy which can be used for photo-offset 
reproduction or direct-to-plate duplica- 
tion. Among the added conveniences are 
a paper table for erasures and stencil 
light, with a switch on the keyboard. 





NEW CHECKWRITER 


LECTRICALLY operated and com- 

pletely automatic, this checkwriter, 
manufactured by The Todd Company, 
features such post-war improvements as 
an improved ribbon control mechanism, &@ 
better prefix word control and operating 
mechanism, a smoother operating key- 
board, improved check-holding levers and 
a rust-resistant finish for all interior 
parts. It carries a performance guarantee 
indemnifying the user against losses which 
may result from alteration of the amount 
lines. 
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NON - SMUDGE 
INKED R/BBONS 






COPY RIBBON 


HE Dupli-Typer, for use on continu- 

ous form work with up to four copies, 
eliminates carbon paper, increases speed 
and reduces costs according to the manu- 
facturer, the Dupli-Fyper Company. It 
consists of a light steel frame carrying 
inked ribbons which rest on the type- 
writer platen without interfering with the 
normal operation of the machine. The 
ribbons are positioned between the forms. 
As each set of forms is completed, it is 
rolled forward and torn off, the ribbons 
remaining in typing position ready for 
use on the next set. The typist does not 
handle the ribbons, no erasure shields 
are necessary and the copies will not 
smudge nor blur. Models are available 
for bookkeeping machines used for cycle 
billing and a special attachment may be 
used on addressograph. machines. 





PHONE PRIVACY 


FTER considerable experimentation 

and testing, a new phone silencer for 
voice privacy has been developed by 
Hush-a-Phone Corporation. By a novel 
acoustical arrangement, the important 
tones of the voice are guided directly 
into the transmitter of the phone, while 
the tones which would otherwise pro- 
duce “blasting” or distortion are con- 
ducted into an absorbing chamber. 
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by GUY FERGASON 


RE we suffering from too 
A much reminiscing and from an 

exaggerated “rear-view” of 
the good old days when employees 
took their job seriously? Maybe all 
we are thinking of are the days when 
office employees did what they were 
told to do, asked no questions, made 
no requests and were generally will- 
ing to accept whatever conditions 
they found and at our price. Believe 
me, we must adjust to a newer pe- 
riod—a period when “human rela- 
tions” is the key to production and 
performance. 

We have gone through two dis- 
tinct periods and are in the third 
one. The first started after World 
War I—the period of “improved 
mechanical equipment” and _ in- 
creased mechanization. This was 
brought about by the pressure of in- 
creased salaries and personnel short- 
ages which followed War I. It was 
as much an economy measure as it 
was the result of technological ad- 
vancement. 

This period was followed imme- 
diately and almost concurrently by 
the period of “system and methods 
improvement.” Things were sys- 
tematized, routinized, analyzed, and 
standardized. That the full benefits 
of these activities were never cap- 
tured was not fully realized until the 
depression period at which time the 
necessity for retrenchment forced 
some unusual economies. The weak- 
ness of both periods was in the ab- 
sence of any broad recognition of the 
human element. 

The third period as we have al- 
ready pointed out is the “human 
relations” period. We are all con- 
scious of the human factor and its 
importance, but our rather sudden 





recognition comes either from fear, 
bewilderment or anger rather than 
from understanding. We fully be- 
lieve in scientific management and 
its practices of fact finding, classi- 
fication, analysis and simplification. 
We fully believe in scientific selec- 
tion by testing, diagnostic interview 
and intelligent placement. We fully 
believe in matching jobs and men— 
matching qualifications against re- 
quirements. We also know that 
these practices increase the burden 
and responsibilities of the super- 
visors in dealing with the problems 
of human relations created by these 
scientific practices. 

All of this fault-finding and 
scolding really leads us to the sub- 
ject of this article—“The Boss 
Blows His Top.” These preliminary 
remarks are ours—the idea for the 
article and much of its material is 
another's. He doesn’t know that he 
sowed the seed which brought about 
these observations. It all came 
about from a luncheon date with 
a friend of ours. He blew his top 
and we were his “whipping boy.” 

This “‘un-named” friend is the 
head of a company which he started 
thirty-two years ago, and which he 
built into a prosperous enterprise. 
We won't go into the details of the 
hard work, sacrifices and sweat 
which went into the business. We 
won't even mention the good for- 
tune which attended the effort. You 
know the''American saga of self- 
made men because it has been en- 
acted thousands of times in the past. 
We will forego the desire to say 
that “free enterprise” and Ameri- 
can capital and the democratic sys- 
tem made it possible. Since 1935, 

(Continued on page 68) 
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Office Efficiency—Continued 


the pressure had been building up 
in our friend. His brain recorded 
but did not believe the “things which 
had come to pass.” 


"I'm Getting Out of Here” 


You know what touched him off ? 
No! of course not. How could you? 
It was a stenographer ; a very young 
and apparently carefree stenog- 
rapher. She was going down on the 
elevator at mid-morning. He was 
on the same elevator. They both 
had gotten on at the same floor. It 
was all right for him to be on that 
elevator at that hour, but she should 
have been at her desk. Motivated by 
kindliness, and interest (60%) and 
mild reproach (40%) he asked her 
where she was going at that hour of 
the morning. Here is her reply as 
reported by our friend the boss—“I 
am going out to cash my pay check 
and then I am going to get the hell 
out of this dump.” It was payday at 
his firm. From here out this is go- 
ing to be a reprinted monologue 
interspaced with our thoughts. 











“Guy, what would you do about 
situations like this?” 

Our thoughts—(investigate every 
situation that comes to our attention 
to find out what causes employees 
to call our business a dump and to 
leave during mid-morning. They 
just do not walk out without some 
provocation. Unfortunately we do 
not find out and make little effort 
to discover the real causes of labor 
turnover ). 

Then he continued—“what has 
come over people? They do not 
respect authority, tradition or prin- 
ciples. They come in late, leave 
early, refuse to work overtime un- 
less they need the money. They 
complain constantly; they want the 
rewards of effort without expending 
effort; they shirk responsibility ; 
they evidence more interest in the 
salary than in the job; they demand 
rest periods at mid-morning and 
mid-afternoon ; they resent criticism ; 
they stay at home on any prov- 
ocation and excuse; they show 
little, if any, interest in their work; 
they complain at any show of dis- 
cipline.” On and on he went, recit- 
ing every charge in the book. He 


did not want an answer and none 
could have been given to him, then. 
We hazard a guess that he was re- 
lieved to “get it off his mind.” Now, 
many weeks later, we are going to 
answer him in an “open letter to 
the boss.” Here it is! 


An Open Letter 


Dear Friend Boss: 

A letter is so much easier to use 
as a vehicle of reprimand than a 
face-to-face encounter. We can 
write things which otherwise would 
be left unsaid. My reply must be 
considered as being from one boss 
to another. It is not our intention 
to justify nor condemn but rather 
to interrogate. Respect for author- 
ity does not come because of that 
authority but rather from the acts 
which those in authority perform— 
in short, their conduct. Tradition 
means little unless it is understood 
and accepted. As for principles, 
they vary according to the view- 
points of the critic. If by principles 
you mean the urges which develop 
dependability, reliability and trust- 
worthiness in a person, please re- 














Write for our 
proposition 
TODAY! 


j.% 
=> wm 
imme HUHUULTBAEIM 

7 

i 





For 22 Years 
EMPLOYERS 
INSURANCE CO. of ALA, 


has paid 


20: 


DIVIDENDS TO 
POLICYHOLDERS ON 


WORKMEN'S COMPENSATION 


INSURANCE 











PARTICIPATING STOCK COMPANY INSURANCE 


























NVsna te = Mn = 1@\@)"4 4-0 dS t1e [Tal Me lalo i Glateligantela.\ 


“oe 


© 


eT 


HOME OFFICE 


“ni. ANNOEREESD © 


@ Workmen's Compensation 
@ Manufacturers’ 
Liability 
@ Automobile Public Liability & Property 

Damage 
@ Automobile Fire, Theft and Collision 
@ Owners’, Landlords’ & Tenants’ Public 
Liability 
@ Elevator Public Liability 
@ Property Damage Liability 
@ Plate Glass 


INSURANCE CO.2o/ ALABAMA E 


BIRMINGHAM, 


“A Strong Legal Reserve Stock Company” 


& Contractors’ Public 

















ALABAMs 












Best’s Fire and Casualty News 





oe 





ana 
wot 
and 
the: 
I 
ges 
hav 
Ha 
sug 
unc 
bec 
ad 
ord 
I 
pl ) 
as 
wh 
of 
Ha 


Fo 











83 MAIDEN LANE 


FIRE - AUTOMOBILE - 
INLAND MARINE ALL RISKS 


COUNTRYWIDE BROKERAGE SERVICE 


NEW YORK 7, N. Y. 


Organized and Owned by the 


gnsurance 


OF NEW YORK 


mpany 














member that they (the urges) are 
affected by environment as well as 
background. All virtues must have 
their tangible reward and are not, 
in a business sense, a reward within 
themselves. Has discipline been 
practiced without a show of anger? 
Has criticism been given in a help- 
ful, constructive way rather than in 
a destructive harangue? Have you 
analyzed the qualities which you 
would have your employees possess, 
and have you explained the value of 
these qualities and their possession ? 

Have you acted promptly on sug- 
gestions which your employees may 
have at one time attempted to make? 
Has your mind really been open to 
suggestions or have you developed, 
unconsciously, a negative attitude 
because you believe a suggestion is 
a disguised criticism of the present 
order ? 

Have you made sure that the em- 
ployees which you have hired think 
as you think, value the same things 
which you value, and are capable 
of responding to fair treatment? 
Have you rewarded those who did 
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show an interest? Is there really a 
chance to “get ahead” in your firm? 
Have you delegated your own re- 
sponsibilities and duties, at least in 
part, to subordinates? Do you de- 
velop your organization into a team 
rather than a one-man show? Do 
you take time to train your super- 
visors in handling human relations ? 


Go More Than Half-way 


No, don’t squirm, my boss friend. 
I have a couple more questions. I 
doubt that you will really answer 
any of them. How long has it been 
since you went to the other fellow’s 
office or desk instead of asking him 
to come to yours? How long has it 
been since you left the protection of 
your desk and visited your organiza- 
tion? How many employees can you 
call by name? How many do you 
really know? 

A few employees have in them 
the ingredients of creating their own 
forces of interest, enthusiasm and 
“steam.” Most of them, however, 
draw on the reservoir of inspiration 


that should be provided by their 
supervisors. Supervision is leader- 
ship and don’t ever forget it. 

One last inquiry. Do you or your 
assistants explain the importance of 
punctuality, attendance, rules and 
regulations? Do you explain the 
importance of each job to each in- 
cumbent? 

Our open letter to you doesn't 
really answer your problem nor will 
it change your attitude. Self-made 
men are often intolerant of human 
frailties. Teach others to emulate 
your example voluntarily rather 
than to try to cast them into your 
mold and then be disappointed in the 
results. 

No, my boss friend, the only per- 
sons who can make any contribution 
to your problems’ solutions are the 
employees. Let them reply to your 
allegations and be guided by their 
reply. The first step in the “‘scien- 
tific method” is to recognize that a 
problem exists. You have recog- 
nized the wrong problem. 

Yours truly, 
Guy Fergason 
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A MESSAGE 
FROM THE NATIONAL FIRE INSURANCE COMPANY 
OF HARTFORD 


i is impossible to express adequately the appre- 


ciation of my associates and myself for the splen- 
did spirit of cooperation and confidence evidenced 
throughout our 75th Anniversary Year, a most 


memorable and significant one. 


The National Fire Insurance Company of Hart- 
ford starts its fourth quarter-century with the as- 
surance of continued sound progress because of the 
demonstrated support of agents of all companies 


of the National Fire Group. 


Yours sincerely, 


President 


: G 
NATIONAL FIRE INSURANCE COMPANY OF HARTFORD FRANKLIN NATIONAL INSURANCE COMPANY OF NEW YORK 
MECHANICS and TRADERS INSURANCE COMPANY TRANSCONTINENTAL INSURANCE COMPANY 


UNITED NATIONAL INDEMNITY COMPANY 
EXECUTIVE AND ADMINISTRATIVE OFFICE, HARTFORD 15, CONN 


WESTERN DEPARTMENT PACIFIC DEPARTMENT 
175 W. JACKSON BLYD., CHICAGO 4, ILL. 234 BUSH STREET, SAN FRANCISCO 20, CAL. 


MEMBER THE ASSOCIATED AVIATION UNDERWRITERS 
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TODAY'S OPPORTUMTTES 


tion has recently gathered from 
reliable sources figures _ that 
show a conservative estimate of the 
increase of cost of all types of con- 
struction throughout the country. 
Using 1939 as a basis the increase 


Ti Factory Insurance Associa- 


is: 

7% 
16% 
19% 
23% 


December 1940 Up 
1941 — 
1942 — 
1943 — 
1944 — 30% 
1945 — 43% 
1946 over 50% 
and still rising 


Small Houses 


The Insurance Department of 
the U. S. Chamber of Commerce 
has released a Bulletin showing in- 
creases in the building costs of small 
houses in 15 cities as determined 
by the Federal Home Loan Bank. 
Figures in effect in December 1945 
show the increase since 1939, in 7 
of these cities to be: 


60% 
55% 
39% 
46% 
55% 
38% 
44% 


Atlanta 
Baltimore 
Milwaukee 
Oklahoma City 
Portland 
Hartford 
Washington 


These 7 cities, across the nation, 
reflect an average increase on small 
houses of 48+-%. 

Now—as to industrial construc- 
tion, the W. J. Barney Corporation 
of New York, a large and respon- 
sible contracting firm in that field, 
reported in February 1946 that 
costs of industrial constructions are 
running approximately 70% above 
corresponding 1939 figures, depend- 
ing on the location. 
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by Z. M. LANG 


Oklahoma State Agent, 
Great American Insurance Company 


Mechanical equipment is up ap- 
proximately 40 to 45% since 1939 
which does not include increased in- 
stallation costs of various kinds of 
machines, 

Notwithstanding a slower recon- 
version period than some of us had 
anticipated, American industry has 
started to give us peace-time prod- 
ucts. A talk with your local mer- 
chant, implement and appliance 
dealers will convince you that in- 
ventories are increasing. New de- 
partments and branches are being 
established, and these also require 
your attention. 


Three-fourths Value Clause 


The elimination of the three- 
fourths value clause on all classes 
except cotton gins, hay and farm 
property should certainly open a 
new field and removes an obstacle 
to the writing of full insurance to 
value, and the differential in ex- 
tended coverage mercantile rates is a 
further inducement. 


At the present time, the loss ratio 
in the fire insurance business is very 
high and the most effective way 
of reducing loss ratios is to cut par- 
tial loss costs by seeing that full 
insurance to value is carried. 


Our Great Opportunity 


“Would you be willing to sell 
your property for the amount of in- 
surance you are carrying on it?” 
Have you asked all your assureds 
this question? Unless you have done 
sO, you are passing up the greatest 
opportunity that we who’are now 
living have ever experienced. 
Under-insurance is an evil of our 
business and we owe it to the in- 
suring public to carefully bring to 
them the facts of these increased 
values. The National Board of Fire 
Underwriters now has under way 
a nationwide campaign to inform 
property owners about their present 
insurable values and the necessity 
of bringing their coverage up to 
present values. But this campaign 
is not enough—for insurance is a 
personal, individual matter and you 
agents are the key-men that must 
take the message to each office, home 
and business. Many of you are 
doing this. Within the last 30 days 
I asked an agent—‘‘Are you so- 
liciting increases on your dwelling 
renewals?” He reached and picked 
up 16 current dailies that he had 
just renewed and the penciled fig- 
ures on these 16 dailies revealed 
that he had sold $11,500 additional 
insurance. Yes—this agent is alert 

(Continued on the next page) 
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Opportunities—Continued 


and is taking advantage of the op- 
portunity, but we fieldmen who 
are handling the claim papers are 
still constantly reminded of the 
sometimes pitiful cases of under- 
insurance. Aside from the increased 
compensation to be gained, it is an 
obligation—to the property owner 
—to the nation as a whole—and to 
yourself. If not brought to assured’s 
attention, you are remiss in your 
obligation. 


Business Interruption 


In my opinion, the most important 
supplemental coverage written to- 
day is business interruption insur- 
ance of which the large retail store 
or manufacturer is fairly conscious, 
and are buying this coverage. But 
in looking over our business inter- 
ruption lines, we find it is not being 
sold to the man or company who 
has the greatest need for it. The 
larger concerns usually create 
greater surplus funds to better 
stand a loss than the small merchant, 
theatre owner or other one man 
business establishment. This small 
man is apparently being overlooked 
as indicated by the fact that practi- 
cally all lines being written are 
large ones, and I venture this state- 
ment—if you will call on ten mer- 
chants in any town of 5,000 people, 
five of these men will truthfully tell 
you it has never been explained to 
them. Just try it—I have. 

In these days of increased values, 
the figures that I have given you are 
indeed small increases as compared 
to the increase in gross income of 
the average mercantile establishment 
—vet many of these small concerns 


BEST’S WEEKLY BULLETINS 


have created no funds to carry them 
through the period following a loss. 
With Government regulations, pri- 
orities, scarcity of materials, labor 
troubles and general headaches en- 
countered in rebuilding—business 
interruption insurance is indeed the 
answer and is offered at bargain 
prices today. 


Rental Value 


Another important supplemental 
coverage today is rental value. Did 
you ever ask a man owning rental 
property why he owned it? The 
answer is invariably—‘I want the 
income.” That man sees the need, 
if you will only point the way for 
him to properly protect that income. 
And again with all the difficulties 
now confronting the building indus- 
try, it is most essential that this 
protection be carefully explained, 
not only in connection with income 
property, but also to property occu- 
pied by the owner. Point out that 
premiums on rent insurance on in- 
come or business property can be 
deducted from income taxes. Try 
selling rent and rental value protec- 
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tion along with each building policy 
and you will certainly have gratify. 
ing results. f 

In these days of increased rental 
values—leasehold interest — insyr. 
ance should be solicited. You agents 
who are in the real estaie busines 
or have real estate departments are 
no doubt familiar with the condj- 
tions of many of the tenant’s leases 
and those of you who are not, should 
survey at least the mercantile see- 
tion of your town, You will finda 
need for this coverage which pro 
tects the profit derived through sub- 
leasing, or that difference repre 
sented by the actual rental value of 
the property over the rental paid 
under the lease. 


Selling Price Clause 


The market value and_ selling 
price clauses have not been in gen- 
eral use in the past. Conditions are 
a little different now. A _ recent 
check at several large furniture 
stores revealed approximately $5, 
000 worth of merchandise was sold 
but not delivered. This was brought 
about by the housing shortage. In 
several of these cases the merchant 
had lowered his inventory by the 
amount of these sales notwithstand- 
ing he was still liable, whereas if the 
selling price clause had been attached 
to his policy, he should have m# 
creased his inventory. Manufactur- 
ing risks, especially printing estab 
lishments, have a real need for this 
clause. In a recent contact with a 
printing firm I found approximatel¥ 
$20,000 value represented by the 
difference between cost and the sell- 
ing price on finished stock. 


From an address before the Oklahoma Asse 
ciation of Insurance Agents 

















Give you a weekly confidential report and 
review of all happenings of importance in 
the insurance world. Instructive, concise, 
accurate, unbiased and authoritative. 


On your desk each Monday morning. Cost 
—$5.00 a year for Life Bulletin, Fire, Ma- 
rine and General Bulletins or Casualty, 
Surety and General Bulletins. 


Write for sample copies today. 
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REINSURANCE 
LESSENS THE. SHOCK 


Grain elevator operation, at bumper 
crop capacity, presents hazards that 
require not only expert underwriting 
but extensive facilities, A’ disaster 
today is almost certain to involve a 
substantial lose. 

Have our competent underwriting 
facilities join. with you in devising 
adequate: protection. 














MONTHLY FIRE LOSSES 


HE high level of fire losses in the postwar period 

continues unabated, the total for the month of Sep- 
tember being $40,256,000, a jump of 24% over losses 
of $32,447,000 for the same month of 1945. The rise 
last month was the twenty-ninth consecutive monthly 
increase and it was the tenth consecutive month in which 
losses exceeded the $40,000,000 level. 

September’s waste by fire brought the total for the 
first nine months of 1946 to $418,579,000, a figure which 
exceeds the losses of any entire year in the 12 year 
period from 1932 to 1943 inclusive. Averaging $46,- 
500,000 per month the losses so far this year are 25% 
greater than for the same period of 1945. For the 
twelve months ended September 30, 1946 fire losses 
aggregated $539,920,000 as compared with $448,702,- 
000 and $417,848,000 for the respective years ended 
September 30, 1945 and September 30, 1944. 


A comparative table of fire losses follows: 





1943 1944 1945 
October .... $29,661,000 $32,173,000 $34,470,000 
November .. 31,647,000 33,847,000 37,393,000 
December 47,716,000 48,694,000 49,478,000 

1944 1945 1946 
January .... 38,572,000 44,865,000 49,808,000 
February ... 38,280,000 += 41,457,000 = 51,759,000 
March ..... 39,084,000 40,876,000 53,252,000 
ee 34,746,000 37,950,000 52,153,000 
eee 32,815,000 34,153,000 46,094,000 
DE ht cine 30,555,000 34,090,000 44,240,000 
rrr 32,706,000 34,054,000 40,998,000 
August 30,618,000 34,096,000 40,019,000 
September... 31,448,000 32,447,000 40,256,000 
ee $417,848,000 $448,702,000 $539,920,000 





AUTO BODY ELECTS NEW OFFICERS 


T ITS first Fall meeting, held on October 9th, the 

Board of Directors of the National Automobile Un- 
derwriters Association elected Mr. John F. Gilliams, 
President of the Camden Fire Insurance Association, 
Chairman for the coming year. Mr. Ellis H. Carson, 
Assistant United States Manager of the Royal-Liver- 
pool Group, was chosen as Vice Chairman. 

In addition to the election of these officers, the follow- 
ing Advisory Committee for the coming year was 
named: Messrs. Philip C. Abney, Loyalty Group (New- 
ark); R. I. Catlin, Automobile Insurance Company 
(Hartford) ; John H. Dillard, Fireman’s Fund Insur- 


ance Company (Atlanta); F. W. Doremus, American 
Insurance Company (Newark); Tudor Jones, Aetna 
Insurance Company (Hartford); Milton Kennedy, 
Hartford Fire Insurance Company (San Francisco) ; 
and C. W. Ohlsen, Sun Insurance Office (Chicago). 
Both Mr. Gilliams and Mr. Carson are well informed 
on automobile insurance underwriting and problems 
incident thereto and the above selections will meet with 
general favor. The Advisory Committee is selected with 
a view to proper geographic representation throughout 
the country and has been carefully chosen from among 
leading underwriters in the respective territories. 





AVIATION UNDERWRITING EXPERIENCE 


_ pow Board of Aviation Underwriters, acting as a 
statistical agency of the New York Insurance De- 
partment, has completed its annual compilation of avia- 
tion underwriting on a policy-year basis covering the 
experience of both stock and mutual carriers. 

Because of the policy-year method of presentation, 
the loss figures for 1945 are not comparable with those 
for preceding years. The results shown last year in- 
clude only losses incurred up to December 31, 1945 with 


no consideration for 1946 losses on 1945 policy-year 
business. It is estimated that inclusion of such losses 
will raise the over-all loss ratio to in the neighborhood 
of 70%, a figure approximately 25% higher than the 
loss ratio on 1944 policy-year business and nearly double 
that recorded on 1943 policy-year business. 

A summary of the experience of the various classes 
of aviation lines for the policy-years 1941 to 1945, in- 
clusive, follows: 





Hull Public Liab. Passenger Liab. Property Dam. Personal Acc. Totals 
Policy *Net Loss *Net Loss *Net Loss *Net Loss *Net Loss *Net Loss 
Year Prems. Ratio Prems. Ratio Prems. Ratio Prems. Ratio Prems. Ratio Prems. Ratio 
BE cians npnaces 6,700 44.35 686 13.14 1,765 39.83 525 19.90 1,177 32.53 10,853 39.18 
BE. ig c-Seneiae'axvesars 5,581 51.27 897 29.33 1,509 27.89 690 32.44 2,018 36.28 10,696 42.09 
Ee ee 4,164 43.99 1,055 12.65 1,553 54.81 814 10.55 1,449 38.46 9,035 38.29 
RES RA 4,239 59.26 701 21.16 2,432 77.23 485 41.11 1,309 33.55 9,167 56.48 
RE Sa a 4,606 52.05 593 21.96 1,786 59.04 389 23.85 962 34.06 8,336 48.01 
ee 25,291 49.72 3,933 19.46 9,045 54.26 2,903 24.34 6,915 35.27 48,087 44.49 


* Last 000 omitted. 
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... and neither is yesterday’s coverage, in the 
light of today’s modern insurance technique. 
“Full coverage” means more than ever before 
. . . alertness in adjusting policies to meet in- 
creased values . .. fuller protection against 
liability . . . strong, non-assessable capital stock 
insurance that reflects the latest advances in 
planning. It means the type of protection 
GENERAL offers. 


Half an Umbrella isn’t 
ENOUGH 








General of America, one of the nation’s largest 
capital stock companies, is eager to assist agents 
in meeting the challenge—the opportunity—of 
ever-changing economic trends, by keeping real 
estate values and insurance in balance . . . by 
providing all-risk type policies that meet nearly 
every requirement for complete protection. 
Are you taking full advantage of GENERAL’S 


modern, streamlined program? 








Look to GENERAL, the leader, pioneers in writing “Preferred Risk” 
fire insurance coverage...the “blanket” type policies...new and 
better features in nearly all types of commercial insurance. 








GENERAL INSURANCE COMPANY OF AMERICA 
GENERAL CASUALTY COMPANY OF AMERICA 
FIRST NATIONAL INSURANCE CO. OF AMERICA 


HM. K. DENT, President... Heme Office: SEATTLE 
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Analysis—From page 22 


the filing and supporting informa- 
tion shall be open to public inspec- 
tion. One of the greatest and, in 
many instances, one of the most 
valid complaints against the insur- 
ance business is the injection of un- 
necessary mystery into rate making. 
The public is entitled to know how 
a carrier arrived at a rate which the 
public is called upon to pay. There 
are, of course, cases in which the 
element of judgment in the formula- 
tion of a rate plays an important role 
and where statistical information 
standing alone would not justify the 
rate, but I can think of no reason 
which prevents a carrier from stat- 
ing that fact in the memorandum 
supporting the filing. We surely 
should be approaching the day when 
a serious effort is made to minimize 
those instances where only God 
knows how the rate was determined. 


Thirty Day Waiting Period 


The bills contain a provision for 
a waiting period, which in the ag- 
gregate may be thirty days, before 
the rate takes effect. This gives the 
commissioner time within which to 


examine the rate and the supporting 
information. The bills impose a 
mandate upon the commissioner to 
review the filing as soon as reason- 
ably possible to determine whether 
it meets the requirements of the act. 
When a company proposes to 
quote a rate which hundreds or 
thousands of citizens of a state will 
be called upon to pay, why should 
not the filing be a matter of public 
record and why should not a public 
officer—the insurance commissioner 
—have the opportunity and the-duty 
to examine the rate before it takes 
effect? From a _ merchandising 
standpoint alone this requirement 
should furnish valuable assistance to 
a producer. The carrier is protected 
against inaction upon the part of the 
commissioner by a provision that at 
the expiration of the waiting period 
the rate shall take effect if it has not 
been disapproved by the commis- 
sioner during the waiting period. 
The bills provide that an insurer 
may make its filings through a rat- 
ing bureau and require every rating 
bureau to permit every insurer not 
a member to be a subscriber to its 
rating services. The rating bureau is 
empowered to make rules and regu- 
lations on the subject but these rules 
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REINSURANCE 
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must be approved by the commis. 
sioner as reasonable. The rating 
bureau is required to furnish its sery. 
ices without discrimination to mem. 
bers and subscribers. Its constity- 
tion, by-laws, rules and regulations, 
a list of its members and a statement 
of its qualifications must be on file 
with the commissioner as well as the 
name and address of a resident of 
the state upon which process may be 
served. 


Supervision of Rating Bureau 


It is specifically provided that its 
constitution, by-laws, rules and regu- 
lations governing the conduct of its 
business and the admission of sub- 
scribers shall conform to the re- 
quirements of law—a guarantee that 
forbidden practices such as the sepa- 
ration rule and the non-intercourse 
rule may not be invoked against 
either members or subscribers. The 
rating bureau is required to act 
promptly upon the application of 
any insurer for admission as a sub- 
scriber. An appeal to the commis- 
sioner is provided in case admission 
as a subscriber is wrongfully denied 
and the commissioner is affirma- 
tively authorized in proper cases to 
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veloped, namely, the provision for 
minority appeal. These bills contain 
such a provision and where any rat- 
ing organization has rejected any 
proposed change in or addition to 
the filings of such rating organiza- 
tion, any company thereby aggrieved 
is entitled to appeal to the commis- 
sioner for relief. The commissioner 
has power, where the rating bureau 
has rejected a proposed addition to 
its filings, to issue an order directing 
the rating organization to make an 
addition to its filings in behalf of its 
members and subscribers. The same 
privilege is given to the commis- 
sioner where the appeal hinges upon 
different expense provisions. 


Minority Appeal 


One of the main arguments of- 
fered against this type of bill is 
that the requirement for the filing 
of rates and supporting information 
will, because of burdensome detail, 
require independent companies to 
join a rating bureau. The answer to 
this contention is obvious. There is 
no provision in these bills prohibit- 
ing any group of companies from 
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not be engaged in fixing prices and 
consequently would require no pro- 
tection against the Sherman Act. 


Those independents which as a 
matter of convenience or business 
necessity join a rating bureau for 
some particular line of business will 
find that the new bills contain a 
broad deviation clause allowing 
them to depart from the rates fol- 
lowed by other members or subscrib- 
ers of the rating organization. The 
deviation must be a uniform per- 
centage decrease or increase appli- 
cable to a group of manual classifica- 
tions which may be treated as a 
separate unit for rate-making pur- 
poses or for which separate expense 
provisions are included in the filings 
of the rating organization.’ This al- 
lows considerable latitude and is 
subject to the general limitation that 
the company cannot use rates other 
than those prescribed by the rating 
bureau unless it can demonstrate 
that the revised rates—either up- 
ward or downward—are proper for 

1In the interest of brevity I am referring 
only to the casualty bill. The deviation section 
contained in the fire bill differs somewhat be- 


cause of the nature of the business; it is 
nevertheless a broad deviation section. 


There is also a provision new to 
rating bills which should be of great 
assistance to independents which 
empowers the commissioner to pro- 
mulgate plans for the reporting of 
all loss and countrywide expense 
experience and in special cases of 
statewide expense experience for all 
insurers under his jurisdiction. That 
section further provides that the 
commissioner may designate a sta- 
tistical agency to gather the experi- 
ence and make compilations thereof 
and, what is more important, that 
such compilations shall be made 
available, subject to reasonable rules 
promulgated by the commissioner, to 
insurers and rating organizations. 
No longer may it be said that inde-. 
pendents have appropriated to their 
own use the experience statistics of 
bureau companies or even of com- 
peting insurers. The rationale of 
this law is that all such information 
collected by direction of the commis- 
sioner shall become public property 
which any company may use with 
propriety. Thus, one of the factors 
which, it is alleged, has tended to 

(Continued on the next page) 
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Analysis—Continued 


drive independents into rating bu- 
reaus has been removed. 

Of particular interest to independ- 
ents is Section 10 of the proposed 
bills authorizing the formation of 
advisory organizations and provid- 
ing for their regulation. This sec- 
tion authorizes the formation of or- 
ganizations, other than rating organ- 
izations, for the purpose of collecting 
and furnishing loss or expense sta- 
tistics, or for the submission of rec- 
ommendations, but which do not ac- 
tually make filings. 

When we consider that the All- 
Industry bills permit variations in 
prices through the medium of (a) 
direct filings by independents, (b) 
bureau filings, (c) deviations from 
bureau filings and (d) dividends by 
both bureau and independent com- 
panies, stock as well as mutual, a 
strong case has been made that the 
bills provide price competition on 
the sound financial basis contem- 
plated by Congress. 


Alternative Plans 


I turn now to a consideration of 
some of the alternative plans which 
in the interests of brevity I shall re- 
fer to as the California plan (As- 
sembly Bill 1092 introduced in the 
1945 session of the California Legis- 
lature), the Rhode Island plan (H. 
B. 932 in the 1946 Rhode Island 
Legislature), the brokers’ plan 
(submitted by the National Associa- 
tion of Insurance Brokers and the 
National Association of Casualty and 
Surety Agents under date of Au- 
gust 9, 1946), and the Stone plan 
(advocated in general language in a 
closed circuit broadcast by Mr. Ed- 
ward C. Stone of Boston on June 21, 
1946 and printed in BEst’s INsur- 
ANCE News for August entitled, 
“What Kind of Rate Regulation ?’’). 

In brief, the California plan pro- 
vides for the regulation only of rates 
made in concert. Such rates must be 
filed with the commissioner and are 
subject to his express, prior ap- 
proval. This plan makes no provi- 
sion for licensing, supervising or ex- 
amining rating organizations nor 
does it contain any provision out- 
lining the obligation of rating or- 
ganizations to members, subscribers 


or the public. It likewise contains no 
provision for deviations, although it 
does permit any insurer at any time 
upon notice to the commissioner to 
withdraw a filing previously made, 
More will will be said later about 
this plan. 


Rhode Island Plan 


The Rhode Island plan requires 
the filing of rates and also of policy 
and endorsement forms. It provides 
that classification rates may be modi- 
fied to produce rates for individual 
risks which are lower than those filed 
and which evaluate variations in 
physical or moral hazards, individ- 
ual risk experience or expense pro- 
visions. It also provides that an in- 
surer may be permitted to use a rate 
used by another insurer as long as 
the use of such rate does not jeop- 
ardize its financial stability. It pro- 
vides a ceiling beyond which carriers 
may not go (except as provided in 
Section 4(h)) but allows them to 
charge lower rates where it is neces- 
sary to meet competition and irre- 
spective as to whether or not the 
lower rates are justified by their 
own loss or expense experience. 

The reference in the bill to “jeop- 
ardizing the financial stability of the 
insurer” suggests that the drafters 
of the bill contemplated that under 
certain competitive conditions poli- 
cies would be sold below cost or as 
“loss leaders.” No doubt it will be 
argued that a company which 
charges one class of policyholders 
the full rate because those risks are 
not in competition and gives another 
class of policyholders a cut price be- 
cause those risks are in competition 
is not doing equity between the two 
classes of policyholders. Further- 
more, it will be argued that such 
a practice constitutes an unfair dis- 
crimination as to the two classes. 

Critics of this bill say that its 
drafters sought by this means to 
legalize unfair discrimination and 
the sale of insurance at unreasonable 
and inadequate rates, thereby nul- 
lifying in those respects the earlier 
provisions of the statute which re- 
quire that rates shall be reasonable, 
adequate and not unfairly discrimi- 
natory. If the critics are right, there 
is serious danger that the Rhode 
Island bill may be construed as an 
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attempt to permit the very kind of 
competition which led to the Con- 
gressional demand for the enactment 
of the Federal Trade Commission 
Act and the Robinson-Patman Act. 


Brokers’ Plan 


The brokers’ plan is based in gen- 
eral upon the model rate regulatory 
bills but eliminates the provisions 
(1) requiring that the filing shall be 
accompanied by the information 
upon which the insurer supports the 
filing, (2) requiring the commis- 
sioner to review filings as soon as 
reasonablly possible after they have 
been made and (3) establishing a 
waiting period. The brokers’ plan 
leaves intact Section 13 of the model 
bills, which requires that the expe- 
rience of all insurers shall be made 
available at least annually to the com- 
missioner. This provision is neces- 
sary because otherwise the commis- 
sioner would have no information 
upon which to review filings under 
the subsequent disapproval power 
which their plan still permits him 
to exercise. Bear in mind that under 
ordinary circumstances a company 
or a combination of companies es- 
tablishing a new rate will have ac- 
cess to the latest figures, which may 
not be the same figures available to 
the commissioner on an annual basis. 


That this plan provides less regu- 
lation than that called for by the 
All-Industry bills is obvious. Un- 
like the California plan, which im- 
poses more rigid requirements upon 
the price-fixing combinations, the 
brokers’ plan makes no distinction 
between rates made in concert and 
those made individually. Its pro- 
ponents assert that the plan provides 
all the regulation necessary to meet 
the spirit and letter of U. S. Public 
Law 15. If their views in this respect 
are sound, it would seem to follow 
that such a program could be rec- 
ommended for enactment in any 
state. Speaking now only as to the 
New York law, the practices of our 
department in administering it, and 
the existence of the monopolistic 
rate structures to which I have pre- 
viously referred, I question whether 
the regulation contemplated by this 
plan would be an adequate substi- 
tute. 

(Continued on the next page) © 
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Analysis—Continued 
Illustration 


One illustration will demonstrate 
the cause of my misgivings. There 
are 1,587,000 insured private pas- 
senger cars in New York State.* 
This business is divided among 
ninety-four companies. Over 96% 
of the business is written by agree- 
ment at the same initial rate. If we 
apply the principle of the brokers’ 
bill to this set of facts, it could lead 
to an extraordinary result; such a 
price-fixing combination could ar- 
rive at a price, withhold from the 
superintendent the data upon which 
the price was based and impose the 
price upon over a million and a half 
automobile owners of this state. 
This could happen without interven- 
tion by the superintendent, for the 
provision of the A. I. C. Bills re- 
quiring him to examine the filing 


* Based on New York State Bureau of Motor 
Vehicles’ estimate that 80% of the 1,983,693 
private passenger cars in New York State are 
msured. 


promptly is removed. Where would 
the cause of state regulation stand 
if, for example, after the new rates 
had been in effect for a year, the 
superintendent examined them and 


found that a million and half people 
had been overcharged, and no ma- 
chinery was provided to make a 
proper refund? We must not forget 
that the Missouri rate case, which 
led to the S. E. U. A. indictment, 
involved the improper treatment of 
a refund. Such conditions could 
never occur in New York because 
companies which write automobile 
insurance and which operate under 
a subsequent disapproval law submit 
their automobile filings in advance 
supported by the information upon 
which the rate is based. 


Stone Plan 


The Stone plan contemplates that 
companies could join together in bu- 
reaus or associations for the purpose 
of gathering loss statistics and’ to 
promulgate pure premiums and that 
the final rate would be based upon 
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pure premiums with an addition by 
the individual company for expense 


and profit. This plan* appears to 


contemplate competition on every 
portion of the expense dollar includ- 
ing commissions. The All-Industry 
bills provide for that machinery if 
companies want to employ it and 
are willing to have their rates sub- 
ject to the statutory standards. To 
compel the use of such a method 
would preclude the flexibility and 
freedom of choice. 


In another respect the plan is 
somewhat similar to that of the 
brokers in that it eliminates the re- 
quirement for both prior and subse- 
quent disapproval and gives the 
commissioner the power, upon his 
own initiative or upon complaint, to 
conduct an investigation to deter- 
mine whether the rates filed meet 
the statutory standards. If he finds 
that they do not, he may issue a 
cease and desist order as to the 
future use of such rates. The de- 
fect inherent in this plan is demon- 
strated in the illustration which I 
have just mentioned involving auto- 
mobile insurance in New York. 


The Stone plan also contains a 
provision somewhat similar to that 
suggested in Rhode Island, namely, 
that any solvent carrier shall have 
the right to use the rate approved 
for any other carrier, and if the 
latter be a participating carrier, the 
solvent carrier shall have the right 
to use the net rate of the other car- 
rier, i.e., the rate initially charged 
minus any dividend paid. I shall 
make no comments upon this par- 
ticular suggestion because the sub- 
ject has been covered in discussing 
the Rhode Island plan. 


General Observation 


Despite the wide variations in the 
provisions of these bills, certain ob- 


*This suggestion was originally advanced by 
Attorney General Francis Biddle in his brief in 
the S. E. U. A. case and subsequently mentioned 
by Assistant Attorney General Wendell Berge, 
Chief of the Anti-Trust Division of the Depart- 
ment of Justice, in a speech before the New 
England Association of Insurance Agents at 
Poland Springs, Maine, on June 28, 1946. 


5 Supporters of this method point out that an 
alert commissioner with a good staff could ex- 
amine the filings as soon as they were submitted 
and thereby convert this into the ordinary type 
of subsequent disapproval bill. They also argue 
that in its practical operation, rating bureaus 
and companies, rather than take a chance on 
having to recall rating manuals after distribu- 
tion, would submit the rate structure to the 
commissioner in advance, thereby converting this 
plan into a prior approval law. 
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servations can sately be made. lf 
we did not have companies making 
prices 11 concert, a great deal could 
pe said in favor ot tne idea of waiv- 
ing the requirements for either prior 
or subsequent disapproval and per- 
mitting the COmmussioner to scruti- 
nize a rate upon his own motion or 
upon complaint and, if he found 
that it did not meet the statutory 
requirements, to issue a cease and 
desist order. \vhere there is nor- 
mal, healthy rate competition, the 
occasions for supervisory interven- 
tion, at least as to excessive rates, 
are minimized and, conversely, there 
may be a greater necessity for more 
active supervision to prevent unfair 
discriminations. 


Supervisory Intervention 


Note that I said that the occasions 
for supervisory intervention are 
minimized, not eliminated. One 
need only examine the accident and 
health field, in which there is unlim- 
ited competition, to ascertain that 
competition alone is not sufficient 
to protect the public interest. There 
are a number of companies in that 
field which provide inadequate cov- 
erage at excessive rates. If unre- 
stricted competition were the an- 
swer, these companies should long 
since have gone out of business in- 
stead of prospering as they now 
are. 1 am not speaking about the 
rank and file who, as a whole, do a 
creditable job. 

Within the last three years the 
New York Department was called 
upon to stop a price war in another 
line in which independents as well 
as bureau companies were being ad- 
versely affected. Every commis- 
sioner should be provided with the 
necessary weapons to prevent inade- 
quate rates, which may culminate in 
rate wars, as well as to prevent the 
exaction of excessive or unfairly 
discriminatory prices from the pub- 
lic. These weapons are contained 
in the All-Industry bills which are 
designed to apply just as readily to 
states where there is intense com- 
petition among insurers on a price 
basis as to states where monopolis- 
tic rate structures predominate. It 
is the absence of these safeguards 
which has led many thinking people 
to challenge the fundamental sound- 
ness of the California plan. 
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Regulation of Independents 


We should keep in mind that there 
is nothing new or novel about regu- 
lation of the rates of independent 
insurers as well as of those acting 
in concert. Long before the decision 
in the S. E. U. A. case and the en- 
actment of Public Law 15, many 
states found it to be in the public 
interest to exercise supervision over 
the rates of independents for the 
very reasons to which I have just 


referred. Obviously, such laws were 
not enacted to protect price-fixing 
combinations. 

There are, however, several states 
which have no laws prohibiting dis- 
criminatory insurance rates, and in 
which wide-open competition is the 
rule. Some people in the business 
would like to continue this arrange- 
ment. They say that our present 
problems were created by the activi- 
ties of price-fixing combinations, 

(Continued on the next page) 
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Analysis—Continued 


and that if such groups require rate 
regulatory bills to protect their oper- 
ations from the application of the 
Sherman Act, the bills should apply 
only to such groups. They see no 


reason for subjecting their rate- 
making operations to statutory 
standards. 


Serious Flaw in Reasoning 


This attitude assumes that such 
insurers will be able, regardless of 
the S. E. U. A. decision and UV. S. 
Public Law 15, to pursue their un- 
trammelled way if only they can pre- 
vent the passage of state laws regu- 
lating their rating practices. There 
is a serious flaw in this reasoning 
which is made apparent by the lan- 
guage of Public Law 15. That 
statute makes not only the Sherman 
Act applicable to the insurance busi- 
ness after January 1, 1948, but also 
the Federal Trade Commission, 
Robinson-Patman and Clayton Acts, 
to the extent that such business is 
not regulated by state law. 

While the Sherman Act affects 
price-fixing combinations, the other 
three statutes affect independents as 
well as combinations, and express 
the Congressional intent to outlaw 
unfair competition and unfair dis- 
crimination in all forms of business 
enterprise as contrary to the public 
interest. While the Sherman Act 
was originally conceived to insure 
free and open competition, time 
proved that more than this principle 
was needed in order to prevent 
abuses in business. Hence it was 
found necessary for the protection 
of the public to enact the Federal 
Trade Commission, Robinson-Pat- 


man and Clayton Acts, which place 
limitations on the extent to which 
“free and open competition” may 
be carried. If no state regulation is 
provided in the fields of these three 
acts, there is only one conceivable 
method by which the advocates of 
unrestricted competition can main- 
tain their present freedom after the 
moratorium expires, and that is by 
a complete exemption from the Fed- 
eral Trade Commission, Robinson- 
Patman and Clayton Acts. 


No Exemption Likely 


No optimism is possible as to the 
likelihood of obtaining such an ex- 
emption. It will take a nimble advo- 
cate to persuade Congress that in a 
line of business affected with a pub- 
lic interest it should legalize prac- 
tices which it has outlawed in busi- 
ness generally. With the fate of the 
attempt in 1944 to exempt insurance 
from the anti-trust laws before us, 
the futility of presenting such a plea 
to Congress under existing condi- 
tions is apparent, particularly when 
we remember that it was a confer- 
ence committee of the 79th Congress 
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which, on its own initiative, added 
the Federal Trade Commission ang 
Robinson-Patman Acts to Public 
Law 15. 

Rates which meet the standards 
of the All-Industry bills, and which 
have been approved by the commis. 
sioners, should meet the standards 
of the Federal Trade Commissioy 
and Robinson-Patman Acts. The 
greatest criticism of these federal 
acts lies in the fact that they are 
essentially ex post facto in their ap- 
plication, that is, the business man 
who operates under them never 
knows whether he has broken the 
law until after the damage is done. 
The All-Industry bills suffer from 
no such infirmity. They provide the 
advance assurance so highly desired 
by every business man. 

While better bills may in time be 
developed, we felt that the states 
could with advantage to their citi- 
zens and to the business pass the 
bills in substantially their present 
form. If at this late date we yield 
all the ground that was gained by 
consultation and compromise _be- 
tween practically every responsible 
group in the industry by rejecting 
these bills and starting off anew 
in a vain search for perfection—it 
would be regrettable if it were a 
search for imperfection, we shall 
never meet the deadline fixed by 
Congress. Instead, we shall demon- 
strate that our business—the great- 
est in the nation—was unable to 
unify its actions pursuant to a Con- 
gressional invitation. The choice is 
a relatively simple one, and _ those 
who seek to abandon what has been 
accomplished should give careful 
consideration to the consequences if 
their plans should succeed. 


From an address before the National Associa- 
tion of Independent Insurers. 
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Agents Are Funny—From page 26 


advantage of it by letting them do 
most of his work for him. First 
he lets them write his policies al- 
though he gets paid top commissions 
and is supposed to do it himself. 
Second, he falls for the baloney that 
he doesn’t need to know any of the 
specialty lines, the branch office has 
an expert for each of them and just 
calls on him to sell the policy. 

Thus it requires the services of 
two men to do one man’s work, in- 
creases inevitably the cost of insur- 
ance to the public and demeans the 
agent in the eyes of his client, not to 
mention giving the company a direct 
contact with the client it should 
never be permitted to have. Those 
agents should be smart enough to 
realize that some of these companies 
offering such services will be quite 
willing and ready to go on a direct 
writing basis whenever they think 
they can get away with it. When 
that happens, who will the client 
have the most respect for, the agent 
or the special agent ? 


Service Offices 


Nor does this matter end there. 
It is not just the production branch 


‘offices that create this evil. The so- 


called service offices are just as 
dangerous. They say the agents “de- 
mand” these services. That is just 
so much bunk, it is a matter of com- 
petition between companies. One of 
them starts it and the others try to 
go them one better. The agents ac- 
cept what they think is the best of- 
fer and in so doing cut the throat of 
the agency system. Then the agent 
who admits he doesn’t know any- 
thing about boiler insurance or about 
the bonding business is the first to 
demand that high standards of qual- 
ification be set up for new agents 
and that they be required to take 
examinations on all lines to prove 
their competence to service the 
public. When, if the truth is known, 
many of our own members could not 
pass such examinations. 

That brings me to inconsistency 
number three which is that many 
of our own members, having general 
agency contracts, have freely ap- 
pointed the very type of parasite 
that we complain about the compa- 
nies appointing. How, in the name 
of common sense, can we success- 
fully advocate greatly improved 


standards of appointment by the 
companies when so many cases of 
like action can be pointed out by 
them on the part of our own people? 
The weak excuse is heard that “we 
had to do it in self-defense, the 
companies do it, we have to do it.” 
When it comes to a matter of such 
fundamental principle, when did 
two wrongs ever make a right? 
When it comes to agency qualifica- 
tion laws it can only be said that we 
need laws to govern our own gang 
as well as the companies. 


Obligation to the Company 


Then four, how about the agent 
who sits back on his laurels, says 
he is not going to kill himself work- 
ing for the companies, his income 
is sufficient and he is not going to 
bother about increasing his business, 
it is large enough. Companies can 
not stand still, they must either go 
ahead or fall behind. The agent 
who is first to talk about the com- 
panies’ obligation to the agent often 
fails to recognize that he also has 
an obligation to his companies, an 
obligation to produce and to increase 
production, to sell new lines. To do 
otherwise is to invite the company to 
go out in the town and appoint 
other agents lest they be left out in 
the cold in that territory should 
something happen to their delin- 
quent agent. And the same thing is 
true of the agent who neglects to 
make arrangements to perpetuate his 
agency. When such an agent dies, 
the companies represented in his 
office are often out of luck, they have 
all their eggs in one basket. It is 
an open invitation for the companies 
to go out and seek additional repre- 
sentation, so distasteful to their 
original agent. 


Mixed Agencies 


Number five is the mixed agency. 
What respect can the companies 
have for an agent who is known to 
be feeding the cream of his business 
to certain companies, who are sup- 
posed to be selective underwriters 
(I have to laugh at that one) at 
lower rates or higher commissions, 
and then expect the standard com- 
panies to absorb their sour milk or 
accommodation lines? The local 
boards are now engaged in a great 
guessing game, ably muddled by 
the lawyers, as to whether the in-or- 
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out rules and the non-intercourse 
rules can be retained. At the same 
time many agents want to keep such 
rules giving them the right to de- 
cline business relationships with 
companies that appoint agents out- 
side their organizations, they are 
inclined to condemn the company 
separation rules which are exactly 
the same thing in reverse. The com- 
panies surrendered such rules with- 
out a fight. It should be remem- 
bered that that issue has never been 
tried on its merits, since the 
S.E.U.A. case. I am personally con- 
vinced they should have fought the 
issue out. Certainly if an agent is to 
he permitted to represent only com- 
panies that recognize his organiza- 
tion, the companies should be per- 
mitted the right to appoint only such 
agents as recognize their organiza- 
tion. 

You know that up in my neck of 
the woods ninety percent of the 
agents represent mutual companies 
as well as stock companies. Their 
defense of this practice has always 
made me smile. It is either, first, 
they regard themselves as depart- 
ment stores of insurance, making it 
necessary for them to offer their 
clients a choice of all types of com- 
panies, or second, their competitors 
across the street represent mutuals 
so they have to do it in self-defense. 
Just a case of each cutting the other 
fellow’s throat whereas if both of 
them would cut it out they would 
both be better off. The first excuse 
would be more valid if they actually 
did offer each and every client a 
choice of companies but the fact is 
they practically all try to sell stock 
insurance first and then pull out the 
mutual only (a) if they are in 
danger of losing a risk to a com- 
peting stock company agent, or (b) 
if they are trying to take away a 
tisk from a competing stock com- 
pany agent. The companies that 
would break down the local board 
rules would do well to realize that 
when and if that is accomplished the 
mixed agencies will grow by leaps 
and hounds. 


Excess Commissions 


A sixth inconsistency, believe it 
or not, is the agent who solicits or 
accepts excess commissions. He is 
doing more to tear down the Ameri- 
can Agency System, in my opinion, 

{Continued on the next page) 
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than any other enemy. In this cate- 
gory I do not include those who are 
operating under contingent com- 
missions by whatever name they go, 
for that is the basis on which every 
company appointment and agency 
contract should be made. But out- 
right excess commissions do nothing 
but increase the cost of insurance to 
the public beyond the point of rea- 
sonableness and beyond the point 
where the agent can defend the 
earning of his income. It brings 
about directly the threat of govern- 
mental control of all commissions 
to all agents. I will be the first to 
admit that there may be considerable 
difference of opinion as to what con- 
stitutes adequate remuneration and 
what constitutes excess commis- 
sions. What is right and proper in 
one place may not be right and 
proper elsewhere and what is right 
and proper for one line may be in- 
adequate for another. 

It has also been my observation 
that it has been the companies that 
have bid up commissions rather than 
the demands of agents. In the stress 
of competition rules have been 
thrown overboard and many agents 
have taken the position that so long 
as the companies offer them excess 
commissions they would be fools to 
kick a gift horse in the face. Never- 
theless, to me it seems they are not 
wise to accept what is offered in all 
cases because they cannot justify 
the rates in the public eye. When 
that happens all agents everwhere 
are harmed. 


Right of Private Contract 


While on the subject of commis- 
sions, we hear a lot about the agents 
being for the right of private con- 
tract. That is fine, but I have run 
up against one very strange incon- 
sistency right there. I have found 
that some agents have a funny idea 
about the right of private contract. 
They are opposed to governmental 
regulation of commissions. Aren’t 
we all? They don’t want any ceil- 
ing placed over commissions by gov- 
ernmental dictum or otherwise. At 
the same time they would like to 
have a floor placed under commis- 
sions, by governmental dictum or 
otherwise, below which no company 





or agent could go. What becomes 
of the right of private contract then? 
What is sauce for the goose is sauce 
for the gander. Many agents are 
willing to work for less than other 
agents, especially on large lines, 
Many believe in the principle of 
graded scales of commission on large 
lines, others do not. Shall those who 
are willing to work for less be re- 
fused the privilege of doing so? 


Countersignature Laws 


That inevitably brings us smack 
up against the countersignature laws, 
There has been a lot of bunk ban- 
died about on that subject, part of 
it along the line that such laws in- 
crease the cost of insurance to the 
public. They certainly take part of 
the remuneration away from the 
producing agent or broker but not 
an extra cent comes out of the pol- 
icyholder. To test that out anyone 
has only to look at it the other way. 
Should the countersignature laws 
be repealed would the rate to the 
policyholder be reduced? No, the 
producing agent or broker would 
keep the whole commission. But 
the big thing wrong with laws which 
require the payment of stipulated 
parts of the commission to counter- 
signing agents is that it violates the 
principle of the right of private con- 
tract, requires the payment some- 
times of large sums for doing noth- 
ing more than writing a signature. 
These laws were originally based 
on theory of franchise. I am afraid 
the days of exclusive franchise to 
represent insurance companies in 
given areas is gone with the wind. 
The funny part about it is that the 
small agents have never been bene- 
fited by such laws. Each company 
usually has one or more large pet 
agents in a given state who get the 
gravy. Of course there is a great 
difference between the fire and cas- 
ualty business. The former is usu- 
ally handled more on a brokerage 
than a countersignature basis. The 
countersigning agent writes the pol- 
icv, often inspects the risk and de- 
cides for the company whether to 
accept or reject it. The originating 
agent or broker is unable to rate 
such risks, or even prepare the 
fotms, because he does not have 
available rate tariffs or rules outside 
his own area. But in the casualty 
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field he does have that information, 
writes the policy and all the local 
agent has to do is sign it. 


State Association Rights 


Today some of the larger city 
agents are ready to demand that the 
national association take a firm 
stand in opposition to restrictive 


countersignature laws, They would 


do well to pause and contemplate 
the organization of that association. 
Although I firmly believe that such 
laws are detrimental to the best in- 
terests of the American Agency Sys- 
tem (note I said “restrictive” laws) 
[ am not in favor of eliminating 
countersignature laws as such. And 
I would be the first to oppose the 
national association doing anything 
of that sort. The national associa- 
tion has only 49 members, the state 
and district associations. The quick- 
est way to break it up would be to 
invade the field of state rights. The 
national association has no more 
business telling a state association, 
or its members, what it should do in 
its own bailiwick, than Congress has 
to tell the state legislatures what to 
do. 

The last inconsistency I will men- 
tion is that involved in the failure 
of the agents of this country to sup- 
port their trade associations on a 
plane commensurate with their great 
value. By that I mean we are not 
paying in dues to our local, state 
and national associations anywhere 


near enough to cover the activities 


that should be carried on. The fact 
that we have to rely on the compa- 
nies to support our organizations in 
many ways (itself, an inconsist- 
ency) such as our educational pro- 
grams and even our convention pro- 
grams, our association house organs, 
etc. is evidence of that fact. 


Other Businesses 


When we look at what other busi- 
nessmen cheerfully pay into their 
trade associations and above all what 
union labor pays into their organiza- 
tions—for protection—for insurance 
of their livelihood, we who are in 
the insurance business and above all 
who should believe in insurance— 
should certainly be ashamed of our- 
selves. For the past two years I 


For November, 1946 


have been a member of the future 
finance committee of the national 
association, struggling with the 
problem of how to raise funds to 
carry on the activities that should be 
carried on. Your state associations 
need more money to carry on their 
local activities. The cost of every- 
thing has gone up. It is only logical 
that the cost of your trade associa- 
tion activities—the insurance of 
your livelihood—should go up. 


Increased Overhead 


We hear a lot of agents demand- 
ing increased commissions on the 
ground of increased overhead ex- 
pense. In my agency our income has 
gone up with our overhead without 
increased commissions because prac- 
tically every form of insurance we 
write has had rate increases, some- 
times more than once. With in- 
creased values and higher rates we 
are getting much more commission 
in dollars on the same number of 
policies. I am sure that is quite gen- 
eral. I am very happy on that score, 
but I am not happy about the failure 
of the average agent to recognize 
the worth of his trade associations 
to the point that he will support 
them with dollars instead of pennies. 


Companies Also Guilty of 
Inconsistencies 


I would not want you for one 
minute to think that I do not recog- 
nize the fact that the companies are 
also guilty of many inconsistencies 
in their relations with the agents, in 
fact I think that for every one in the 
agency field there are two or three 
in the company field. But that is 
another subject to be taken up at 
another time. For the present it has 
been my endeavor to have ourselves 
look into the mirror and to recognize 
our own faults before they are 
pointed out to us at an inopportune 
time. Only by overcoming our weak- 
nesses and inconsistencies can we 
go into the court of public opinion 
with clean hands and come out with 
universal support for the principles 
of right practices for which we 
stand. 


From an address before the Nebraska Asso- 
ciation of Insurance Agents. 
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Your Business—From page 24 


the chances of enacting them with- 
out change, they would not wish to 
take part in foisting upon the insur- 
ance business a system not repre- 
sentative of the views and desires of 
the business as a whole. I do not 
have time to enlarge upon the last 
reason, but those interested will find 
illuminating a recent talk by Assist- 
ant Attorney General Wendell Berge 
on the subject “Industry Advisory 
Committees and the Antitrust 
Laws” in which he discusses the 
propriety of such activities. 


Position of Agents 


As owners of perhaps the largest 
interest in the insurance business, 
agents have shown very little initia- 
tive in shaping regulation of that 
business, both in the past and in the 
activities of the All-Industry Com- 
mittee. I believe their failure to take 
the initiative in looking after the 
welfare of the insurance business 
makes them equally responsible with 
the rest of us for the economic phi- 
losophy that has led our business 
into the difficulties that confront it. 
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During the past few months | 


have visited several states and have 


met with agents and brokers. | have 
been in correspondence with pro- 
ducers from many other states. | 
think I have a fairly definite idea 
of what is in the minds of producers 
in all sections of our country. For 
what they may be worth to you in 
your deliberations, I would like to 
summarize briefly some of the points 
about which producers everywhere 
are concerned. 


Public Interest 


1. The only reason for regulation 
of insurance is protection of public 
interest. We were recently told by 
Donald C. Bowersock, President of 
the Boston Insurance Company and 
the Old Colony Insurance Company 
of Boston, that a committee of the 
National Board of Fire Underwrit- 
ers, composed of highly-trained in- 
surance company lawyers, after study 
of the requirements of Public Law 15, 
made a report. In that report these 
lawyers did not recommend that we 
go beyond requiring filing of rates 
before use, with power in the insur- 
ance commissioner to order discon- 
tinuance, after hearing, of rates and 
rating practices found to violate 
established standards. In view of 
this advice, why should there be 
excessively rigid control of rates 
going far beyond the requirements 
of Public Law 15 and far beyond 
protection of the public? 

2. If an insurance commissioner 
is given power to approve or dis- 
approve rates, can an independent 
insurer, with its limited experience, 
prevail upon him to approve for it 
rates differing materially from rates 
filed by a rating organization and 
supported by a vastly greater volume 
of experience data’ Ii not, what has 
become of freedom and competition? 
Is this a perpetuation of the old 
economic philosophy ? 


Competitive Opportunity 


3. The All-Industry Committee 
stated that it believed preservation 
of competitive opportunity in the in- 
surance business was essential and 
that this objective should be se- 
cured “to as great an extent as was 
possible without defeating the para- 
mount objectives.” In view of the 
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result accomplished in the All-In- 
dustry bills as they now stand, pro- 
ducers are asking: “What are the 
paramount objectives that had to be 
protected at the cost of restrictions 
upon freedom and competition in 
business ?” 

4. If strict regulation of rates can 
force uniform or substantially uni- 
form rates for participating compa- 
nies, and those rates contain, as they 
must, expense factors to meet the 
cost of agency companies, direct- 
writing participating companies are 
guaranteed the ability to pay sub- 
stantial dividends out of the differ- 
ence in acquisition cost. While di- 
rect-writing participating companies 
are active at present only in the 
casualty field, it is only a question 
of time when they will become in- 
creasingly active in fire insurance. 
Producers who have watched the 
steady and rapid trend of business 


away from non-participating com- 


panies in states with drastic rate- 
regulatory laws believe that all com- 
panies will eventually be forced to 
become participating companies to 
meet this competition and, if that 
does not stop the trend, eventually 
to become direct-writing participat- 
ing companies. 


Compensation of Agents and Brokers 


5. If an insurance commissioner 
is given power to approve or dis- 
approve rates, including the expense 
factors, does he not have the power 
to fix the amount of compensation 
of agents and brokers? Commis- 
sioner Harrington of Massachusetts 
has pointed out that under the New 
York law which, like the All-Indus- 
try bills, is silent on this point, a 
former superintendent was able to 
use his power to control acquisition 
cost and the part of it agents would 
receive. 

6. In the face of a clear direction 
from Congress that freedom and 
competition in insurance must be 
preserved, producers are seriously 
questioning whether the strict regu- 
lation of the All-Industry bills as 
they now stand even closely ap- 
proaches the Congressional plan of 
a collaborative regulation of the 
business in the public interest. 

7. In some quarters producers 
are asking: “Why, under a plan for 
regulation of insurance in public 
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In the old days an insurance man could do well enough 


by selling only one line, but today’s insurance buyers, who 


need more diversified coverages and service, turn to 


insurance men offering all the casualty insurance and 


bonds they need for their personal and business protection. 


Why be a “Horse and Buggy” insurance man? 


Represent American Motorists and offer your clients 


the broader coverages they need, streamlined claim 


service, efficient safety engineering, security of a 


well-managed $14,000,000 company and savings 


through participating policies. 
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interest, is it thought necessary to 
regulate the public? What has the 
public done to require the proposed 
iron-clad mothering?” 


Freedom of Action 


These are a few of the many 
phases of rate-regulation that have 
led a great many producers to take 
a firm stand that they want no regu- 
lation of rates not required to pro- 
tect the public, and that preservation 
of state regulation requires freedom 
of action and freedom for competi- 
tion to the greatest degree consistent 
with public protection. 


Of the entire insurance business, 
I believe producers in the aggregate 
have the most at stake. It is very 
easy to substitute for the protection 
you now have under the federal 
antitrust laws of your Constitutional 
right to maintain your business and 
to operate it with freedom from 
regimentation, both public and pri- 
vate, a state system of regulation 
that could destroy your freedom and 
result eventually in a method of 
merchandising insurance in which 
there would be no place for an in- 
dependent producer. 


(Continued on the next page) 
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Your Business—Continued 


It will take a long time to revise 
our thinking and to develop an eco- 
nomic philosophy in our business 
in which welfare of the public be- 
comes automatically our first con- 
sideration. We shall probably not 
fully accomplish that result until 
many of us, accustomed to the old 
philosophy, have passed on, and our 
places have been taken by a new 
generation. That has been the ex- 
perience of other businesses to which 
the same problem was posed in 1890. 


They still find themselves flirting 
with practices questionable under 
the antitrust laws. 


Effort Is Worth While 


Sut the effort will be worth while. 
The insurance business in this re- 
spect does not differ from other 
businesses. Just as other businesses 
have proved that the greatest suc- 
cess lies in anticipating and meeting 
public needs, so the insurance busi- 
ness can prove that a militant in- 
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The up-swing in contract bond business is well under way: 
Pictured is one of the many sizeable construction jobs cur- 
rently bonded by ‘‘American.” This scene, a new road 
being built in New York State, is being repeated in almost 
every county in the U.S. For years to come, agents who 
are equipped to handle contract bonds, will reap profits 
from this very satisfactory line. 

If you’re seeking a Company which can offer unusually 
broad bonding facilities, coupled with a willingness to 
render better-than-average service, you'll want to know 
more about “American Casualty.” 
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terest in the public and a never 
ending effort to discover and meet 
the public’s need for better insur- 
ance protection, can surpass even its 
miraculous development of the past, 
You have an opportunity to spear- 
head the development of that new 
philosophy. 

Of all segments of the business 
you are the most influential polliti- 
cally. Many state legislators are 
members of state agents’ associa- 
tions. Many others are your friends 
and neighbors. You can explain to 
your legislature the issues involved 
and what is needed for the protec- 
tion of the public and for the perma- 
nent good of the insurance business, 

I urge you as earnestly as | can 
to put aside selfish motives, to forget 
grievances with other groups in the 
business, to stop recriminations over 
responsibility for our present diff- 
culties, to shed your apathy and come 
out of your shells, and to play the 
part that your interest in the insur- 
ance business entitles and obligates 
you to play. If you will do that and 
if other segments of the business 
will do the same, we can build in 
our business a new economic philos- 
ophy with potentialities that dwarf 
our past accomplishments. 


From an address before the Indiana Associa- 
tion of Insurance Agents. 


PERSONALLY LIABLE? 


[ABILITIES and responsibilities 

of those holding public office are 
not only real and finite but also per- 
sonal. The public official, who has 
taken office, becomes personally 
responsible for the faithful perfor- 
mance of the duties of his office and 
makes himself personally responsible 
for the acts of his deputies and em- 
ployees, for public deposits as well 
as liable for burglary and robbery 
losses. Vast responsibilities and ob- 
ligations have been assumed by him. 
The Towner Rating Bureau, Inc., 
New York, New York, has issued 
a pamphlet “Is The Public Official 
Personally Liable?” in which these 
problems and suggestions for the 
protection of the public official are 
presented. 
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GET YOUR jue 








TO “FIREPROOF” THEIR RENTS 


More than the building burns when 
one of your policy-holders has a fire. 
He can fix up the building, but usually 
his tenants are loath to pay the rent 
while he’s struggling to get materials 
and craftsmen. 

Even when he lives in the building 
himself, large amounts of cash have a 
way of going up in smoke while he is 
forced to stay at temporary quarters 
during the rebuilding process. 

Most owners of large-income prop- 
erties protect themselves against such 
losses by carrying low - cost Rental 
Value Insurance, but for some reason 
owners of the smaller dwellings are 
rarely so wise . . . probably because 
they don’t know enough about it. 

Alert agents always look for oppor- 
tunities like this, because they know 
one sure way to build a lasting busi- 
ness is to take the time to tell clients 
about such risks as Rental Value. 
True, the premium is not large, but 
what better way is there to win 
friends than by showing how much 
protection so little money will buy? 

Clients appreciate an agent thought- 
ful enough to point out how the 10% 
“free” coverage on the usual Dwelling 
Form is rarely adequate, and how 
inexpensive it is to get complete cov- 
erage against loss of rents. 

If your files are not up to date on 
Rental Value Insurance, write for 
complete information . . . or the as- 
sistance of a trained Field Man if you 
are doubtful about which form to 
recommend. Fire Association Group, 
401 Walnut Street, Philadelphia 6, Pa. 
Branches in Atlanta, Chicago, Dallas, 
New York, San Francisco, Toronto. 





PROMOTION IDEAS — 


you can’ use in your local ads 
and letters are suggested by 
this month’s Insurance Calendar. 
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OVEMBER ‘a 


On November 16, 1864, Sherman started | a foe so successfully challenged by leading capital 
his famous march to the sea, laying waste by fire, | stock fire insurance companies that its ravages 
through grim necessity of war, some of the| have been brought to a minimum, and fire in- 
nation’s noblest properties. But if fire is an ally | surance rates brought to history’s lowest. 

in war, it is a constant foe in times of peace— 
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1946—NOVEMBER hath 30 days ‘“‘Today’s experience is tomorrow’s wisdom” 





ASTRONOMICAL] 1—Fr.— :) First Quarter, 11:40 P.M., E. S.T. 

; All Saints’ Dap 
CALCULATIONS 2—Sa.— 1920, Ist broadcast of election returns 
EASTERN STANDARD TIME! 3_Sg.— 1783, Revolutionary Army disbanded 

| Latitude +30°| Latitude +35 4—M. — 1944, 4th-term by F.D.R. scts record 
NOV.| unnisx| sunset |sunnian| sunset] 5S—10.— 1639, First post office established 
1 | 6:13 | 5:14 | 6:20| 5:07] 6—W.— The essence of Fire Association Group philos- 
¥ : ‘ ‘f ophy is prompt fair settlement of all claims 
16 | 6:25 | 5:04] 6:35 | 4:55] 7—Th.— 1867, Maric Curic, Polish-French physicist born 
s oa ‘+ 6:39 bro 8—Fr. — 1889, Montana 41st state admitted to Union 

- 9—Sa.— <> Full Moon, 2:10 A. M., E. S.T. 

nov, | Leteude +40" | Pasiude +4") 10_ Sp. — ©) 1483, Martin Luther, churchman, born 
1 | 6:28 | 4:59 | 6:38 | 4:49] 1I—M.— 1919, Ist successful flight of a helicopter 
6 | 6:34 | 4:53 | 6:45 ‘= 12—Tu.— Rain today, else — opinc — chances are the sun 
16 | 6:46 | 4:44 | 6:58 | 4:31 may shine! 
21 | 6:51 | 4:41 | 7:05 | 4:27) 13—W.— 1835, Texas proclaimed independence from Mexico 
. . 3 14—Th.— Take time out now to review your property in- 
th a surance with your Agent or Broker! 
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NOV 

E “os | oor | mes | oor | 1S—Fr. — Last Quarter, 5:35 P.M., E. S.T. 

¢ 

Si] 1 [12:43 [10292 | 2:12 |10:44 | 16—Sa.— “ 1864, Sherman commenced march through 
3 | 3302 [an | 319 | 2:60 Georgia 
5 3 : : - 

' : — be nf be 17—Sp. — 1800, 6th Congress met Ist time in Washington 

i 11 | 7:24| 8-56 | 6:54] 9:25| 18—M.— 1903, U.S. recognized independence of Panama 
13 | 9:31 [11:06 | 9:01 [11:37 on , 

Fy] is |utets [taste [ats [4-8 | 20 1944, Battle for Germany began 
19 | 2:40 | 3:00 | 2:38 | 2:59] 21 Th.— 1943, Americans invaded Gilbert Islands 

25 6:21 5:07 6.43 444 22—Fr. — 1918, Lights nights ban lifted ee 

j : : _ : —Sa.— lew Moon, : ~ a, ee oe 
37 1afS5 lnocse [hi:as | 9.36 24—Su,— @ 1572, John Knox, Presbyterian, died 





age fete een ane ee 25—M.— 1943, Big Three conference in Cairo ended 
tet: for longitudes other than the stand- | 26—Tu.— Don’trisk shrunken coverage! Check insurance! 
See rae tantarn Cental, Mountain, | 27—W.— 1925, Germany ratified Locarno Treatics 


and 120°, for Eastern, Central, Mountain, 


te iaat cinutar for euch degree eart | 28—1h.— THANKSGIVING DAY 
of the standard meridian. or increase the | 29 __ Fr, — 1943, Columbia declared war on Germany 


of the standard meridian. 30—Sa.— 1885, Germany took possession of Marshall Is. 








OBSERVATION or November: When replacement prices are rising it’s wise to 
F F g 

keep close tabs on your property insurance cov- 

erage. Don’t let coverage lag... and get burnt! 


MORAL for November: Same as before: call your Agent or Broker! 
‘ Ay e-* . 
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Companies Are Funny—From p. 28 


would appear to be the injured par- 
ties, and could say to the agents, 
“We are awfully sorry but we have 
no alternative, the commissioner 
claims he has evidence that a 50% 
expense ratio is excessive and has 
refused to approve rates loaded for 
more than 43.5% for expenses. The 
only place we can find to cut down 
is in the largest item of the expense 
ratio, agents’ commissions, so we 
will have to cut down your commis- 


sions by 6.5% on the average.” You 
can bet that is what would happen. 
It happened in Massachusetts under 
bureaucratic control and it will hap- 
pen again. Now there might be con- 
siderable difference of opinion as to 
whether or not the commissioner 
was right in his conclusions that 
50% was excessive as an expense 
ratio. Yet it might be very difficult 
to defeat him in the courts and thus 
we would have substituted bureau- 
cratic control of commissions for the 
right of private contract without 
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ever having the word “commissions” 
appear at all in the law. 

Those who deny these implica- 
tions content themselves with saying 
that “they have never dreamed or 
intended that their proposed rate 
regulatory laws would work that 
way.’ They have not answered 
these specific points but expect us 
to depend upon the good will of in- 
dividual insurance commissioners 
not to apply the laws that way. If 
the past is any indication of the fu- 
ture, and the insurance business is 
conducted under that assumption, we 
know that insurance commissioners 
will continue to be appointed politi- 
cally and we can expect the results 
usual to those conditions. 


A Company Disservice 


I can only say that our companies 
are doing us a disservice in support- 
ing any such laws and should their 
spokesmen go before legislative 
committees to advocate any such 
laws, they will be guilty of a most 
unfriendly act that may prove fatal 
to the agency system. Such laws are 
not only undesirable from our stand- 
point, they are both unnecessary 
and undesirable from the standpoint 
of the public. Concerted action as 
to the fixing of commission rates 
must cease after January 1, 1948 
unless state laws are enacted that 
regulate such matters. Rather than 
see bureaucratic control over com- 
missions, I would be glad to see con- 
certed action on commissions come 
to an end and revert to the open 
market. Concerted action or control 
over commissions, at best, has never 
worked, especially in the casualtv 
and surety field, at least in my terri- 
tory. 

There are some agents who are 
afraid of an open market on com- 
missions. They believe that chaotic 
conditions will follow, that compa- 
nies will take advantage of such a 
situation to cut rates at the expense 
of reduced commissions. To me. 
these agents are inconsistent because 
while they do not want any fixing 
of commissions by law or regulation 
at the top, they do appear to want 
something of that kind in the way 
of placing a floor under commis- 
sions. In other words, they are in 
favor of the right of private contract 
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for themselves to get as much as 
they can but are opposed to it for 
any other agent who is willing to 
work for less and who is willing to 
agree to write insurance for lower 
rates on the basis of lower commis- 
sions. 

Personally, I am not at all afraid 
of an open market on commissions 
because the tendency has always 
been for companies to bid up com- 
missions in order to purchase the 
business, especially desirable busi- 
ness, controlled by agents, rather 
than to cut rates on the basis of 
lower commissions. There will al- 
ways be these two tendencies work- 
ing against each other as a balancing 
factor and in the long run with a 
complete right of private contract, 
commissions will be pretty well sta- 
bilized at about the proper point, 
since if companies pay too high com- 
missions they will have to load their 
rates accordingly and place them- 
selves in a poor competitive position, 
ratewise, and if they cut commis- 
sions too low, the agents simply will 
not give them the business. 


Agents Have Been Lethargic 


When one examines the various 
interests making up the All-Industry 
Committee, it is not at all hard to 
understand why so little considera- 
tion has been given by that group 
to the interests of the agents. What 
regard, for instance, can the Ameri- 
can Mutual Alliance, the Recipro- 
cals, the Factory Mutuals, the Frater- 
nals, the Life Insurance Companies, 
the Accident & Health Companies 
who have had themselves excluded 
from the rate regulatory bills, and 
some of the independent companies 
like the Sears-Roebuck interests that 
do not operate through the agency 
system, have for the general insur- 
ance agent. The brokers and the 
casualty and surety agents have been 
vigorously protesting the All-Indus- 
try Bills and if our own fire and cas- 
ualty companies have gone along 
with views that are opposed to our 
interests perhaps they cannot be 
blamed too much because as a group 
the agents of the country seem to 
have been fast asleep and have not 
been vocal enough as to what they 
believe to be right and what they 
oppose. 
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To assist you in merchandising your coverages to 


the people in your community, Standard of Detroit Group 
offers a variety of effective advertising and selling aids. This 
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sales helps or write the home office, Detroit 32, Michigan. 
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In this connection my attendance 
at the Denver convention of the Na- 
tional Association was worthwhile 
in throwing a great light on why 
our stock companies gave in to the 
mutuals on the elimination of any 
provision regarding regulation of 
the net rates of participating car- 
riers in the proposed All-Industry 
bills. Someone asked that question 
of Walter Bennett. 

It seems that when that point 
arose, according to Mr. Bennett, the 


mutual spokesmen threatened that 
unless dividends were excluded 
from regulation, they would insist 
on the dividends of stock companies 
to stockholders and the salaries paid 
to officials and the commissions paid 
to agents being investigated and 
regulated. So it appears that our 
companies caved in like pricked bal- 
loons through fear of something or 
other. As for the agents, I think 
they should be willing to fight out 
(Continued on the next page) 
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Companies Are Funny—Continued 


the commission regulation matter 
even if the companies will not. As 
for regulation of dividends it doesn’t 
make any difference to me whether 
they are to be regulated or not. Pos- 
sibly they ought not to be directly 
regulated, but neither should one 
class of company through lack of 
such regulation be placed in a com- 
petitive advantage against our inter- 
ests. 


The Mutuals Protected Themselves 


The time has long since passed 
when we can allow our interests to 
go by the board on the fallacious 
thought that we must have such 
complete harmony in the industry, 
that our interests can be surrendered 
and that we must not rock the boat. 


It will be little satisfaction to us to 
have that complete harmony exist 
at the expense of our business life. 
The mutuals succeeded very well in 
protecting their interests in the pro- 
posed All-Industry rate regulatory 
bills and again our companies went 
along with them and permitted them 
to obtain a competitive advantage 
that will prove fatal to the agency 
system and to the continuation of 
guaranteed cost insurance in this 
country should these bills be widely 
enacted. In order to compete with 
the participating carriers, the stock 
companies will eventually be forced 
to go on a participating basis and 
when that happens, everyone here 
knows what will happen to us. 
There are not enough cents in the 
premium dollar to pay commissions 
to agents on the scale that has been 
paid in the past and to pay dividends 








The ostrich sets a poor example for insurance public 
relations. Insurance can never enjoy the prestige 
and reputation it deserves until we see that people 
know more about us. That's why it’s no longer 
enough to just sell insurance policies! Today the 
insurance agent must sell the “significance” of in- 
surance —what it’s doing to make the community 
safer and happier. One way to do this is through a 
public relations program of fire and accident edu- 
cation and prevention. The ostrich sets a poor ex- 


ample for insurance public relations. 
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Full insurance protection, 
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the local agent, is 
“Security—American 
Style!” 











Ohio Farmers 


INSURANCE COMPANY > LEROY, O. 
Chartered 1848 


MEMBER * THE NATIONAL BOARD OF FIRE UNDERWRITERS 


¢ THE INSURANCE AGENT IS A GOOD MAN TO KNOW 





62 


also to policyholders. When the 
time comes that a cut must be made 
somewhere we know where it will 
be made, in the acquisition cost por- 
tion of the expense factor. 

There are those who claim that 
we cannot and should not advocate 
rate regulation of the pure pre- 
miums, the loss portion of the pre- 
mium dollar only, exempting the 


expense factors from regulation. [. 


do not know why this should be 
said, because the Attorney General 
of the United States, himself, sug- 
gested exactly that sort of regulation 
of concerted action in the making of 
rates through rating bureaus, in his 
brief filed in the Supreme Court in 
the S. E. U. A. case. He pointed out 
that the life insurance companies are 
successfully operating in such a 
manner, all using the same statistics 
of mortality to make up their pure 
premiums and then each company 
adding such loadings as it needs for 
expenses. Why should not the fire 
and casualty companies do the same 
thing? It may be noted in passing 
that commissions have not thereby 
become demoralized in the life in- 
surance business. On the other 
hand, they are highly stabilized. 
Companies have not tried to cut 
rates on the basis of lower commis- 
sion loadings because they could not 
get any very successful agents to sell 
insurance for them on any such 
basis. 


Licensing of Agents 


Mention of the life insurance 
companies leads to another point of 
friction between we agents and our 
companies. If ever there was a de- 
moralized situation, it exists in the 
appointment and licensing of agents 
by fire and casualty companies. We 
have been told time and time again 
that we should not seek to solve our 
problems by legislation because that 
only involves the industry in politics 
and bureaucratic control. The life 
insurance industry long ago recog- 
nized the evil of appointing unqualli- 
fied and part-time agents. It long 
ago decided to do something about 
that problem within the industry in 
the interests of maintaining good 
public relations. Our fire and cas- 
ualty companies are spending thou- 
sands of dollars annually for pub- 
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lic relations, they give lip service 
to the ideal of good public rela- 
tions and then they proceed to do 
those things that create more public 
condemnation of the insurance 
business generally than anything 
else they could do, namely appoint 
unqualified agents. In turn, they 
are inclined to fight every attempt 
to set up decent standards of quali- 
fication by law as has been done by 
so many other business groups, 
from the lawyers down. 


Time to Get Together 


The time has come when the 
agents and the fire and casualty 
companies should get together and 
agree on some real principles of 
agency qualification to be followed 
in the industry. If they did that, 
there would be no more need of 
amending our licensing laws than 
there has been need in the life in- 
surance end of the industry. We 
hear practically no demand for any 
such thing in life insurance because 
they are handling it wisely them- 
selves. But we are up against a 
bunch of old-time executives, espe- 
cially in the fire insurance business, 
who insist to this day that they 
should be the sole judges of the 
qualification of their agents, that 
they are responsible for the acts of 
their agents and no one is going to 
tell them who they can or cannot 
appoint. That philosophy is so out 
of date that it is hard to under- 
stand how any top executive in the 
business could still hold to it in this 
day and age. The complexity, vol- 
ume and stature of the business de- 
mands a change. 

It has been pointed out that per- 
haps the very word “qualification” 
produces resistance and that per- 
haps we should always refer to 
these as “licensing” laws. It has 
also been said that the administra- 
tion of such laws is more impor- 
tant than the laws themselves. 
That is true but commissioners 
must have a firm foundation of 
authority: in the law to properly 
regulate standards of agency 
licensing. A licensing law is quite 
often not a qualification law be- 
cause it may set up no standards of 
qualification as conditions prece- 
dent to licensing. Wherever ade- 
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quate educational facilities are 
available in the insurance industry, 
qualification by prior education or 
experience in the insurance business 
should be required as a condition 
‘precedent to licensing. We all know 
that examinations alone are not 
enough because quite often such ex- 
aminations are so simple and are 
based on prior publication of ques- 
tions and answers for study that 
almost any applicant with a good 
memory can repeat parrot-like 
enough of the right answers to at- 
tain a passing grade without actually 
knowing anything about the busi- 
ness. 

In discussing the qualification 
problem with company executives, I 
have so many times had them tell 
me that their agents did not need 
to know anything about most of 
the insurance lines because the com- 
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panies have special agents to handle 
specialty lines and all the agents have 
to do is to call upon them. When it 
comes to such a pass that the com- 
panies actually encourage agents not 
to know too much about their busi- 
ness in order that they may be 
placed in such an utterly dependent 
position upon the companies they 
represent that they are helpless with- 
out the company assistance we find 
the agency system indeed in a pre- 
carious position. 


Development of Executives 


The companies quite often feel 
that agents are delinquent in not 
making arrangements for the per- 
petuation of their agencies when 
they start to age and I have publicly 
agreed with them on that point. But 
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Companies Are Funny—Continued 


if agents age and start to rest upon 
their laurels, to live in the days of 
the past, they are not alone. How 
many companies there are in which 
no thought has apparently been 
given to building up a succession 
of younger executives, alive to the 
problems of the present day world, 
and not worshippers of what has 
been. So long as the company or- 
ganizations are dominated by men 
of the old school, we agents have a 
hard row to hoe in dealing with 
them, because too many of them 
hold the view that they represent 
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the capital invested in the insurance 
business and that, therefore, they 
are going to decide how the business 
is going to be run. 

The situation is worse in the fire 
end of the business than in the cas- 
ualty field. Why do so many stupid 
inconsistencies exist in the policy 
forms, rates and rules of our busi- 
ness? The bureaus have a lot to 
answer for and while they serve as 
a stabilizing influence, too often are 
progressive steps stifled because of 
the opposition of a small minority 
in such groups. I have been told of 
numerous instances in which the 
representatives of some of the larg- 
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est companies have single-handedly 
vetoed corrective action and the 
other companies in the bureaus have 
been afraid to do anything about it 
because the big boys adopted an atti- 
tude of “I won’t play in your yard 
unless | can have my own way.” 


Joint Meetings 


The casualty people have sug- 
gested that annual meetings be held 
between the companies and_ the 
agents to frankly discuss their com- 
mon problems. More power to them. 
Let us have those meetings and let 
us hope that when they are held they 
do not fall into the pattern of so 
many company-agent meetings of 
the past wherein the agents have 
been called in, not to be consulted 
as to what should be done, but only 
to be told what the companies have 
already decided to do. 

The situation as it appears to me 
is that we agents, and our organiza- 
tions, have simply not been militant 
enough in the advocacy of our in- 
terests and it is about time we 
started to become militant, or God 
help the agency system. 


Public Relations 


I mentioned public relations. We, 
also, have been spending a lot of 
money along that line. I am con- 
vinced that 90% of public relations 
is how we carry out the insurance 
contract. Only a small percentage 
of the public in any year has occa- 
sion to call upon their insurance con- 
tracts to perform. Over a period of 
years practically everybody in the 
country that amounts to anything 
has such an occasion as to one form 
of insurance or another. What ex- 
periences do they have? The public 
condemnation of insurance that I 
have heard all stems from bad claim 
practices. One dissatisfied claimant 
does more harm to our industry than 
can be offset by the nine satisfied 
claimants that are probably the aver- 
age. The casualty companies, par- 
ticularly, have from time to time 
published some very fine claim prin- 
ciples. My own observation has been 
that on the whole many of their men 
in the field have not read the state- 
ments and if they have, they ignore 
them in many cases. The result has 
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been too much sharpshooting on 
claim settlements, especially during 
times of heavy underwriting losses 
when the companies become desper- 
ate to make ends meet. The partici- 
pating companies are quite often the 
worst offenders because they simply 
cannot make ends meet during a 
period of underwriting losses and 
still maintain their dividend scale 
upon which their production has 
been based, without chiseling some- 
where. The result is that all the 
money spent for public relations 
programs might just as well be 
thrown down the drain because the 
public believes that actions speak 
louder than words. 

When we combine this situation 
with that produced by failure to col- 
lect losses under policies placed 
through part-time and incompetent 
agents appointed by the companies, 
with the resulting ill-will built up 


‘ against the insurance industry, it 


seems to me that public relations, 
like charity, should begin at home 
and that a house cleaning in the field 
of claim practices and agency ap- 
pointments is long overdue, other- 
wise we might just as well stop 
spending that public relations 
money. 


Automobile Dealer Competition 


Another matter on which it seems 
to me our companies have let us 
down is on the attack by the Gen- 
eral Motors Corporation on the 
agency system. I am not going into 
the pros and cons about whether 
automobile dealers should or should 
not be licensed as insurance agents, 
or the coercive practices prevalent in 
that field. I am in complete agree- 
ment with the principle that no law 
should state a person cannot be an 
agent just because he is engaged in 
some other line of business, although 
that is exactly the type of law the 
automobile dealers succeeded in 
having passed in my state as to be- 
coming a licensed automobile dealer. 
The law should establish such stand- 
ards of qualification, however, that 
merchants primarily engaged in 
other lines of business would never 
bother to try and qualify and most 
likely could not qualify if they tried. 
Rebating is a public evil condemned 
bv all state laws as to insurance and 
also by Federal law. Rebating and 
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coercion and discrimination are such 
inherent parts of the insurance busi- 
ness when carried on by merchants 
as a sideline to the sale of any com- 
modity that it is my belief public 
interest demands placing those who 
seek licenses of such a nature in the 
category of those who are seeking 
them primarily to write insurance on 
controlled business and hence to be 
banned. Yet the National Automo- 
bile Underwriters Association has 
allowed our greatest enemy to be- 
come a member of their church as 
represented by its left hand while 
its right hand cuts our throat. I ask 
you if that is the support that we 
should expect from the companies 
for which we are producing hun- 
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dreds of millions of dollars of pre- 
miums annually? 

On that subject it is also desirable 
to call attention to the entire lack of 
cohesion on the part of the compa- 
nies in their support of the Bank and 
Agent Auto Plan which was devised 
by the agents and which is certainly 
for the direct benefit of the com- 
panies. Many companies have done 
a fine job of advertising and pub- 
licizing that plan as individual com- 
panies but all the money they spend 
on it is largely wasted as compared 
with the great good that would fol- 
low the use of the same money in 
one grand national advertising cam- 
paign of the plan itself rather than 

(Continued on the next page) 
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spend so much money publicizing 
their name directly to the public un- 
less they are paving the way to even- 
tually go on a direct writing basis 
and when that day comes, they want 
to have their name reasonably well 
known to the public. One advertis- 
ing executive, who shall be nameless, 
confirmed that to me, so I say to you 
that the agent today who sells the 
company and fails to sell himself 
and keep the company in the back- 
ground, who allows the company 
to do his work for him, their special 
agents to contact his customers and 
sell insurance for him, is very fool- 
ish and some day may regret it. All 
is not gold that glitters, so be careful 
about accepting all the services the 
branch offices offer you. That goes 
for the so-called service offices just 
as much as for the production 
branch offices. 

Today, more than ever before, 
the agent must be in the position of 
doing his work himself, and doing 
it well, of knowing his business and 
not calling upon or allowing the 
companies to have two men do what 
he is being paid to do, of earning his 
commission and of being in a posi- 
tion to prove that he has earned it. 
The companies are inclined to claim 
that they only operate the branch 
offices because the agents demand 
the services. That is just so much 
bunk. Actually they outdo them- 
selves in forcing their services on 
the agents as a competitive factor to 
beat out other companies. Too often 
the deluded agent thinks he is get- 
ting something for nothing, free 
policywriting service, free rent, free 
special agency service, etc., never 
looking ahead to the day of reckon- 
ing or caring that such things all cost 
money to be paid for by the public 
in higher rates. It is all going in the 
rate and one fine day the agents’ 
commissions are going to get the axe 
because he is not doing what his 
commission is supposed to be paying 
him to do and the addition of all the 
extra services on the part of the 
company resulted in the rates becom- 
ing unreasonable to the point where 
the direct writing companies are get- 
ting more and more of the business 
as the differential between their 
costs and the agency-branch office 
companies is widened. 


From an address before the Wisccnsin Asso- 
ciation of Insurance Agents. 
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necessity of establishing legal liability for the payment of the expenses of medical, 
surgical, ambulance, hospital, professional nursing service and, in case of death, funeral 
expenses to or for customers or guests sustaining bodily injury, sickness, disease or death 
because of an accident on the insured’s premises. Prospects are many, including nearly 
every business operation to which customers and the public are admitted to the premises. 


It is issued in connection with business premises liability policies. 


Here’s extra protection for your customers—extra income for you—add it to present 
policies—include it in new solicitations. For schedule of rates and premiums, see your 
American-Associated Branch or Service Office. 





M T —— => ASSOCIATED INDEMNITY 
AMERICAN AUTOMOBILE ar. M E RI AN Fan Pp T 
te: z CORPORATION 


INSURANCE COMPANY 
ASSOCIATED FIRE & MARINE 


AMERICAN AUTOMOBILE | iy , ie 1 Ol Gay: = 'D) INSURANCE COMPANY 


FIRE INSURANCE COMPANY 
SAN FRANCISCO 


SAINT LOUIS = INSURANCE COMPANIES 








Atlanta + Baltimore + Boston + Buffalo « Chicago « Cincinnati « Cleveland + Dallas +» Des Moines + Detroit 
Hartford + Indianapolis « Kansas City « Los Angeles » Milwaukee + Minneapolis » New Orleans » Newark 
New York + Philadelphia + Pitisburgh + Portland + Providence + St. Louis * San Francisco + Seattle 





For November, 1946 67 














i 
| 
24 





con 


a ee aN A 







Ye, 


] 


Ii 


ri 


INDEPENDENTS MEET 


T THE annual meeting of the 

National Association of Inde- 
pendent Insurers held in Chicago on 
October 14-15 executive vice presi- 
dent, Adlai H. Rust of the State 
Farm Insurance Companies, Bloom- 
ington, Illinois, was elected presi- 
dent ; executive vice president, Ed. 
P. Gallagher of the American States 
of Indianapolis, vice president ; vice 
president, L. C. Markel of the 
American Fidelity and Casualty 
Company, Inc., of Richmond, Vir- 
ginia, vice president; vice president 
and secretary, C. W. Leftwich of 
the Farm Bureau Mutual Automo- 
bile Insurance Company of Colum- 
bus, Ohio, secretary; and Howard 
Brown, general manager of the De- 
troit Automobile Inter-Insurance 
Exchange, treasurer. 

The association adopted the fol- 
lowing resolution: BE IT RE- 
SOLVED: 1. That the Association 
ratify the acts of its representatives 
on the All-Industry Committee in 
voting to accept and approve the 
Casualty and Surety and Fire and 
Marine Rate Regulatory Bills at the 
June meeting of the All-Industry 
Committee. 

2. That the Board of Governors 
from time to time direct its Repre- 
sentatives on the All-Industry Com- 
mittee, to present to said committee, 
such amendments which in the judg- 
ment of said Board may be neces- 
sary or advisable, including any 
clarifying amendments and _ in 
amendment to delete the require- 
ment of the filing of supporting in- 
formation under proper safeguards. 

3. That the Association proclaim 
that by its past and future participa- 
tion in the development of the afore- 
said rate regulatory acts, it intends 
no implication that the Association 
denies the merit of any other acts 
that may embody substantially the 
same provisions. 


FIRE RISKS RE-RATED 


A PROGRAM designed to elimi- 
nate rating inconsistencies and 
to create a greater state-wide har- 
mony in rating methods has been 
announced by the Middle Depart- 
ment Association of Fire Under- 
writers of Philadelphia. 

There is to be a general re-rating 
of fire rates for Chester, Pa., prin- 
cipally of the mercantile, office and 
garage classes in that city. New 
minimum rates for dwellings, small 
stores and dwellings were promul- 
gated two years ago and the eligible 
risks in these classes will not be 
affected by the re-rating. The pro- 
gram also calls for the inspection 
and schedule rating of the above 
classes throughout Chester, Mont- 
gomery, Delaware and Bucks coun- 
ties and new tariffs will be promul- 
gated as rapidly as possible. 

Existing rates in many cases are 
the result of old minimum class rates 
originally designed for stores and 
the small store and dwelling class, 
but over the years these rates have 
been applied to many risks of such 
size and nature as to warrant spe- 
cific treatment. Old schedules for 
developing specific rates when ap- 
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plied have frequently produced rates 
higher than those on similar risks 
of adjoining territories, whereas on 
the other hand there remain many 
that are still insured under mini- 
mums that are far below average 
for the class of property involved, 


MUTUAL DIRECTORY 


HE American Mutual Alliance 

recently published the 1946 edi- 
tion of its Mutual Directory, a valu- 
able reference work containing brief 
information on nearly 2,600 mutual 
fire and casualty companies operat- 
ing in the United States. 

Almost 2,400 mutual fire carriers 
are listed with aggregate assets and 
surplus of $616,136,814 and $363,- 
122,626 respectively at the year end. 
Premiums collected by these carriers 
in 1945 totalled $254,481,719, an in- 
crease of 9.7% over 1944. 

The 200 mutual casualty carriers 
listed showed year end assets of 
$729,083,665 and surplus of $191,- 
980,854. Casualty premiums in 
1945 were $397,764,220, a gain of 
11.6% over the previous year. 


MONTANA ISSUES PPF 
RULING 


ASUALTY companies may not 

issue a personal property floater 
contract in Montana, according to a 
recent ruling by the Attorney Gen- 
eral, if that contract covers the risk 
of fire or the underwriting of any 
other risk permitted by the statutes 
solely to fire companies. It is held 
that the decision does not conflict 
with previous rulings by the Attor- 
ney General permitting casualty 
companies to underwrite full-cover- 
age automobile policies that include 
therein the risk of fire, provided that 
the fire portion was the minority 
portion of the risk. 
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MERICA is emphatically willing to “get 
tough” to ensure safer, saner driving— 
judging from a recent nationwide poll, 
sponsored by safety groups. But it took 
many tragedies and near-tragedies to de- 
velop this uncompromising attitude. For the 
poll revealed that 3 out of 10 Americans 
have been injured in traffic accidents .. . 
1 out of 4 adults arrested for traffic violations! 


The arresting officers might be surprised 
to learn that two-thirds of their victims 
approved the “cop’s” conduct . . . even felt 
they deserved whatever punishment was 
given them! 


To 5 major proposals for reducing our de- 
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GENERAL REINSURANCE 
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plorably high accident rate, America gave a 
resounding “Yes!” A substantial majority 
favored a 50 m.p.h. speed limit . . . high 
school driving instruction . . . tax boosts 
for safer highways and cross-walks. Nearly 
everyone approved periodic examinations of 
drivers and vehicles . . . severe penalties for 
drunken or reckless driving. 


This poll, first step in a major postwar 
safety campaign, was directed by the chair- 
man of the National Conservation Bureau, 
a unit of the Casualty and Surety Industry. 
The industry, as always, is cooperating with 
safety agencies in a continuing war against 


death on the highways. 
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Ss is a practical ready reference and training course in federal if 


taxation. Here is a plain-spoken explanation of the outstanding 

federal taxes as imposed by the federal revenue laws — with empha- nan 
sis throughout on federal income taxation. Actually every angle of | to 
federal taxation, including “estimates,” income tax withholding, -* 


repealed excess profits tax (for carry-backs of unused credit which tg 
may have to be computed for 1946), gift taxes, estate tax, employ- . 


ment taxes, stamp taxes, and excise taxes, comes in for understand- me 
able explanation and discussion. Not a book, not a Topical Law met 


Reporter, this is a Course especially designed to make it easy to it ¢ 
sult 


” 


become familiar with the “ins” and “outs” of the federal tax system 


— how it was developed — what it is today. Gives expert’s-eye view lech 
ow! 
Each Tax, Each Taxpayer — Individuals, Corporations, Partnerships, cite 
Estates and Trusts — whatever the tax, whoever the taxpayer, if it is thor 
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issu 
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fort 
and applied. Current filled-in return forms, and pertinent Code B 


of everyday federal tax problems. 


federal taxation and belongs in the Course, it is covered here, speci- 
fically, definitely. Over 500 illustrative examples and calculations 
make plainer just how the federal tax laws are actually interpreted 


provisions provided, plus a wealth of “real-life” background from end 
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Automobile Liability Insurance—Con- 
flict of Laws—Law of the State Where 
Last Act Making Policy Effective Is 
to Be Performed Governs the Con- 
struction and Effect of the Policy 


The Standard Oil Company of 
New Jersey obtained from the Lum- 
bermen’s Mutual Casualty Company 
a fleet liability policy covering cer- 
tain named employees as owners and 
operators, for business or pleasure, 
of various automobiles. An em- 
ployee named Blake, who was not 
named in the original policy, desired 
to obtain coverage thereunder while 
on a motor trip with his wife in New 
Hampshire. His employer, through 
its New York office, made applica- 
tion in New York for an endorse- 
ment covering Blake. .The endorse- 
ment was issued and provided that 
it covered Blake “for damages re- 
sulting from any accident occurring 

. while driving any passenger 
vehicle” with the permission of the 
owner. The endorsement also re- 
cited that “when signed by an au- 
thorized representative of the com- 
pany and attached” to the policy 
issued to the Standard Oil Company 
of New Jersey “it shall be valid and 
form a part of said policy.” 

Both the original policy and the 
endorsement purported to have been 
countersigned in Newark, New Jer- 
sey by an agent of the insurer resid- 
ing in Newark, New Jersey. As a 
matter of fact, neither the policy nor 
the endorsement had been signed in 
New Jersey but the name of the 
New Jersey agent had been affixed 
to the policy and to the endorsement 
in New York by another employee 
of the insurer pursuant to a power 
of attorney from the New Jersey 
agent. 

While driving an automobile on 
a motor trip in New Hampshire 
Blake became involved in an acci- 
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dent in which his wife sustained per- 
sonal injuries. The wife instituted 
suit against her husband in New 
Hampshire, alleging that the acci- 
dent had been caused by the negli- 
gence of her husband. The Lumber- 
men’s Mutual Casualty Company 
thereupon instituted an action for 
declaratory judgment by which it 
sought a determination of the ques- 
tion of whether or not it was re- 
quired to assume the defense of the 
suit brought by Mrs. Blake against 
Blake. It was contended by the in- 
surer that it was not liable upon 
three grounds: 

1. That the construction and ef- 
fect of the policy and endorsement, 
having having been countersigned 
and delivered in New York, were 
governed by the laws of New York; 
that by statute in New York it is 
provided that no policy of liability 
insurance shall cover damages sus- 
tained by a spouse of the insured, 
unless a specific provision to that 
effect is contained in the policy. 

2. That the endorsement had not 
actually been physically attached to 
the policy at the time of the accci- 
dent and was not, therefore, valid 
and in effect when the accident oc- 
curred. 

3. That under the laws of New 
Jersey, where Blake and his wife 
maintained their domicile, a wife 
cannot maintain an action against 
her husband based upon his personal 
tort. 

The Supreme Court of New 
Hampshire in Lumbermen’s Mutual 
Casualty Co. v. Blake, (June, 1946) 
47 Atl. 2d 874, ruled against the 
insurer on all three questions and 
held that the suit of Mrs. Blake 
against her husband was within the 
coverage of the policy. 

It is the generally prevailing rule 
that where an insurance contract 
provides that it must be counter- 


signed before becoming effective, the 
place of countersignature is regarded 
as the place of the last effective act 
and determines the controlling law. 
As the special endorsement covering 
Blake, which was delivered to 
Blake’s employer, showed on its face 
that it was signed in New Jersey by 
a resident of New Jersey, the Court 
held that the law of New Jersey 
governed the construction and effect 
of the policy, even though the actual 
countersigning of the endorsement 
took place in New York. 

Upon the question of the effect 
of the failure to attach the endorse- 
ment to the policy, the Court held 
that the neglect to do so was unim- 
portant, citing the case of Maryland 
Casualty Co. v. Beebe, (1931, C.C.A. 
10th) 54 Fed. 2d 743, wherein the 
Court said: “It is a matter of com- 
mon knowledge that endorsements 
on insurance policies such as va- 
cancy permits, mortgage clauses, 
and the like, are often sent to the 
insured through the mail; the in- 
sured does not forfeit his insurance 
because he neglects to paste or pin 
the rider on the policy. This com- 
mon-sense view has been taken 
whenever the question has arisen.” 

The Court further held that the 
law of New Jersey, which prevents 
a wife from suing her husband in a 
tort action, did not prevent her from 
maintaining the action filed by her 
against her husband in New Hamp- 
shire, the state in which the tort 
occurred. It is the general rule that 
although by the law of their domi- 
cile spouses may not sue each other 
for a personal tort, that rule is no 
defense in an action by one of them 
against the other in another jurisdic- 
tion wherein the tort occurred, and 
by the law of which they are allowed 
to sue each other. See annotation 
146 A.L.R. 705. 


(Continued on the next page) 
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Windstorm Insurance — Conflict of 
Laws—Law of the State Where Last 
Act Making Policy Effective Is to Be 
Performed Governs the Construction 


and Effect of the Policy 


In a recent federal case the rule of 
law followed in the New Hampshire 
decision above reported was an- 


nounced and followed by the Court, 
but in this instance it inured to the 
benefit of the insurer and against 
the insured, Wootton Hotel Corp. 
v. Northern Assurance Co., (May, 
1946, C.C.A. 3d) 155 Fed. 2d 988. 

The plaintiff, a New Jersey cor- 
poration, owned and possessed an 
ocean pier at Brigantine Beach, New 
Jersey. It obtained from the defend- 
ant insurance company a policy of 
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windstorm insurance insuring the 
pier against such damage in the 
amount of $10,000. While the policy 
was in effect a storm occurred and 
a portion of the pier was destroyed, 
A few weeks before the storm and 
and damage occurred the plaintiff 
had entered into a written agreement 
to sell the pier to a third person, 
which agreement of sale was com- 
pleted a few days after the storm 
occurred. 

The policy contained a provision 
rendering the policy void “if the 
interest of the insured be other than 
unconditional and sole ownership 

. or if any change other than by 
death of the insured, take place in 
the interest, title or possession of the 
subject of insurance .. .” 

After the loss occurred the in- 
sured instituted suit to collect upon 
the policy for the damage done to 
the pier by the storm. One of the 
defenses interposed by the insurer 
was that under the above quoted 
language the policy was void at the 
time the damage occurred by rea- 
son of the insured having entered 
into the agreement of sale. 

The principal question for deci- 
sion was whether the law of Penn- 
sylvania or the law of New Jersey 
governed, for under the law of New 
Jersey the interest of the assured, 
upon execution of the agreement of 
sale, ceased to be unconditional and 
sole ownership. 

The policy contained a provision 
that it should not be “valid until 
countersigned by the duly author- 
ized agent of the company in Col- 
lingswood, New Jersey.” This pro- 
vision was in conformity with the 
New Jersey statute. The policy also 
bore the language “Countersigned 
this 15th of July, 1941 (signed) E. 
MacConnell, Agent.” The actual 
signing of the policy by the agent, 
however, had not taken place in New 
Jersey but in Pennsylvania. 

Applying the rule that where a 
policy is required to be counter- 
signed by an agent in another state, 
the contract is to be governed by 
the law of the state where the agent 
resides, it was held that the law of 
New Jersey governed and that the 
policy was void under New Jersey 
law by reason of the change in the 
interest of the owner brought about 
by his entering into the contract for 
the sale of the insured property. 
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Aetna Fire Group: About a month ago 
Roderick M. Griswold and William F. 
Pickles were appointed special agents of 
the group’s automobile department. Trav- 
elling out of the home office, the new 
specials will assist agents in the writing 
of automobile fire, theft and collision 
business. 
*. & 


American Associated: Edgar E. Issacs 
has been advanccd to the post of assist- 
ant manager of the Philadelphia branch 
office. Mr. Issacs started his insurance 
career in 1930 as a compensation and lia- 
bility underwriter. John P. Coffay, Jr., 
has been named New York branch man- 
ager. Mr. Coffay entered upon his insur- 
ance career more than twenty years ago 
and since joining the American-Associ- 
ated branch office staff in 1941, he has 
occupied the positions of underwriting 
manager and Metropolitan production 
manager. 
x kk 


American Casualty: Gertrude Klose 
has been appointed manager of accident 
& health underwriting of the Pittsburgh 
branch. Starting in 1937 with the Pitts- 
burgh office of the Continental Casualty 
Company, Miss Klose assumed complete 
charge of all accident & health under- 
writing in 1942, 

Opening of a Nashville branch office 
under the supervision of William E. 
Lambie resident manager was recently 
announced. 

xk kk 


American Insurance Group: To assist 
in the operations of the marine division 
as a whole with emphasis on production 
activities, the group has appointed A. J. 
Cullen as marine supervisor at the head 
office in Newark. Mr: Cullen, who has 
had over sixteen years’ experience in 
various capacities of the fire and marine 
business, formerly had been regional 
supervisor for a number of states in the 
East with offices in Philadelphia. Edward 
J. Masterson has been transferred to the 
Buffalo service office as marine special 
agent to develop inland marine business 
in that area. 
x * 


American International Underwriters 
Corp.: William A. Butz has joined this 
organization as reinsurance manager. 
Before entering the army in January, 
1942, Mr. Butz was connected with the 
Employers Group in Boston as assistant 
superintendent of the reinsurance depart- 
ment. Prior to that’ he was assistant 
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HOME OFFICE AND 
FIELD APPOINTMENTS 


secretary of Sterling Offices, Ltd. rein- 
surance brokers of New York, and direc- 
tor and assistant secretary of the Lion 
Fire Insurance Company of New York. 


xk *® 


American International Underwriters 


For The Philippines, Inc.: Arthur H. 
Henderson, who has been associated with 
the insurance business since 1924, has 
been appointed executive vice president 
of this organization. An affiliate of the 
American International Underwriters 
Corp. of New York, the Philippines or- 
ganization represents a group of leading 
American insurance companies writing 
general insurance throughout that terri- 
tory. 
> & 


Appleton & Cox: A branch office has 
been established at Syracuse under man- 
agement of Joseph M. Trask, Jr., as state 
agent. The new office serves the North- 
ern and Central portions of New York. 
The Buffalo office continues to operate in 
territories roughly west of but including 
Rochester. John A. Munro has been 
named state agent for Michigan to assist 
Mr. Bornkamp in the Detroit office and 
Ervin J. Dickey, Jr. has been appointed 
special agent in the states of Georgia and 
Alabama. 
x *k * 


Associated Aviation Underwriters: A 
branch office has been opened at San 
Francisco to underwrite aviation lines 
from producers of that city and Northern 
California and Oregon, Washington and 
Utah areas. Temporary location of the 
office is in the Lumberman’s Building, 
110 Market Street. Manager of the new 
branch is S. C. Kelley, who will be as- 
sisted by R. H. Griffith, Jr. and Wilfred 


Daly, as underwriters and special agents. 
2:2 


Atlantic Mutual: Advancement of Wal- 
ter A. Behan to assistant manager of the 
Metropolitan producing department was 
announced early last month. 


x** 


Booth, Potter, Seal & Co.: R. Stockton 
Rush, formerly agency secretary of the 
North America Companies, is now as- 
sociated with this well-known firm of 
insurance and reinsurance brokers in 
Philadelphia. With the exception of three 
and one-half years in the United States 
Navy, Mr. Rush had been with the In- 
surance Company of North America since 
1926 when he joined the organization 
after attending Princeton University. 





Chubb & Son: Early last month F. W. 
Wrenn was named manager of the fire 
department of this organization. Mr. 
Wrenn had been acting manager of this 
department since the retirement of the 
late A. H, Witthohn on July 1, 1945. In 
the fire field, Chubb & Son manages the 
Federal and Vigilant Insurance Com- 
panies and the United States branch of 
the Sea Insurance Company, Ltd. of 
Liverpool. 
= & £ 


Commercial Standard: H. Trenary has 
joined the organization as claims adjuster 
in the home office. 


=-S @ 


Dearborn National Group: 4/fred G. 
Hall, recently returned from service in 
the Armed Forces, has been named man- 
ager of the Grand Rapids office of the 
Michigan branch of the Dearborn Na- 
tional Insurance Companies. 


x ** 


The Employers’ Group: Joseph R. 
Wells, for many years superintendent of 
the group’s New York bonding depart- 
ment, was recently appointed assistant 
to the managers at the home office. Mr. 
Wells will devote the greater part of his 
time to the development of the fidelity 
and surety business. 


x & 
Fidelity & Casualty Company of New 


York: Three new resident managers and 
an agency supervisor were appointed: T. 
G. Hendricks is the new manager at Pitts- 
burgh replacing the late C. J. Hammer 
and E. L. Smith has been appointed 
agency supervisor at that office. A. F. 
Timmins is resident manager of the 
newly created Baltimore office and J. W. 
Sano is resident manager of a branch 
office being established at Charleston, 
West Virginia. 
xk * 


Fidelity and Deposit Co.: Kenneth B. 
Kell has been promoted to the position 
of assistant manager in the Syracuse of- 
fice of the F. & D. and its affiliate, Amer- 
ican Bonding. Mr. Kell has been con- 
nected with the two companies for the 
past ten years. 


xk 


Glens Falls-Group: Effective October 
1, Robert P. Crawford was appointed 
manager of the home office automobile 
and inland marine departments of the 
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Field Appointments—Continued 


Glens Falls and Commerce Insurance 
Companies. He will be under the direct 
supervision of secretary Robert A. Leeret. 
Effective October 15th Albert J. Weiss 
was named executive special agent for 
Chicago and the surrounding metropoli- 
tan district. In addition to the supervi- 
sion of this area for both fire and casu- 
alty insurance, he will assist in the 
underwriting and service departments of 
Chicago and Cook County. 


x *k * 


Hartford Accident & Indemnity: Three 
additional claim offices were opened: one 
in Austin, Texas, one in Eau Claire, 
Wisconsin and one in Fargo, North Da- 
kota, in charge of Everett L. Culver, R. 
D. Thompson and John W. Raether, re- 
spectively. 

, > = 


Home Group: Effective October 10th 
Herbert H. Chittenden was named resi- 
dent secretary in the state of Ohio. Mr. 
Chittenden has been associated with the 
group since 1917 and for the past seven 
years has been manager of the Ohio field 
with offices at Columbus. Also effective 
October 10th Hamilton W. Gelston was 
named assistant manager of the Brooklyn 
service office of the National Liberty In- 
surance Company. Effective October 15th 
James C. Rousseau became associate state 
agent for the state of Alabama for the 
Home and Franklin Fire. 


Richard L. Yocum has been made man- 
ager of the Kansas City, Missouri, of- 
fice of the Home Indemnity. Mr. Yocum 
replaces L. M. Thompson, formerly man- 
ager of this office, who will be transferred 
to Portland, Oregon, as manager of the 
company’s office in that city. 


x *k * 


LumBermens & Manufacturers Mu- 
tuals: D. B. Pritchard has been elected 
vice president of the Lumbermens and 
Manufacturers Mutuals of Wisconsin, 
Inc. Mr. Pritchard has been with the 
organization since 1935 and previously 
was on the staff of James S. Kemper, 
Chicago. 


xk * 


Lumber Mutual Fire: Fred A Beckford, 
formerly with the Norfolk and Dedham 
Mutual, has joined this company as su- 
pervisor of agencies. Under the com- 
pany’s expansion program Mr. Beckford 
will have charge of all agency develop- 
ments. 


* = 2 


National Association of Casualty and 
Surety Agents: H. F. Warner of Kansas 
City, Missouri, president of Speed-War- 
ner, Inc., has been appointed chairman of 
the Association’s committee on fidelity 
and surety bonds. Membership of the 
committee will be announced later. 
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National Bureau of Casualty & Surety 
Underwriters: Joseph E. Martin has been 
appointed manager of the New York 
Plate Glass Service Bureau and the New 
York Rating Office, both divisions of 
the National Bureau. Mr. Martin has 
been in the insurance business for over 
thirty years and is well qualified to as- 
sume the responsibilities of the two di- 
visions so capably managed by the late 
John W. Marden. William J. Smith has 
been appointed assistant manager of the 
two divisions. Mr. Smith has —_ with 
the National Bureau since 1937. Clarence 
E. Hahn, with the New York Plate Glass 


Service Bureau for the past fifteen years, : 


has been named supervisor of plate glass 
inspectors. 
x *k * 


North British Group: Effective October 
1, John L. Magenheimer was advanced to 
the position of secretary in charge of the 
western department in New York. Mr. 
Magenheimer joined the organization on 
July 2, 1923, was appointed special agent 
at Cleveland on October 1, 1930 and be- 
came state agent on January 1, 1942. 


x *k * 


Northwestern Mutual Fire: R. K. Bud- 
long well-known claims expert in the 
northwest took over his new duties as 
branch claims manager in Spokane on 
October 15th. Recent returnees from 
the Armed Services are George W. Hare 
who has been added to the company’s 
field staff in northern Ohio and Michigan 
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and Burton P. Noyes who was assigned 
to the Massachusetts and Maine territory 
as special agent. 


x * * 


Norwich Union: As of October 1, Joseph 
F, Kett, superintendent of the brokerage 
and service department became local 
secretary succeeding Frederick W. Me- 
sey. Other recently announced changes 
include the appointment of Frederick 
Gorder as Cook County manager and 
Chester F. Gritton as state agent for 
Minnesota. Thomas O. Nuckles, Jr. 
state agent for Missouri has had his 
territory extended to cover the State of 
Kansas. 
kkk 


Pacific National: William B. Winchell 
has been appointed vice president in 
charge of eastern operation at the east- 
ern department offices in Philadelphia 
succeeding vice president W. L. Wallace 
who was placed in charge of nationwide 
production for the company. Mr. Win- 
chell has had broad and varied experi- 
ence covering a period of twenty-five 
years. He joined the North British & 
Mercantile Group twenty-three years 
ago and for the past several years he has 
been at the New York offices as secre- 
tary in charge of western business. 


kk * 
Standard of Detroit Group: Coleman 


T. Mobley has been named claim repre- 
sentative for the Grand Rapids service 
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office. Allen D. Lewis has been appointed 
field representative for the eastern Mich- 
igan territory of the Detroit branch office. 
Robert Holtmann was appointed office 
manager of the Cincinnati branch office. 


xk 


Sterling Insurance Company: Ray 
Lonnon Agency has been appointed gen- 
eral agent for the company. The agency 
will be located at 330 South Wells Street, 
Chicago, specializing in health and acci- 
dent, life and hospitalization coverages. 
It is owned by Ray Lonnon, who has long 
been prominent in insurance circles in 
Illinois. 


x * * 


Towner Rating Bureau: Elmer C. And- 
erson joined the bureau. Mr. Anderson 
has an excellent background in the fi- 
delity and surety business having served 
in the branch offices of the Hartford 
Accident and The Employers’ Group at 
Chicago from 1919 to 1935 and from that 
date forward at the head office of The 
Employers’ at Boston. 


> a 2 


Travelers Fire: Cameron S. Toole, as- 
sistant manager of the metropolitan New 
York office for many years became man- 
ager on November 1, following the re- 
tirement of Fred W. Kentner who oc- 
cupied the managership of that office 
since it was established in 1925. 


The Travelers: Charles H. Conland has 
joined the home office in the compensa- 
tion and liability department. Mr. Con- 
land was vice president, assistant pub- 
lisher and advertisthg manager of the 
COURANT. Russell D. Leinbach has 
been promoted to the position of super 
intendent, casualty accounting division. 
Mr. Leinbach succeeds Alfred /. Cody, 
who retired after more than 37 years’ 
service with The Travelers. The appoint- 
ment of two new field assistants, casu- 
alty, fidelity and surety lines, was an- 
nounced: Frank S. Poe, Charlotte, North 
Carolina; James G. Boyle, Pittsburgh, 
Pennsylvania. 
SS | 2 


United National Indemnity: The in- 
demnity company, running mate of the 
National Fire Group, announced the fol- 
lowing appointments: Joseph H. Cahill, 
Jr., special agent in Wisconsin; Steven 
M. Mortenson, special agent in Kansas; 
Norman A. Laibly, superintendent of the 
compensation and liability department. 


x 2 & 


Winkler & Company, Inc.: Formation 
of this new agency firm in New Orleans 
became effective several months ago fol- 
lowing the liquidation of the Gillis-Wink- 
ler Insurance Agency. The new agency 
is headed by Thomas Q. Winkler, presi- 
dent and Horace Herrin as secretary and 
treasurer. The office is equipped to handle 
all forms of fire and casualty coverage. 
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Reinsurances & Special Risks 


630 DORCHESTER, W. 4 FENCHURCH 
MONTREAL LONDON 














REED, SHAW & McNAUGHT 


Established 1872 
Complete Insurance Facilities 


360 St. James St., W. Montreal, Que. 
64 Wellington St., W. Toronto, Ont. 








OBRION, RUSSELL & CO. 
Service To 
Agents and Brokers 
All Forms of Insurance 
Boston—New York—Los Angeles 





FAIRFIELD, ELLIS & GRANT 
LIM 
Successors to ae 5 Ellis Limited 
INSURANCE ADVISERS 
460 ST. JOHN. STREET, MONTREAL 
Associate Offices : 
Fairfield & Ellis 
60 Congress St. Boston 
79 John St New York 


WILLIS, FABER & CO. 
of Canada, Limited 
INSURANCE BROKERS 
Board of Trade Bidg. 
Parent Office 


WILLIS, FABER & DUMAS, LTD. 
London, England. 


Montreal 








JOHN 6. PAIGE & COMPANY 
Insurance of Every Description " 
6 

40 BROAD STREET 


BOSTON 


New York Portland 





Los Angeles 





FOUNDED 1864 
ROBERT HAMPSON & SON, LIMITED 


Canadian Representatives 
FIRE, MARINE & CASUALTY COMPANIES 


Brokerage & Service Depts. 


St. John St., Montreal 
ist AF Bank Bidg., Toronto 














A. E. WILSON & COMPANY, LIMITED 
GENERAL INSURANCE AGENTS 
Lumsden Bldg. Toronto 


Service Throughout Canada 








PENNSYLVANIA APPROVES REPLACEMENT COST ENDORSEMENTS 


REGG L. NEEL, 


has notified all fire insurance com- 
panies that use of replacement cost 
endorsements on fire and supple- 
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Insurance 
Commissioner of Pennsylvania, 


mental covers will be permitted in 
his State. Mr. Neel pointed out that 
while the Department cannot insist 
upon uniformity it would prefer that 
the companies adopt one form rather 


than seek approval of a multiplicity 
of submissions which will be essen- 
tially the same and yet vary in lan- 
guage. 
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DISTORTED SPEECH 


VEN a dog knows whether you 
beare going to kick him or pet him, 
by the tone of your voice. 

If you say “Get out of here, you 
cur!” the dog will slink away with 
his tail between his legs. But if you 
say “Come here, Mickey! You're a 
fine old dog!” and if your voice 
quality matches the feeling of the 
words, the dog will come toward 
you wagging his tail. He recognizes 
a friend by the friendly voice. 

People are like dogs in that way. 
If you wish to make friends and in- 
fluence people, make your voice at- 
tractive. (And may we hope that 
you wish to influence them for 
good; it is not enough to influence 
people merely with self-interest in 
mind. To influence them for good 
is worthy of any Christian gentle- 
man. ) 


Underlying Causes 


Speech distortions may result 
from many causes. Such distortions 
are usually caused by emotional 
changes, but may just as well come 
from physical circumstances. What 
ever the cause, voice is one of the 
best barometers of your physical 
and mental condition. In no other 
way does one so definitely reveal his 
true self and his true character as 
by the tone of his voice. 

Look at some of the physical 
conditions which affect vocal tone. 

If you chew gum, your voice 
sounds flat, because you are also 
chewing your words. The mouth 
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by DR. RAY M. RUSSELL 
Beverly Hills Toastmasters Club 


shapes itself into a slit. The tones 
cannot follow the nasal tract, and 
they cannot escape from the mouth 
in any but a “quacking duck” effect. 

If you chew tobacco, and try to 
talk with the chew of tobacco pushed 
inside one cheek, you emit a hollow 
tone which sounds more or less like 
Edgar Bergen’s “Mortimer Snerd,” 
or Walt Disney’s “Horse” character. 


Pipes and Cigars 


If you smoke a pipe (and it is 
impossible to smoke a pipe without 
biting hard on the stem to keep 
the pipe from failing out of your 
mouth) the clenched teeth will de- 
velop a stiff jaw and constricted 
throat muscles, and your voice will 
sound pedantic, caustic, too precise, 
and “tone-white.” Even worse than 
the distortion of the stiff speech, a 
sibiliant S is a natural consequence 
of biting a pipe, and it persists even 
when the pipe is not in the mouth. 
Only snakes and geese hiss—and 
pipe smokers! 

If you smoke cigars your voice 
will take on a nasal sound. 

This is because one side of your 
face must move to the opposite side 
to hold the cigar in your mouth. 
The cigar is large, and therefore 
fills the mouth, so that the natural 
result is to place your voice in your 
nose, because the air cannot freely 
escape from the mouth—it is all 
filled up with cigar. And so the 
inveterate smoker can count on a 
sour face and a surly voice as conse- 


quences of his habitual indulgence. 

I lived and practised as a physi- 
cian in London for 12 years, and in 
all that time I never saw what the 
English theater producers conceived 
as the “typical American” on the 
stage who did not have a cigar in 
the corner of his mouth, and who 
did not hold the cigar in his mouth 
while talking, and who, even though 
he occasionally removed the cigar, 
did not continue with the same 
twisted face and nasality of voice. 
We know that this is not really the 
typical American, but the only way 
for us to live it down is to smoke 
cigars as a gentleman should smoke, 
always removing the cigar before 
speaking. This thoughtfulness will 
save the smoker from acquiring a 
permanently frozen face, twisted 
out of shape, and a nasty nasality 
of speech, occasionally accompanied 
by a whine, or by the petulant snarl 
as of a peevish dog. 


Nasal Tone 


A cigar smoker handicaps him- 
self in speech. He invites nasality 
of tone. He gives himself the effect 
of a “clothespin” nose. You can 
imitate the “clothes pin” effect by 
pinching your nose with your fin- 
gers. This closes off the nasal pas- 
sages, and produces an unpleasant 
vocal effect. The cigar smoker has 
what we may call a “half-clothes 
pin” nose, because when he pulls 
half of his face over to accommo- 


(Continued on the next page) 























Distorted Speech—Continued 


date the cigar, one of his nasal 
passages is blocked, and his voice 
becomes definitely nasal. 

You are known by your voice 
mannerisms as well as by other 
mannerisms, such as your hand- 
shake, your stride, or your posture. 
You could be blindfolded, and still 
be able to recognize your friends 
or your enemies by their voices. 


Physical Ailments 


You can develop your ears to such 
an extent that you can even know 
and diagnose people by their voices 
alone, recognizing traits of charac- 
ter as well as physical condition, 
sometimes even identifying physical 
ailments by the speaking voice. 

During my years in professional 
practice, including internship in a 
hospital, a year as house-physician 
in the same hospital, and much ob- 
servation in various clinics, it has 
been a hobby with me to note the 


voice qualities of patients suffering 
from various diseases. There are 
definite characteristics which almost 
inevitably accompany certain ail- 
ments. 

For example, acid stomachs 
(ulcers and gastritis cases) usually 
have acid voices and acid disposi- 
tions—sharp and sour. Their voices 
would almost cause blue litmus 
paper to turn red. 

Gall bladder and liver subjects 
have what may be called bitter 
speech, varying with the stage of 
the disease from acrid gall to cyn- 
ical irony. Their presence is often 
a “bitter pill” to take, principally 
because of the bitter quality of their 
speech distortion. 


Philosophy 


Emotions cause definite directions 
or distortions of speech quality. 

The pessimist has a bitter, hard, 
despondent, gloomy voice, because 
he tends to exaggerate evil and to 
anticipate misfortune and failure. 
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The optimist, looking on the 
bright side of life, takes a hopeful 
view and usually has an enthusiastic, 
vibrant voice. 

Fear-ridden souls, who are ap. 
gry, jealous and hateful, have the 
caustic, shrill sort of voice which 
characterizes a broadcasting Hitler, 


Complaining Voice 


Repression, frustration, discour- 
agement and disappointment will 
call forth a whining, complaining 
voice. 

Severe pain will cause a tight, 
high, humming effect in the voice, 
all unconsciously, in an animal as 
well as in a human being. 

Sorrow, as from a loss by death, 
will cause the voice to break. 


Sympathy 


Sympathy and humility of spirit 
are often acquired through personal 
experience of pain or thru some 
bereavment, and these qualities re- 
flect themselves in a voice which 
may be sympathetic and attractive. 
If your present distortion of speech 
is enough to drive people away from 
you, it might be a blessing for mis- 
fortune to strike near you or for 
severe pain to humble you, so that 
your voice might have a chance to 
become sympathetic. 

The fact is that you have a right 
to a good voice. Ten to one, your 
vocal apparatus is all right. The 
trouble with your voice is that you 
have distorted it by any of the bad 
habits mentioned above, or by any 
one of dozens of others which might 
be named. 


Correct Distortions 


To distort is to twist out of shape. 
That is what you do to your voice 
when you misuse it. You owe it to 
yourself and to your associates to 
correct such unpleasant distortions, 
and to culivate a voice quality 
which, at the very least, can be heard 
without unpleasant effects, and 
which, at the best, can be made one 
of your assets in your quest for suc- 
cess, in that it pleases, attracts, and 
wins confidence on the part of those 
who hear it. 


-From Toastmaster, Toastmasters International 
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OF NEW YORK 
ESTABLISHED 1885 


THE 60th ANNIVERSARY ACCIDENT POLICY 


An important addition to the wide variety of 
contracts issued by the PREFERRED during six 
decades of successful underwriting in the Per- 


sonal Accident Field. 


HOME OFFICE 
80 MAIDEN LANE © NEW YORK 7, N.Y. 
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MAINE STAND ON 
ALL-INDUSTRY BILLS 


HE attitude in Maine regarding 

the All-Industry rating bills may 
prove fairly representative of the at- 
titude in many of the states in which 
insurance does not play a large role. 
The concensus at the annual agents’ 
convention was definitely hostile to 
the proposed measures unless modi- 
fied to preserve the present system 
of free competition. Even Insurance 
Commissioner Perkins declared, 
“I’m not trying to have the All- 
Industry bills passed as is.” He 
went on to say that he had already 
inserted the word “underwriting” 
before “profit” so that investment 
returns would not be used in passing 
on rates and predicted that there 
would be little uniformity country- 
wide in regulatory bills. 
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LOW COST SALVAGE SERVICE 


Get our estimate before you settle. 
No damage is hopeless. 


All Clothing. 
Rugs, Carpets. 
Linens. 

Laces. 
Tapestries. 
Furniture Fabrics. 
Cushions. 


REWOVEN, RESTORED, REPAIRED 
Recommended by Nat'l. Museums, Press, Fire 
Co's., and Adjusters everywhere. 


LA MERS STUDIO 


EVERSHARP INTRODUCES 
NEW PRODUCTS 


VERSHARP, INC., has intro- 

duced a new ink designed with 
the particular requirements of finan- 
cial institutions and insurance com- 
panies in mind, according to C. L. 
Frederick, executive vice president. 
The new ink, Mr. Frederick said, 
is color-fast and permanent, and ex- 
ceeds requirements for business and 
legal records. 

Chemists of the company and the 
University of Michigan devoted 18 
months to research and tests before 
the fluid was perfected, he stated. 
Fadeometers, which record fading 
under various kinds of light and ex- 
posure, show that the ink exceeds 
maximum federal requirements for 
writing, the company executive an- 
nounced. Before marketing the ink, 
Eversharp also conducted extensive 
consumer use tests. 

The new ink, Frederick said, also 
will greatly expand the market for 
the sphere-pointed pen which elimi- 
nates use of the conventional remov- 
able cap, and was developed to 
provide the public with a leak and 
smudge proof instrument which, in 
a split second, is ready for use. 
Thumb pressure at the top of the 
pen retracts the point so that the pen 
can be carried open in a pocket until 
needed again. In writing position, 
the sphere-point extends outside the 
barrel, and in carrying position it 
rests inside the barrel, protected 
from dirt or damage. 








SINCE 1925 
INLAND AND OCEAN MARINE 
FIRE-AUTOMOBILE 


New York City (7) 107 William Street 
Phone: Whitehall 3-5217 


Newark, N. J. — 11 Commerce Street 
Phone: Mitchell 2-7080 











142 EAST 34th ST., NEW YORK CITY BRANCHES 
(Near Lexington Avenue) pocenere, Md. Trenton, N. J. 
LExington: 2-3574 (26th Year) Atlantic City, N. J. Miowt, fae me 
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NEW YORK DOMESTIC 
SERVANTS' COMPENSATION 


A* OF January 1, 1947 all domes. 
tic workers, other than those on 
farms, employed by the same em- 
ployer for a minimum of 48 hours a 
week in a city or village of not less 
than 40,000 population, come within 
the recent amendment to the New 
York State Workmen’s Compensa- 
tion Law. Under this amendment 
employers of such domestic workers 
must provide workmen’s compensa- 
tion insurance covering them. Any 
employer who is subject to the new 
law becomes personally liable for the 
payment of compensation benefits on 
account of the injury of his domestic 
workers in case he is not insured, 
A form of restrictive coverage for 
employers who desire to obtain in- 
surance coverage only for those 
domestic workers who come within 
the mandatory provisions of the 
amended law has been authorized 
by the New York Compensation In- 
surance Rating Board and approved 
by the Superintendent of Insurance. 
Without the restrictive endorsement, 
compensation policies will be con- 
strued to cover all domestic workers 
of the named employer. 


INDEPENDENTS TO RECORD 
EXPERIENCE 


ESTAL LEMMON, manager 

of the National Association of 
Independent Insurers, announced 
that the independent insurance com- 
panies are formulating a simplified 
statistical plan for recording and 
reporting of experience for automo- 
bile and other fire and casualty lines. 
It is indicated that the adoption of 
this plan has been hastened by the 
action of certain states, such as Con- 
necticut, Florida, Illinois, Kansas, 
New Jersey and Texas, where the 
insurance commissioners have either 
promulgated statistical plans or have 
asked for the filing of such plans. 
Lemmon pointed out that the inde- 
pendent companies feel that they 
should not be required to become 
subscribers to rating organizations 
or report their experience to them 
and are very much opposed to being 
forced to use the statistical plans 
published by rating organizations. 
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property floater, an assured is 

building a residence himself, 
employing his own labor by the day 
and buying the materials, and has on 
the premises lumber, hardware, etc., 
which is stolen. At law this property 
cannot be classified as anything but 
personal. However, I have never 
thought of the personal property 
floater as contemplating such cover- 
age. What is your opinion as to 
coverage? 


GQ prerers under a_ personal 


A quite similar state of facts was 
involved in a recent Wisconsin Su- 
preme Court decision involving the 
loss of a movable steel pier. The 
court referred to the declarations 
contained in the policy wherein spe- 
cific classes of personal property 
usually incident to a household were 
listed, the last category concluding 
with “other personal property and 
miscellaneous articles _ including 
wines and liquors.” The court 
pointed out that this phrase, if any, 
would cover the loss but decided that 
the words “other personal property” 
were limited to other personal prop- 
erty of the general character listed 
in the declaration. A recovery was 
denied. If this decision is to be fol- 
lowed generally, the building mate- 
tial in our case would not be covered 
as it, also, is of a different character 
from any of the classes of property 
listed in the declaration. 


The decision in the Wisconsin 
case has been widely questioned, 
however, as it has been generally 
thought that all personalty not spe- 
cifically excluded is insured under 
the floater form. 
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Edited by C. W. TIERNEY 
Board of Trade Building, 
Chicago 4, Illinois 


This section is devoted to brief and spe- 
cific answers to sometimes puzzling problems 
encountered by insurance adjusters and 
claims men relative to loss adjustments and 
coverage. Answers to questions are based 
upon the knowledge, judgment and experi- 
ence of men fully qualified in the particular 
field of inquiry and are based upon recog- 
nized principles of the adjusting profession 
rather than upon "legal angles." 

In making this material available, "The 
Independent Adjuster," official publication 
of the National Association of Independent 
Insurance Adjusters, has indicated that all 
may not agree with the answers and that 
the editor will welcome and give voice to 
those who dissent. Furthermore, our readers 
may send direct to the editor such questions 
as they desire answered. To the end of 
avoiding a theoretical discussion of a broad 
subject which could more properly cov- 
ered in an extended article, the editor re- 
quests submission of a definite set of facts 
constituting the problem. To encourage the 
free flow of questions, it has been thought 
best not to disclose the names of the in- 
quirers. 


Dealers Open Policy 


Under an automobile dealers open 
policy (form no. 3) which is also 
endorsed to cover collision damage, 
the dealer gives permission to an em- 
ployee to use one of his cars, which 
had been taken in trade for pur- 
poses of resale. On the way to the 
employee's home, the car was in- 
volved in a collision. Is such damage 
recoverable? The “pleasure use en- 
dorsement” is not attached. 

This form covers “automobiles 
owned by the assured and held for 
sale... .” There is a divergence 
of opinion on the question involved. 


The theory in support of a denial of 
liability is that, when an automobile 
is loaned for personal use, it is not 
at that time “held for sale” but that 
the “holding for sale” is interrupted 
by the loan. It is our opinion, how- 
ever, that, even when the automobile 
is in the hands of an employee for 
personal use, it is still being “held 
for sale’ in the sense that it would 
be subject to sale and delivery even 
before the car would normally be re- 
turned to the salesroom. 


Interest of Assured Under 
New York Form 


At inception date, the insured un- 
der a 1943 New York Fire form was 
the owner of the property described 
in the policy. Later, he sold the 
property and thereafter became a 
lessee of the premises. If a loss by 
fire subsequently occurs, could the 
then lessee recover to the extend of 
his existing interest? 

We believe he could recover. The 
old form contained a_ prohibition 
against a change of interest which 
invalidated the policy. This provi- 
sion has been eliminated in the cur- 
rent form. The only restriction un- 
der the present cover is that recov- 
ery cannot exceed “the actual cash 
value of the property at the time of 
loss” (italics ours) and cannot ex- 
ceed “the interest of the assured 


therein.”” We take the wording of 
the insuring clause to refer only to 
the situation existing at the time of 
the loss without reference to pre- 
viously existing conditions. 





83 











= 
SS ees 


: 
Sete Fal » ae 8 See 
a hte PTET TOBE. 





ES SE 
Sta es 
SE BA rag ES 


eee 


peas ans 


<= 


ere? 


negmrnnnere >on 


Gaerne 


NEW PRESIDENT 
OHIO SAFETY COUNCIL 


C. HIESTAND, secretary of 

® the Ohio Farmers Insurance 

Companies of LeRoy, Ohio, has 

been elected president of the Ohio 
Safety Council. 

Mr. Hiestand has been associated 

with safety work for many years. 





DALE & COMPANY 
LIMITED 
Cc. GILBERT ROSS, PRESIDENT 


COMPLETE INSURANCE SERVICE 
THROUGHOUT CANADA 


LLOYD’S AGENTS ... MONTREAL 
Offices at 
MONTREAL, VANCOUVER, TORONTO, 
WINNI PEG, HALIFAX 


Associate Offices 


Payne & Hardy, Ltd. Hamilton, one 
David J. Morland, Ltd. North Bay, 0 








CHASE CONOVER & CO. 


AUDITORS AND ACCOUNTANTS 


135 SOUTH LA SALLE STREET 
CHICAGO 3, ILLINOIS 


Telephone Franklin 3868 








HARRY S. TRESSEL 


Certified Public Accountant 
and Actuary 


10 8. La Salle Street 
Chicago, Ll. 


M. W: -A.LA 
N. A. Moscovitch, A.A.LA. 
W. Hi. Gillette, O.P.A. 
J. Lally Franklin 4020 


Wolfe, Corcoran & Linder 


Consulting Actuaries 
Auditors and Accountants 








116 John Street, New York, N. Y. 








WOODWARD and FONDILLER, Inc. 


Consulting Actuaries 
Insurance Accountants 
90 John Street, New York 


Telephone Barclay 7-3428 








WOODWARD, RYAN, SHARP 
& DAVIS 
Consulting Actuaries 


41 PARK ROW, NEW YORK 
Telephone Barclay 7-4443 








CONFLICTING LOWER 
COURT DECISIONS 


WO recent and rather contradic- 

tory lower court decisions regard- 
ing local insurance boards have 
caused considerable comment and 
both are scheduled to be fought 
through to the U. S. Supreme Court. 

The California Supreme Court 
reversed the decision of the lower 
courts by ruling in Speegle’s favor 
in his case seeking $100,000 damages 
from the Board of Fire Underwrit- 
ers of the Pacific. Speegle alleges 
that the defendants discriminated 
against him and caused the with- 
drawal of board companies from 
his agency when he placed business 
with non-board carriers. 

The Minnesota District Court up- 
held the Minneapolis Underwriters 
Association, a local fire board, in 
the Miller case in which three of the 
by-laws of the association were 
challenged, the maintenance of rates 
rule, the in-or-out rule and the non- 
intercourse rule. 


CANADA MAY BROADEN 
UNDERWRITING POWERS 


T a recent conference, the Su- 

perintendents of Insurance of 
the Provinces of Canada agreed to 
seek legislative aid in relaxing some 
of the more restrictive provisions 
concerning underwriting powers 
looking toward the granting of 
licenses based on the classes of in- 
surance permitted in a company’s 
charter. Companies writing broad 
policies or seeking multiple under- 
writing powers are currently handi- 
capped by narrow definitions and 
variations in definitions in different 
jurisdictions. 





CASUALTY 
ACCOUNTANT & 
STATISTICIAN 


Here is a man 30 years of age with 
18 years of fine experience. Now em- 
ployed as chief accountant and statis- 
tician. Has a pleasant personality, 
lots of ability and good references. 


FERGASON PERSONNEL 


Insurance Personnel Exclusively 


166 W. Jackson Blvd. HAR. 9040 
CHICAGO 4, ILL. 
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NATIONAL BOARD 
RETURNS TO RADIO 


HE National Board of Fire Up. 

derwriters returned to the radi 
at 3:30 P.M. EST., Sunday after. 
noon, Nov. 3, over a_ national 
hook-up of 259 stations in eye 
State in the MBS-WOR-WG\ 
chain. 

The new weekly program was a 
vivid half-hour drama based on the 
queer turns given human destinies 
by sudden catastrophes of fire or 
hurricane striking without warning. 
On future programs a wide variety 
of dramatic situations will be coy- 
ered, including mysteries, comedies, 
heroic adventures and old-fashioned 
melodramas. The dramas will be 
fictional. The background material 
of the fictional plots will be based on 
actual fires, hurricanes, or marine 
disasters. 

Between the acts of the drama, an 
outstanding public figure in the field 


of fire protection, fire prevention, or 


conservation of national resources 
will talk briefly on special problems 
affecting the general public welfare 
in a time of scarcities of housing and 
commodities of nearly every kind. 

The new program marked the be- 
ginning of a third year on the air 
for the National Board. For the 
last two years, ending in July, the 
National Board sponsored news 
commentators in a weekly fifteen- 
minute evening program, with satis- 
factory audience ratings. Both 
Leland Stowe, who covered the for- 
eign field when the war was on, and 
Earl Godwin, who dealt with domes- 
tic news after peace came, attracted 
substantial audiences every week 
and exceptional audiences during 
many weeks when news was excit- 


ing. 






'; Impartial Valuations 
~ of Industrial and 
Commercial Property ..+ 
over 35 years of factual 
appraisal service to Amere 
ca’s more conservative 
business institutions. 
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‘SELLING TIPS 


from The HO 


LET YOUR LIGHT SHINE 


RECENT inquiry reveals that 

too many policyholders know 
too little about the fire insurance 
business. The deserved prestige of 
agents suffers because of this lack 
of correct information. 

Educating the public is a slow 
process—even with the aid of ad- 


_vertising. Keeping everlastingly at 


it seems to be required. But the 
effort is justified by the enhanced 
prestige or goodwill which ensues. 
You identify yourself as a bene- 
factor of your community whenever 
you inform a policyholder of the 
services to your community rendered 
by the fire insurance business at 
its own expense. You bring the 
community benefit home to the in- 
dividual, when you make sure that 
he knows the cost of fire insurance 
is lower than it was in former years. 


—U.S. F. & G. Bulletin. 


BUS BUSINESS 


FLEET of busses may be stored 
by a local transportation com- 
pany in one garage, or a sizable per- 
centage of the fleet may be housed 
in a building for a lengthy period of 
time daily, say from midnight to six 
in the morning. Destruction of the 
garage and vehicles might put a bus 
operator out of business perman- 
ently, or cripple his business until 
that vague day when he can make 
replacements. Think what Use and 
Occupancy insurance would do for 
an operator in this position. Small 
operators, especially those who store 
all their vehicles under one roof for 
several hours at a time, are in urgent 
need of business interruption cov- 
erage. 
—Fireman's Fund Record 


For November, 1946 


CUT RATE SALES 


T ACTUALLY is harder to sell a 

cut rate policy than it is to sell a 
standard rate policy. People are not 
looking for cheap insurance, any 
more than they are looking for high 
return investments ; they are looking 
for good insurance and for good in- 
vestments. —The General Agent 


A’ WORD TO THE WISE 


OME of those who look into the future 

predict a dire depression. Others forsee 
a boom period. 

Whichever way the business trend goes, 
it is better to be prepared. Periods of gloom 
are especially difficult to combat, in which 
case it may be wiser to take precautions 
beforehand. With this in mind, it may help 
to watch your collections. 

In the event of reduced retail trade, insur- 
ance, that was bought in an offhand manner 
by the smaller merchants when activity was 
at its peak, might well be cancelled, par- 
ticularly if the premium has yet to be paid. 

—Employers’ Pioneer. 


FIDELITY BONDS 


HE agent who overlooks today 

the importance of providing his 
client with fidelity bond protection, 
is not only losing out on another 
commission, but, and of much 
greater import, is most negligent 
with regard to his client’s present 
protection needs. Today, with ac- 
countants directing their energies 
toward the business man’s tax pic- 
ture and the financial pressure many 
white collar workers are now under, 
thousands of fidelity losses are 
building up in business organiza- 
tions all over the land. Naturally 
the employer is unaware of his 
“capital leakage,” and with the 
emphasis on creating goods rather 
than sales, he has little time, with 
his limited and in many instances 
inexperienced personnel, to seek 
out and close up these leaks.— 
Standard Accident. 


ME 


OFFICE 





PUBLIC LIABILITY 


HERE are many different sales 

approaches but certainly none 
will be successful if you don’t ask 
the all-important question. Many 
agents have been quite successful in 
their sales approach by relating the 
facts of real accidents. Go forth 
with a true story based on facts. 
Cut out all the make-believe. Repeat 
the story to every property owner 
and business man you meet, and it 
should be so convincing as to gain 
you immediate attention. Illustrate 
an accident where there was no 
public liability policy in force, prov- 
ing the hazard your prospect faces 
without insurance. Or better still, 
mention a specific accident where 
such coverage was in force, proving 
that a policy is an invaluable asset 
when needed. Or you can tell of a 
serious claim that demanded a great 
amount of expense money, involv- 
ing substantial damages, thus prov- 
ing the need for high and adequate 
limits in a financially stable com- 
pany. But, above all, ask the all-im- 
portant question. Don’t let one of 
your important customers fail to 
purchase public liability insurance 
because you didn’t ask him if he 
wanted it.—Continental Agent's 
Record. 


CHURCHES 


ID you know a broad form of 

residence and outside theft 
policy can be written for churches? 
It insures money, securities and 
church property against loss by 
burglary, robbery, theft and larceny. 
The policy covers property, not 
only within the church and parson- 
age or rectory, but also within the 
residence of an official financial or 
administrative officer of the church. 
—The Marylander. 
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Mexican Coverage—From page 32 


or if he should provoke an essential 
aggravation of the risk, all future 
obligations of the company shall 
cease. 

4. After an accident—The in- 
sured must give written advice to the 
company at its head office in Mexico, 
not later than forty-eight hours after 
the happening of any accident or 
loss in case of any claim, if the acci- 
dent occurs within the Federal Dis- 
trict. Should the accident occur else- 
where in the Republic of Mexico, 
similar advice is to be given to the 
local agent within the same period 


and further, written notice shall be 
given the company at its head office 
in Mexico not later than seven days 
after the occurrence of the accident. 


Service Facilities 


Nevertheless, the value of the 
tourist policy is in that part of the 
contract which we commonly refer 
to as “service.” It may be said that 
the Mexican companies have almost 
a monopoly on service facilities 
within the Republic. They know 
how to adjust claims; how to 
keep the policyholders out of jail 
and are in a position to satisfy 





You KNOW your hazards causing accidents, fires and industrial 
illness which slow down production and bite into the pocket-book 


of management and personnel. 


At Laat 


Under one convenient cover, the answer to "What do | need and 
where to get it''—the complete, fully illustrated directory of all 
better-known safety products and devices. 


Plug Up Your Safety Leaks 
ONE PRINTING ONLY — $5.00 PER COPY 
Write for liberal quantity discounts. 


ALFRED M. BEST COMPANY, Inc. 


75 FULTON STREET 
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American motorists from the stand- 
point of peace of mind while touring 
in the Republic. In all likelihood, 
they will maintain this monopoly in- 
sofar as service facilities are con- 
cerned, because it is just as difficult 
for an American adjuster to adjust 
losses and protect the policyholder 
in Mexico as it would be for a Mexi- 
can adjuster to attempt to serve 
Mexican tourists‘ while traveling in 
the United States. 

It is our understanding | that 
American companies are not in vio- 
lation of any Mexican law by ex- 
tending the American policy to 
afford coverage in Mexico and that 
there is nothing to prevent Mexican 
adjusters or attorneys from settling 
losses occurring in Mexico. Due to 
the great distances involved and the 
necessity of settling losses on claims 
quickly, it appears that some ar- 
rangement will have to be worked 
out to utilize the facilities which now 
exist and that this could be done ona 
basis which would be profitable both 
to the American and the Mexican 
companies as well. 

Some companies have successfully 
operated in the Republic of Mexico. 
For example, the Indemnity Insur- 
ance Company of North America 
has an arrangement with a Mexican 
company whereby their policy con- 
tract is extended to afford coverage 
in the Republic of Mexico and an 
underlying tourist policy is issued in 
each instance where such extension 
is afforded. This plan does seem to 
have a number of advantages. It 
apparently meets all requirements of 
the Mexican Insurance Department 
and the policyholder is afforded all 
the protection available under his 
American policy and can _ tour 
Mexico knowing that he will have 
Mexican adjusters who will be in a 
position to handle any condition 
that might arise. 


One Cause of Confusion 


Some companies extend. their 
American policy contracts to afford 
coverage anywhere in the Republic 
but advise their insureds to obtain a 
regular tourist policy before cross- 
ing the border. In the event that the 
insured follows such a course, he is 
then required by the tourist policy 
to declare any other existing insur- 
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ance and failure to do so will invali- 
date the tourist policy. Where a 
tourist has both policies in effect, 
the Mexican officials inferm us that 
such a loss would be subject to pro 
ration between the American and 
Mexican companies. Such an ar- 
rangement would, no doubt, cause 
confusion and delay. 

On the other hand, some compa- 
nies extend their policies to afford 
coverage in Mexico and have their 
own adjustment facilities. Practi- 
cally all of the present officials of the 
Mexican companies were formerly 
general agents of British and Ameri- 
can companies prior to their with- 
drawal from Mexico, and a few 
companies still use these general 
agents and their agency facilities to 
handle claims on American policies 
extended to cover in Mexico. 

The importance of this subject 
cannot be over-emphasized since the 
Republic of Mexico is the gateway 
to the whole of Central and South 
America and the completion of the 
Inter-American Highway will pose 
problems embracing the entire 
Southern Hemisphere. 

American insurance industry has 
always been willing to face new 
situations realistically, and I am sure 
that it will find the proper solution, 
thereby meeting the challenge and 
affording the American motorists 
the necessary protection, irrespective 
of where they may travel. 





_From an address before the National Asso- 
ciation of Independent Insurers. 


NORTH CAROLINA RATE 


REVISIONS 
25.9% increase in property 
damage insurance rates for 


private passenger automobiles ap- 
plicable to all policies written on and 
after September 30, 1946, and all 
policies with an effective date on 
or after December 1, 1946, was 
announced by the Insurance Depart- 
ment. Motor vehicle accident re- 
ports from the Highway Safety Di- 
vision of the North Carolina Bureau 
of Motor Vehicles show that in this 
State the highway accident rate is 
now close to the 1941 level, which 
was one of the highest on record. 

Commissioner William P. Hodges 
announced an average over all in- 


For November, 1946 











New Visual 


It Graphically Shows — 
What the Personal Property Floater Is 


What It Does — Unusual Losses It Covers 
Estimate of Values in Pictorial Form 


Clients readily see need for this protection 
Completion of “built-in” proposal form 
is natural result of presentation 


This newest distinctively WESTERN service 
is now available! 
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The Western Casualty and Surety Company 


The Western Fire Insurance Company 
HOME OFFICE, FORT SCOTT, KANSAS 














AUTOMOBILE 
INLAND MARINE 

BURGLARY 
WORKMEN’S COMPENSATION 





FIRE AND ALLIED LINES 


ACCIDENT AND HEALTH 


AIRCRAFT 
PUBLIC LIABILITY 

PLATE GLASS 
FIDELITY AND SURETY BONDS 








crease of 2.3% in workmen’s com- 
pensation insurance rates, effective 
October 1, 1946 and applicable to 
new and renewal business. The 
present compensation rate level still 
remains better than 32% below that 
applicable when the Workmen’s 
Compensation Act was adopted by 
North Carolina in 1929. The up- 
ward trend of compensation rates 
appears to have halted, at least tem- 
porarily, the gradual decrease in 
rates, which was due in part to the 
increased payrolls of the period of 
preparedness and the war years. 


QUIT FLEMINGTON 


EVEN insurance companies have 

moved their corporate headquar- 
ters from Flemington to Raritan 
Township rather than pay taxes on 
a rate that went up sevenfold since 
1945, The companies, Central 
Union, Citizens, Federal, Industrial, 
Newark Fire, Universal Indemnity 
and Universal Insurance, claiming 
payment of 40% of all taxes in the 
municipality, stated that the bor- 
ough was padding its budget beyond 
current needs. 
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An advertisement similar to this appears in NEWSWEEK, September 9, and SATURDAY EVENING POST, September 21 
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Men, Materials and Manufacture 


Industry’s complex risks are all To learn how you may unify your pres- 


a matter of vital concern to the ent policies covering industrial and 
Great American Group of Insurance personal risks, ask any one of the 16,000 
Companies, issuing policies on almost conveniently located agents of the 
every form of insurance except life. Great American Group, or your broker. 


* * * 





Peace of mind, the most desirable of all fortune’s treasures, 
can be greatly furthered by complete insurance coverage. 


GREAT AMERICAN GROUP 


of Insurance Companies 


Great American Great American Indemnity American Alliance 
American National County Fire Detroit Fire & Marine 


Massachusetts Fire & Marine North Carolina Home Rochester American 

















ALAMO Casualty Company 


San Antonio, Texas 
New Company 


Chartered to write full-coverage automobile, work- 
men’s compensation, burglary, public liability and prop- 
erty damage business, the company was licensed by the 
Texas Department on June 18, 1946 and began business 
July 1, wth a paid-in capital of $200,000 and a surplus 
of $50,000, produced by the sale of stock, $100 par 
value, at $125 per share. Reinsurance treaties with 
Excess Insurance Company of America, New York, 
New York, cover public liability to $100,000 in excess 
of $2,500 and workmen’s compensation in excess of 
$2,500, any one catastrophe. President J. M. Harris and 
executive vice president and treasurer Harold L. Burke 
are the attorney-in-fact and deputy attorney-in-fact, 
respectively, of the Alamo Casualty Underwriters, San 
Antonio. Randle Taylor is secretary of the new com- 
pany. The directorate includes the officers and V. C. 
Glass, A. E. Harris, K. W. Harris and Emma E. Har- 
ris. The new casualty company and Alamo Casualty 
Underwriters at the present time are arranging a con- 
tract for their merger. 


AMERICAN GUARANTEE and Liability 
Insurance Company, New York, N. Y. 


Examined 


The regular triennial examination of this company, 
running mate for the Zurich General Accident and Lia- 
bility Insurance Company, Ltd., has been completed as 
of December 31, 1945, by the State Insurance Depart- 
ment of New York, and the recently filed report shows 
assets of $5,066,746, capital of $1,250,000 and surplus 
of $1,677,434. The surplus figure is $79,560 larger 
than the total of surplus and voluntary reserves reported 
by the company at the same date. The increase was 
principally through reductions in reserves for losses and 
unearned premiums. A study of security ratings dis- 
closed that 96.07% of the $3,763,099 of bonds owned 
were in the highest AAA rating bracket. Stocks totaled 
$301,800 of which 75.29% were in the BBB bracket 
and higher classifications. 


For November, 1946 


ATLANTIC MUTUAL Insurance Company 








New York, New York 


New Trustees 


Joseph P. Grace, Jr., president of W. R. Grace & Co., 
and Thomas A. Morgan, board chairman of the Sperry 
Gyroscope Co., Inc., have been elected trustees of 
Atlantic Mutual Insurance Company and its affiliate, 
Atlantic Mutual Indemnity Company. 

Mr. Grace, who succeeded George Doubleday, retired, 
is also a djrector of the Grace Line, Inc., the National 
City Bank, the Northern Insurance Co., and other cor- 
porations. 

Mr. Morgan, who succeeded the late William B. 
Warner, is also board chairman of the Sperry Corp., 
the Ford Instrument Co., Inc., and Vickers, Inc., and 
a director of Shell Union Oil Corp., the Lehman Corp., 
the Wheeler Insulated Wire Co., Inc., and several other 
organizations. 


AUTOMOBILE CLUB Insurance Company 
Columbus, Ohio 


Recently Incorporated 


Authorized capital of $100,000 and $50,000 surplus 
will be obtained by the recently incorporated Automo- 
bile Club Insurance Company by the sale of stock, $100 
par value, at $150 per share. Sale of stock is restricted 
to Ohio automobile clubs or employees thereof; no 
shareholder will be permitted to subscribe to more than 
7% of the total issue. Certificates for surplus contribu- 
tion, as well as for stock, will be issued to shareholders. 
The officers are: President, Clif H. Murfin, manufac- 
turer and president of Automobile Club of Southern 
Ohio ; first vice president, Walter W. Graf, consulting 
engineer and president of Fairfield County Automobile 
Club; second vice president, E. L. Bowsher, superin- 
tendent of schools in Toledo and president of Toledo 
Automobile Club; secretary, J. Russell Lloyd, attorney 
and executive secretary of Ohio State Automobile Asso- 
ciation; treasurer, I. G. Stirgwolt, attorney; general 
counsel, Eugene L. Hensel. Directors, all associated 
with various Ohio automobile clubs, are: A. P. Morris, 
R. A. Tutwiler, Dr. W. A. Barton and John L. Young. 
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BAKERS MUTUAL Insurance Company 
New York, New York 


Surplus Decreased 


A New York Insurance Department examination of 
the organization as of December 31, 1945, shows a pol- 
icyholders’ surplus of $1,616,596 or $353,239 less than 
reported by the company as of that date. The surplus 
reduction was the result of numerous adjustments jn 
assets and liabilities, including some minor adjustments 
in the company’s favor. Liability increases bringing 
about the principal decrease in surplus were: New 
York Workmen’s Compensation loss reserves, $217, 
374; personal injury liability loss reserves, $32,703: 
New York Industrial Commission expense, $44,123; re- 
serve for expenses of investigation and settlement of 
claims, $44,612. 


BUTCHERS’ MUTUAL Casualty Company of 
New York, New York, N. Y. 


Contemplates Title Change 


A proposal to change the company’s title to Cosmo- 
politan Mutual Casualty Company of New York will be 
voted upon at a meeting of the policyholders on Janu- 
ary 6, 1947, 


COMBINED MUTUAL Casualty Company 
Chicago, Illinois 


Elected Treasurer 


Douglas J. Gibbs was made treasurer at a recent 
board of directors’ meeting. Mr. Gibbs, a member of 
the board for the past two and one-half years, became 
actively interested in the organization at the beginning 
of the year. 


DUBUQUE Fire and Marine Insurance Company 


Dubuque, lowa 


Kuffel Resigned 


The board of directors of this company at a special 
meeting on October 14th accepted the resignation of 
W. F. Kuffel as executive vice president effective im- 
mediately. Mr. Kuffel, however, continues as a director 
of the company. 
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EMPIRE MUTUAL Casualty Company 
New York, New York 


Reinsures Mutual Casualty 


As of September 30, 1945 the Empire Mutual Casu- 
alty Company in consideration for all of the assets of 
the Mutual Casualty Insurance Company reinsured all 
of the latter company’s business in force and assumed 
all of its liabilities. Both companies are domiciled in 
New York. The Empire Mutual, specializing in the 
underwriting of taxi-cab insurance, prior to the merger 
broadened its charter to permit the writing of work- 
men’s compensation, principal line of business of the 
reinsured mutual. As of December 31, 1945 Mutual 
Casualty had net premium writings, $241,000; assets, 
$425,000 and policyholders’ surplis, $145,000; corre- 
sponding figures of the Empire Mutual were $751,000, 
$931,000 and $331,000. 


EXCELSIOR Insurance Company of New York 
Syracuse, New York : 


Capital Increase 


Stockholders of the Excelsior Insurance Company of 
New York at a meeting in Syracuse, on October 21st, 
approved a proposal for an increase in capital stock 
from $400,000 to $500,000 by an issue of 20,000 new 
shares at twice par or $10 each. The new funds totaling 
$200,000 will provide additional resources in line with 
the company’s expanding volume of business. 

This increase represents the fourth upward revision 
in capital stock voted by stockholders over the last three 
years. The three previous increases added $179,600 to 
the company’s net resources. 


FARM BUREAU Mutual Group 
Columbus, Ohio 


Writings Up Sharply 


This group of three companies which operate in 
twelve eastern states and the nation’s capital through 
approximately 2,300 agents recorded substantial gains in 
insurance writings for the first three-quarters of 1946. 

The Farm Bureau Mutual Fire Insurance Company 
showed the largest gain of the three companies with an 
increase of 72.2% in premiums written compared with 
the same period of 1945. The Farm Bureau Life In- 
surance Company for the first nine months of this year 
wrote a total of $42,181,874 of new business, a gain 
of 66.1%. The Farm Bureau Mutual Automobile In- 
surance Company recorded gains of 55.5% in automo- 
bile business, 45.4% in general liability and 65.1% in 
workmen’s compensation. 


For November, 1946 





CHANGING TIMES 
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Backed by ample resources and with a sweeping 
knowledge of the ever changing insurance picture 
... Pearl American stays abreast of the changing 
needs of your risks. We maintain a flexible, con- 
tinuous program indispensable to sound service 


in the face of constant change. 


Progressive service allied with a warm under- 
standing of agents’ individual problems—these 
have long distinguished Pearl American com- 


panies. 


Investigate Pearl's friendly cooperation . . . 
Pearl's ability to grasp your problems and help 


you keep your customers satisfied. 
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INSURANCE CO. 


@ MONARCH FIRE INSURANCE COMPANY 













Ll LV VALUAY 

HOME OFFICE: 19 RECTOR STREET, NEW YORK 6 
313 Bulkley Bldg. oe oun ste 
PHILADELPHIA CINCINNATI 


525 Chestnut St. 


SAN FRANCISCO 
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PROPERTY FACTS 
ARE BASIC 


The Starting point 
for sound solution of 
problems of Insurance, 
Income Taxation, Re- 
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and Finance is an ac- 
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record of Property Facts. 
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FOUNDERS' Fire & Marine Insurance Company 


Los Angeles, California 
Now Actively Operating 


This new company, formed a few months ago with 
initial resources of $4,000,000, has completed its organ. 
ization and is now writing insurance. Formed by a 
group of influential leaders in California business and 
industry, the company will probably restrict its opera- 
tions to the state of California for at least the first year. 

A San Francisco office has been opened with Wm. T. 
Seawell, Jr., in charge and Edgar C. Peterson as his 
assistant. Both are widely known in northern Cali- 
fornia insurance circles, Mr. Seawell having formerly 
been connected with the San Francisco office of Crum 
& Forster and Mr. Peterson with the San Francisco 
office of the North British & Mercantile Insurance Com- 
pany. 

Other additions to its staff are Roy B. Luce, formerly 
with Edward Brown & Sons, Los Angeles, as chief 
examiner ; William J. Shoemaker as special agent in the 
Los Angeles office; and Miss Jonne Vickers, formerly 
with the Los Angeles office of the Great American In- 
surance Company, as marine underwriter and assistant 
to Hamilton Thacher, Jr., marine secretary of the com- 
pany. Paul Schminke has been appointed special agent 
in San Diego and Jack Fontaine has been named special 
agent for the San Joaquin Valley with offices in Fresno, 


HARTFORD Accident and Indemnity Company 
Hartford, Connecticut 


New Officers 


At a recent meeting of the board of directors Hale 
Anderson, Jr., was elected assistant general counsel and 
Philip W. Bonthron, Jere J. Flynn and James F. Keat- 


ing were elected assistant secretaries of the company. 


HAVEN Insurance Company 
Winter Haven, Florida 


Recently Licensed 


This company was incorporated March 23, 1936 and 
licensed August 6, 1946 with an authorized capital and 
surplus of $25,000, respectively. Stock was sold at $50 
per share, par value $25. Accident, health and life 
insurance will be written. The officers are: President, 
H. B. Fowler; vice president, Waldo Horton; secre- 
tary-treasurer, J. W. Reynolds, Jr. The directors and 
their business connections are: Shirley Bilbrey, fruit 
dealer; J. V. Causey, groves and merchant; F. E. 
Duckworth, postmaster and merchant; H. B. Fowler. 
minister ; Harry King, State Senator and lawyer; J. K. 
May, president of May Fruit Co.; J. W. Reynolds, Jr, 


farm owner. 
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HEALTH SERVICE Association 
Detroit, Michigan 


Newly Organized 


The new company was incorporated as of September 
16, 1946 with a surplus of $50,000. The association has 
been formed to provide hospital, medical, surgical and 
sickness care on a cooperative basis. 


KEYSTONE INDEMNITY Exchange 
Philadelphia, Pennsylvania 


Policyholders' Assessment Decreased 


A 25% reduction in the assessment against policy- 
holders of the exchange, placed in liquidation in 1933, 
was requested by Pennsylvania’s Insurance Commis- 
sioner G. L. Neel in the Dauphin County Court. Prior 
to this action the Court authorized, on September 30, 
1946, the repayment to policyholders of all interest paid 
on claims against them. 


LONDON GUARANTEE and Accident 
Company, Ltd., United States Branch, 
New York, New York 


Examined 


The surplus of the U. S. branch at December 31, 
1945, was $6,483,680, according to the report of exami- 
nation filed by the New York Insurance Department. 
This is $124,026 less than the surplus and special re- 
serves reported by the company. The examiner added 
$279,245 to surplus by decreasing the loss reserve for 
workmen’s compensation, however this was offset by an 
increase of $442,523 in the liability loss reserve. Other 
asset and liability adjustments were of minor size. The 
company has $15,135,266 in bonds of which 77.4% are 
government issues, 14.8% railroads and 7.8% public 
utility and miscellaneous issues. Of $1,835,316 in 
stocks, 70.2% are in preferred issues and 29.8% in com- 
mon issues. The examiner’s summary showed assets of 
$20,189,033, statutory deposit of $900,000 and a surplus 
of $6,483,680. 


LUMBER MUTUAL Casualty Insurance 
Company of New York 
New York, New York 


Examined 


The New York State Insurance Department reviewed 
the company’s operations for the three-year period end- 
ing December 31, 1945. Minor adjustments in assets 


(Continued on the next page) 
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W. A. SCHICKEDANZ 


General Agent, Belleville, Illinois 


says: 
“BITUMINOUS IS THE BEST AGENCY 
BUILDER WE KNOW OF!” 


“For 15 years we have served as Bituminous 
General Agents. During this time, we have 
found that agencies placing Workmen’s Com- 
pensation and General Liability exclusively 
with Bituminous grow much, much faster 
than others. The reason . . . Bituminous 
policies renew and renew! Bituminous excels 
from every angle in the field in which it 
specializes. No wonder Bituminous has writ- 
ten more Workmen’s Compensation premiums 
in Illinois, its home state, than any other 
stock company for 11 consecutive years. Bitu- 
minous is the best AGENCY BUILDER we 


know of!” 
Very sincerely yours, 


W. A. SCHICKEDANZ AGENCY, INC. 
(Signed) W. A. Schickedanz, Pres.-Gen. Mgr. 


Bituminous is mighty proud to be regarded 
as a good “agency builder.” For this is the 
result of the company’s brand of service to 
its agents. Founded by agents . . . managed 
by former agents, Bituminous fully under- 
stands the agent’s problems and his viewpoints. 


BUILD WITH BITUMINOUS! 


gyruminous CaSuatyy 


CORPORATION 


ROCK ISLAND ILLINOIS 


ASSETS OVER $15,000,000 


Specializing in: Workmen’s Compensat'on, 
Comprehensive Liability, Public Liability, 
Property Damage, Comprehensive Personal 
Liability and Automobile Liability. 
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UNITED STATES 
CASUALTY COMPANY 






Casualty age 


Home Office 


60 John Street New York City 


























for a PERFECT CONVENTION 





HOTEL word the happy com- 
bination of concentrated effort 
and luxurious rest. 

Of graceful Georgian archi- 
tecture and early American appointments, in 
an inspiring setting of ravine woodland on the 
shore of Lake Michigan, the MORAINE just 
naturally makes business a pleasure. 

Our facilities conveniently accommodate 
groups up to 200 persons . . . Memberships 
are available in our popular Beach Club . 
Additional information will gladly be sub- 
mitted upon request. 











HOTEL HAL. J. CARLSEN, Manager 
MVUCILOS, - ON-THE-LAKE 
HIGHLAND PARK, ILLINOIS 
$4 










LUMBER MUTUAL CASUALTY—Continued 


and liabilities resulted in an increase in surplus of $45. 
933. The examiner’s summary showed assets of $4. 
505,594 and policyholders’ surplus of $1,221,816. 


MANUFACTURERS Casualty Insurance Co. 
MANUFACTURERS Fire Insurance Co. 


Official Staff Advancements 


At recent meetings of the boards of directors, Henry 
L. Van Horn, former president of Pennsylvania Casv- 
alty Company, and George H. Garner, superintendent 
of agents, were elected vice president and secretary, re- 
spectively, of both organizations. The fire company 
advanced W. A. Baumann, assistant secretary, to secre- 
tary and Leonard C. Cabral, superintendent of the in- 
land marine department, to assistant secretary. 


MOTOR VEHICLE Casualty Company 
Chicago, Illinois 


Examined 


The Illinois Insurance Department examiner’s bal- 
ance sheet of the company, as of December 31, 1945, 
showed assets of $1,772,350, capital of $300,000, sur- 
plus of $300,000 and a contingency reserve of $83,281. 
The latter figure is $7,008 greater than that reported by 
the company, due to minor liability adjustments. 


MUTUAL BENEFIT Health & Accident Association 
Omaha, Nebraska 


Sponsoring Fire Affiliate 


The United Benefit Fire Insurance Company, Omaha, 
Nebraska, has been incorporated with authorized cap- 
ital of 500,000 to write full fire and automobile coverage 
as authorized by Nebraska laws. Stock in the new com- 
pany, comprising 50,000 shares par $10, will be offered 
at $30 per share to provide initial working resources 
(capital and surplus) of $1,500,000. 

Sponsored by the Mutual Benefit Health & Accident 
Association of Omaha, one of the foremost accident 
and health underwriters in the United States, the move 
is the first step in previously announced plans designed 
toward setting up complete multiple line facilities by 
the association. The organization of a casualty affiliate, 
however, is not planned for the immediate future, ac- 
cording to the management. 

Another associate company in this group is the United 
Benefit Life Insurance Company, a stock company 
formed in 1926. Shares of the latter company are 
closely held among officers, directors, employees and 
agents of the association. 
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NATIONAL Fire & Marine Insurance Company 
Elizabeth, New Jersey 


Dissolution Proposed 


The National Fire & Marine Insurance Company 
filed with the New Jersey Insurance Department on 
September 19th notice of intention to commence disso- 
lution. 

Majority stock interest in the company had been 
acquired early this year by the Industrial Insurance 
Company of New Jersey, a subsidiary of the Morris 
Plan Corporation of America. The National Fire & 
Marine has been virtually dormant since April 30th 
when all of its outstanding insurance liability had been 
reinsured by the controlling company. 


NEW HAMPSHIRE Fire Insurance Company 


Manchester, New Hampshire 
Forming Casualty Affiliate 


New Hampshire Indemnity Company, recently incor- 
porated as a running mate of the New Hampshire Fire 
Insurance Company, expects to complete its organiza- 
tion and be granted a license in the near future. Plans 
call for the new casualty company to operate in close 
conjunction with the American Fidelity Company, 
Montpelier, Vermont, in which the fire company holds 
a 57% interest. The articles of incorporation provide 
for an authorized capital and surplus of $250,000 re- 
spectively. Stock will be issued at $50, par value $25 
per share. Underwriting of all casualty lines are per- 
mitted by the company’s charter, however, operations 
at first will be limited. Officers and directors of the new 
indemnity company will be the same as those of the 
parent fire company. 


NORTHEASTERN Insurance Company of 
Hartford, Hartford, Connecticut 


Babson Sells Interest 


The stock interest in Northeastern Insurance Com- 
pany of Hartford held by Roger W. Babson and his 
wife, reported to be in the neighborhood of 40,000 
shares, has been sold to William H. Less, II, invest- 
ment banker and partner in D. H. Ellis & Company of 
New York City, at a price of $5.75 per share. In an- 
nouncing sale of his interest, Mr. Babson attributed the 
move to a conflict of personalities with Mr. Less, also 
a principal stockholder, and he indicated that the latter 
may be willing to acquire additional shares from other 
stockholders at a similar price. 

As a result of the sale, W. J. Carroll, H. Clyde Bald- 
win and Carl M. Eldridge resigned as directors and 
were replaced by H. Carl Northrup, trustee of Putnam 

(Continued on the next page) 
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INSURANCE STOCKS 


Bought - Sold - Quoted 


We are always interested 
in blocks of insurance 


stocks and solicit offerings. 


MACKUBIN, LEGG & COMPANY 


Established 1899 


Members New York Stock Exchange 
New York Curb Exchange (Associate) 


BALTIMORE NEW YORK 














No Business 
Direct 





NATIONAL SURETY 
CORPORATION 


VINCENT CULLEN, President 
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BALTIMORE NEW YORK 


A PROGRESSIVE 


SURETY and CASUALTY 
COMPANY 



























..- the stopping place 
of busy people , 











In the Heart of Pittsburgh's Golden 
Triangle . . . within easy walking dis- 
tance of all important office buildings, 
stores and theatres . . . the Pittsburgher 
is the idea! spot to stay. 
You'll enjoy the large comfortable 
rooms, every one with o private bath 
ond radio... the excellent restaurants 
. and the friendly courtesy thot 
always awaits you at the Pittsburgher 


Single Rooms: $3.30 to $4.40 
Double Rooms: $5.00 to $6.50 
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A KNOTT HOTEL—Joseph F. Duddy, Manager 
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NORTHEASTERN INSURANCE—Continued © 


County National Bank, Carmel, N. Y.; Guernsey Cur. 
ran, Jr.,a New York City insurance broker ; and R. 9. 
Webster, an official of Imperial Trust Company, Mont. 
real, Canada. Mr. Less was named chairman of the 
board succeeding Mr. Carroll and Mr. Webster was 
elected chairman of the executive committee. 


NORTHERN ILLINOIS Hospital Service, Inc. 


Rockford, Illinois 


Surplus Decreased 


At year end this organization reported a surplus of 
$152,994 whereas the Illinois Insurance Department's 
examiners found surplus as of December 31, 1945 to 
be $95,512. The examiners segregated the unpaid 
claims by types in the financial statement, as follows: 
In process of adjustment, $53,478; incurred but not 
reported, $57,243. The latter figure was carried as sur- 
plus by the corporation in its annual statement. This 
discrepancy occurred due to the method used in com- 
puting the liability by the corporation. In the past they 
have computed the claim liability on the basis that the 
claim liability for all claims ended on December 31, even 
though additional payments were to be made in the suc- 
ceeding year. 


PACIFIC MUTUAL Life Insurance Company of 


California, Los Angeles, California 
Creditors Receive Dividend 


Creditors of this company (placed in liquidation on 
July 22, 1936) received dividend checks in the amount 
of 100% of the claims. Shortly after the company was 
found insolvent, a new company, styled Pacific Mutual 
Life Insurance Company, Los Angeles, was formed by 
the Insurance Commissioner of California for the pur- 
pose of reinsuring the risks of the old company. Policy- 
holders of the old company were given a period of time 
within which to accept or reject the offer of reinsur- 
ance. Upon such rejection being filed, the policyholder 
had the right to file a claim with the Commissioner, who 
acted as Liquidator of the old company. These claims 
together with certain claims on life policies which are 
required to be filed by the Liquidator in the event of 
nonfiling by insureds, were the claims involved in the 
dividend payment; claims of all classes are included, 
either under policies or for other types of creditors. 

This dividend does not affect any of the policyholders 
who accepted insurance in the new company since, with 
respect to life policyholders, their insurance continued 
in force and, with respect to non-cancellable income 
policies which were assumed on a reduced basis, pro- 
vision is made for restoration of benefits when funds 
are available. Such restoration to the extent of 20% 
of the original reduction has already been made. 
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LA PATERNELLE Fire & General Ins. Co., Ltd. 


Paris, France 
Capital Increase 


La Paternelle Fire & General Insurance Company, 
Ltd., has announced an increase of 50 Million Frs. in 
its capital, bringing the total to 100 million Frs. This 
will be accomplished by the creation of 200,000 new 
shares of stock at 200 Frs., each, fully paid up and 
allotted in the proportion of one new share for one old. 
This. increase was made by withdrawing from the re- 
serve, which appeared in the accounts of the company 
after the revaluation of its balance sheet made in accord- 
ance with the legislation in force in France. 


PENNSYLVANIA MANUFACTURERS' 
Association Casualty Ins. Co. 
Philadelphia, Pennsylvania 


Declares Extra Dividend 


At a recent meeting of the board of directors a reso- 
lution was passed whereby all policies expiring in 1946 
will receive a total return of 35%, authorized return 
25%, of their premium with the exception of minimum 
premium risks. For workmen’s compensation policies 
with more than $1,000 premium, this will result in the 
return of 35% of the final retrospective premium. 


PHOENIX Indemnity Company 
New York, New York 


Examined 


During the three years ending December 31, 1945, 
the company earned $932,421 on its underwriting and 
gained $1,893,341 from investments while $673,208 in 
federal taxes were incurred, according to a report of 
examination just released by the New York Insurance 
Department. After payment of $1,960,000 in dividends 
to stockholders, the company added $192,554 to surplus 
in this period. The financial position at December 31, 
1945, as established by the examiner, shows assets of 
$12,094,081 ; liabilities $7,115,303; capital, $2.000 000 
and surplus $2,978,778. The latter figure is $343,776 
less than the total of surplus and voluntary reserves 
reported by the company at the same date. The exami- 
ner increased the various reserves; principal increases 
were $134,034 on liability, $117,605 on workmen’s com- 
pensation, $62,176 on miscellaneous lines, and $24,527 
on taxes. Other asset and liability adjustments were of 
minor size. Statutory loss reserves set up by the exami- 
ner include an excess of $134,034 for liability and $189,- 
650 for workmen’s compensation over reserves calcu- 
lated by the examiner on case basis. 
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bh ft wanes 


Reduce Fire Hazards With This 

Justrite Safety-Approved Flashlight 

—Ranks At Top For Long And 
Satisfactory Service. 


This new Justrite Service Flashlight 
No. 17-S has strongly molded plastic 
case that’s guaranteed against break- 
age. Uses 3 cells.  atoenen dy 1800 — 

wer beam. For larger spread beam 
it’s used with the Justrite oacyerath Model No. 17-5 
lens to provide a circle of clear, even light 3 ft. in 
diameter at 8 ft. distance. Flashlight fits in palm of 
hand, stands on base, or attaches to belt with clip. 
Approved by Underwriters’ Laboratories, Inc., and 
by U.S. Bureau of Mines. 


Immediate delivery! Ask your supply company about Justrite. 


JUSTRITE MANUFACTURING COMPANY 


2063 N. Southport Ave., Dept. C-7, Chicago 14, Ill. 


SAFETY CANS * OILY WASTE CANS 
APPROVED SAFETY ELECTRIC LANTERNS 

















WRITE US, 


Please 


if you are an agent who is positive that 
the policies of all your clients now have 
been properly adjusted upward to con- 
form in amounts with today's increase in 
values. We shall be happy to learn just 
how you did this. Other agents might 
profit by your story. 


Address your letter to the 
Business Promotion Department. 








THE SPRINGFIELD GROUP 


SPRINGFIELD FIRE & MARINE INSURANCE COMPANY SPRINGFIELD, MASS. 


CONSTITUTION DEPARTMENT . . + « SPRINGFIELD, MASS. 
SENTINEL FIRE INSURANCE COMPANY + « «+ SPRINGFIELD, MASS. 
MICHIGAN FIRE & MARINE INSURANCE COMPANY - DETROIT, MICH. 
NEW ENGLAND FIRE INSURANCE COMPANY + « SPRINGFIELD, MASS. 


OF FIRE INSURANCE COMPANIES 
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Established 1915 


Specializing in 
Service to 


Agent and Insured 


EUREKA 








CASUALTY COMPANY 


PHILADELPHIA, PENNSYLVANIA 
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SECURITY Fire Insurance Company 


Davenport, lowa 
Control Purchased 


George Olmstead and associates in the Hawkeye 
Casualty Company, Des Moines, Iowa, purchased con- 
trolling interest in the Security Fire Insurance Com- 
pany, Davenport, Iowa, from Judge James W. Bollinger 
and associates on September 25. 

The Security Fire will be operated as a companion 
company to the Hawkeye but will keep its home office 
in Davenport. Hawkeye’s agency plant of 2,000 agents 
throughout the Middle West and Security’s agency 
plant of 900 agents in the same territory will cooperate 
to considerably expand the business of both companies, 

As of September 25 the Security Fire elected the fol- 
lowing officers and directors: President, George Olm- 
stead ; assistants to the president, William L. Cobb and 
Fred P. Miller ; vice president and secretary, K. L. Crit- 
tenden; vice presidents, R. R. Mittlebusher and Joseph 
J. Brummel ; treasurer, Ralph Duggleby ; assistant sec- 
retary, Richard C. Collins. 


TRANSIT Casualty Company 
St. Louis, Missouri 


Increases Capital 


This organization increased its capital from $250,000 
to $500,000 through the sale of additional stock. Pres- 
ently, the company is licensed in nine states and has 
applications pending in a number of other states. 


WOLVERINE MUTUAL Motor Insurance 
Company, Dowagiac, Michigan 


Adopts New Title 


The -Mutual has announced that the word “Motor” 
has been deleted from its title and henceforth it will be 
known as Wolverine Mutual Insurance Company. 


ZURICH GENERAL Accident and Liability 


Insurance Company, Ltd. 
United States Branch, Chicago, Illinois 


Examiners Increase Surplus 


Surplus of the U. S. branch was substantially im- 
creased by examiners of the New York Insurance De- 
partment in a report made as of December 31, 1945. 
The report shows policyholders’ surplus of $23,331,772 
at December 31, 1945 compared with surplus funds of 
$21,134,906 established by the company at the same 
date, consisting of surplus of $13,534,906, special re- 
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serve of $7,000,000 and statutory deposit of $600,000. 
Considerable adjustments were made in loss reserves, 
reductions in those items being as follows: Miscel- 
laneous lines, $210,441; liability, $974,995 and work- 
men’s compensation, $759,861. Other large credit items 
include a reduction of $185,638 in the tax reserve and 
$53,769 in unearned premiums, as well as increases in 
the value of stocks and bonds, $148,286 and $18,416, 
respectively. The statutory reserves for unpaid liability 
losses showed considerable equity above the case basis 
estimate, the examiner’s figures showing a case basis 
reserve of $7,574,234 against a formula reserve of $7,- 
864,230. On workmen’s compensation, the case basis 
and statutory loss reserves were identical, $8,711,763. 





LEONHART AND COMPANY, INc. 


REINSURANCE 


Treaty * Facultative 


40 Exchange Place 
NEW YORK 5, N. Y. 
2-6384 


1020 St. Paul Street 
BALTIMORE 2, MD. 


Vernon 363 Hanover 
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Companies Are Funny—dOarleton 1, Fisher ...6..60cceeeeeees Nov. 27 
COMPERT DeVelopUReRts oo0ccccscrcccccvccscccccccccccsoccee tees © 






Company Executive, If I Were a—k. M. L. 
Construction Bonds, Private 
Covperation—Louis H. Pink ... 





Cover Volunteer Firemen ........... 
Do You “Service” Your Reporting Policies ?—A. M. Wiley...Aug. 57 
Federal Bonds, Surety Limits On .........ccceseceeeceeeeees Aug. 14 
Bidelity Bonds, BlaMet ...ccccscvcccsccscccccccessvcccccces Aug. 77 
Fifty Years of Achievement— Percy Bugbee ......... eoccbetes May 45 
Fire Classification Plan, New ........scsesscscccceccesccccess May 34 
Fire Hazards, New Process—T. Alfred Fleming ........+++.. Oct. 73 
Fire Loss Adjustments—P. M. Winchester .........0-eeeee0+ Oct. 21 
Ie RAO 6 ba6eb sh 066 0:00:06.4065.00.06:05:00005050.605 006408 6b 05869 Nov. 42 
Fire Rate Reductions .. 
Fire Risks Re-Rated 
Four Score Years—Frank A. Christensen .........+s0eeee0e8 June 21 
Ge WE IE pa n'scecceecceccesccsnceseseescoses oben Sept. 52 
“Go-Giver,” Be a—Coord ROO8EN ........ceccccceessenceeeses July 4% 
Group Insurance—Robert M. Prince ......cccceecseceseees Sept. 19 
Hemispheric Comference ........ccccccscccccsccccccccccceses May 42 
Home Office and Field Appointments .................+++++-Nov. 75 
How to Outsell the Other Fellow—L. C. Brownson .........++ June 83 
Human Relations—J. Dewey Dorsett ........cecesceececceees May 47 
Inland Marine Looks Ahead—F. 8S. Bankhardt ..........++++ Oct. 37 
Inspections, The Value of—vJ. C. Davis ........ecccecsceeees Aug. 5 
Insurance Buyer’s Job, The—John Stilwell ..........++000- Aug. 23 
Insurance in a Free Economy—l. W. Sawyer .....+.+.++. Sept. 27 
Insurance Kesearch—Frank Lang .......0.0eccceeeceeeeesees May 20 
EMORERMOO BECTE GOMOCRIIOMS occ cccciccccdicsccvccsccccsseces Nov. 4 
It Pays to be Nosey—Harold B. Jones ........cccecceccceeee Aug. 43 
It’s Yours—Hold It—Charles J. Schoen ......ceeceeeeeees Sept. 23 
Legislation, British Insurance ............sseeeeecceeeeeece Sus. 39 
Light Streets for Safety—Hd C. Powers .......seeseeeeeeses July 82: 
Local Agent, If I Were a—Frederick W. Doremus .......... July 31 
Meeting the Challenge—John A. Diemand ...... eéodetenioel June 23 
Mexico Coverage—Paul Benbrook .........cccecccscccecceves Nov. 31 
Microfilming Insurance Records—L. C. Wesender ........... Oct. 33 
Modern Aids to Office Efficiency .........c.ccccccscccvcccces Nov. 34 
Money to Burn—R. C. Coleman .........ccccccceeccceeesees Sept. 16 
Momtans Tesues PPE Ralee 2... ccccccccscvccccccctcccsccese Nov. 68 
WA.L.C. COMVOMEIOM ccccccccccvescccccsccocccccccecce sudeoed July 36 
New Process Fire Hazards—T. MUPVOE FICMIAG oacccrcesesves Oct. 73 
Oklahoma Insurance Commissioner, New ............++++0- Sept. & 
Outlook for Use & Occupancy—Henry C. Klein .........+++- June 27 
Personal Property Floater Permitted in Connecticut ...... Sept. 36 
Producer, What Now—E. W. Sawyer .......cccsccecsessecees Oct. 23 
Products Liability Insurance—/. M. Downey ..........+.++. Oct. 18 
Profitable Sideline, A—P. W. Stade ..........eesseeeeseneee May 35 
Promote Bank and Agent Auto Plan—O. Roy Carlson ....... July 23 
Prospects, Types of—J. George Frederick ......0++e..eeee00% July 79 
Public Relations, The Claim Man and—Frank Van Orman. -Aug. 19 
Quiz of the Month ...... ecesccveccesceces pereskdetvcencvawese July 86 
99 









oe Poeein. Set Eee of —Béwaré C. Stone ... ie 2 Swim With the Tide—Ray J. Beech ................cccceees Sept. 4] 
on, e Pee He. DONG cceveicesesocecees pt. ; 
Report of the Administration—Hunter Brown .....6.0.ceeee June ra gases Menmemace bn ge od imc FROMENEE «. 2202000000 Sept. 8 
Represent the Buyer—Fred DeArmond ............. ceninded Sept. 59 Today’ 8 oO ortunities—Z. M. yoy esa a See Sa. A pes 2 
Residence & Outside Theft Policy Rates Revised ........Sept. 26 Truck ee can E. 8 otthe Dan ae eo rt eee Ov. 39 
Risk Research Keyport ........cccecceccecce 5 ES Aug. 7 Py Hes of Prospects—J. George frederick pean apie juy @ 
Safety and Insurance Section ..............+.. esevewedaae Sept. 65 7 9 
Lice cic ons vcdiacwwbscieena'cws veeeeeedJune gy Under-Insurance, What About It?—A. L. ryianpageivee stone 21 
Safety, Light Streets for—k£d ©. Powers 0000000000. coccccduly @ pueeres Accounting—Kobert EB. Dineen .....+.+.+.. : May 31 
Safety Responsibility in Action—Victor Veness .........+.+ Sept. 37 Jnifurm Accounting—Shelby C. Davis ....... Te Aug. If 
Sales Slants from Other Fields ...............+......c00eee Nov. 79 Use & Occupancy, Uutlook for—Heury C. Klein ............ June 27 
La cae ft sr an “ae dae DOGO 60 0200ssi0% ° oe ° ue ot pg Ps ie MINE dak.deecncditcutcecsen Aug. 5% 
e omprehensive—Fran DG Er. 966% 63 cncecewedeeres ug. i OL (NE sid ones cweapegbeaeso00e6eseresdewee Sept. 
Selling TMps GID. ke 50:00 ese scaneresdesenae’ Nov. 8 What /x Wrong with Insurance?—Walter C. Yeomans eee - 
Sharpen Your Pencil—Lugene 4 NOE: 6 vvcccczevscquagend Aug. 90) What [ Think ls Wrong—W. Winthrop Clement ............ July 27 
eens OW MOME——O), TE, TIGODIEE onc cc ccecccccccccccccseces Aug. 33 What Kind of Rate Regulation: ?—Edward C. Stone ...... .-Aug. 21 
seewts, Bevee = and Ol ouy POON nc 806038s hes ae. | ons ts ee bea gg pig: ome So rr Oct. 77 
oc i PT cute Race bey asics 666 00s cesedects soosooedes Vov. rite it ght—F f DEED sdveccccecnseeccesoedsoveens Oct. 27 
Surety Limits on Federal Bonds ............cccceecceccees -Aug. 14 Your Business—Z. W. Sawyer ......... fiindendbaveceexdecesee 
INSURANCE COMPANIES REPORTED UPON 
Alamo Casualty, San Antonio Central Manufacturers Mutual, Van Wert (Stock Oversubscribed) ...........4 July 97 
I IED .4.5's. 6 6e.0:0'00 0:56: sie Nov. 89 (Correction Notice) ............ Sept. 96 (LICORSCE) ..0cccccccccccccccece -- Aug. 9 
Allstate Insurance, Chicago Central Mutual, Chicago (Now Actively Operating) .......Nov. 2 
as ace Neen tonne Secctencss s+ oe oll iquidation Payment Made) ..... July 94 o— Relnourance, Kew pees . 
SZ... erokee re Insurance, Nashville sowry Name resident) ...... Sept. 100 
(Consolidations Completed). soeee May 103 CHOW COMBERY) ...ccccvcccccccc ept. 97 (Otticial Staff Changes) ........... Oct. 90 
(Executive Changes) ...........6. July 93 (Licensed) Oct. 8% G . 
(sapital — beerececossen ey 4 Citizens Casualty, New York ia: "hhc ao ee mee June 98 
Mid-Year Or ept. v ee ae, soos eee ee 
American Automobile Fire, St. Louis Combined atte Consiits, Guinie cand or Indemnity, New York 
(Additional Surplus Contributed) .June 95 (Elected Treasurer : 5° Nov. 90 (Hlects New President) ...... - Sept. 98 
American Employers’ Insurance, Boston Commercial Standard, Fort Worth ‘ Great Western Fire & Marine, San Francisco 
gliecent Advancements), . rere ont 95 (Increases Capital) .....-......0+ May 104 a a i oe ee 
eR ee rarer ry Aug. 93 “Gs bene” New eae - os Great American Group, New York 
. s DD bevese camee Aug. (Charter Revisions) ............0. ¥ 
AOGlasue FRecisea . eee he bar oe > eee. \~—— . 95 Pte eaeitien Wh hamde — 
American Guarantee & Liabilit ontempiates Capital Increase) ..Aug. (New Mutuai Formed) Oct. 90 
E Seal ila Connecticut General Life, Hartford Se Pes field . 
Ph my MEE ated I (New Aviation Policy) 5 laren mae moe By ey arene 10 
‘i (Omieial {henare) ‘ : Compemdoted Taxpayers Mut., New “a 05 Hardware indemnity, Minneapolis " 
mer can n ur: e, ar 4 ee eee eee eee ee ee | . 7 
te Insurance, Newarie 7" - Continental Casuaity, Chicago (Correction Notice) ...........66. June 99 
ear Oct. 87 jaan ann Place Accident) . pat. - = HiNew Officers). eae Fv i 
American Internati 1. New York June 30t EOE)  cavececrsves = CORB) cower eccercerccccencd als 
Tindion Affiliate Established) ...-May 103 (A. & H. Department Enlarged) . “Ort. 87 “oF wa Belleville 108 
—- eee spnaeenee, Chicago Cy epanaiee ~ onan St. Louis i Haven eucmamean® Winter Haven oa 
See Lumbermens Mutua aA ct. > , or J 
CABUAIEY) ....ccccccccscccscccees Sept. 104 Corroon & Reynolds, Wilmington masith iebelen” Detroit ee 7 
American Mutual Liability, Boston (Recapitalization) ..........++..-. Oct. 87 (Newly Organized) .............+. Nov. 9 
Crew, yp te *) eee: aimee <a Lo 4 Dare m Mattouat Enemneeee, Detroit , Some Indemnity, New York 
ecen Pppointmen evis einsurance Arrangements (New Vice President) .........0. g. 1 
American Progressive Health, New York . ee etn — a4 ee sane, alam lene 
CO CNET cccccccceccccccce May 10. etro utomobile Inter-Insurance, Detro (Iroadens Burglary Policy) ...... une 
American Reserve, New York (Changes General Counsel) -Sept. 97 (Expands Foreign Department) ..June % 
(Nividend) Lier gk ~~ te nate ye te Greensboro ae Mysterious Disappearance onl 
Rouse Joins” Staff pb ati edeoid Aug. 93 utter Name CPOCRTY) 22. scces ct. EEE C86 0G ee secdvcetesusceocvees ct. 
om bar C 1 ag 1 ” Donegal & Conoy Mutual Fire, Marietta Industrial Insurance, lemington 
ry or i sou: s iliat. A 93 (Casualty Affiliation) ............ June 96 (Acquires National F. & M. and 
ican a Cane Affiliate) ........ i 93 Druggists’ Mutual Insnrance, Algona I Sth haan May 106 
Ps ioaen pote a cake earns Sreaew — MR ny yy ae ies ante Sept. 98 Insurance Company of N. A., Phiindelphia 
ngelina Casualty, Lufkin ubuque Fire arine, Dubuque N. Y¥. 
(New I nae daca caewceaees May 193 (Proposed Consolidation) . ———_ 96 = Installment » = 106 
(Additional Data) .............. . Aug. 93 (Consolidation Anproved) pam 95 (Services Extended) ........... ..Aug. 98 
Atlantic City Fire, Atlantic City iia lin Fg Pacmag | botaesiposes=~s Nov. 90 (uxtende Wave Damage) ..... --,Aug. $8 
(Discontinues Insur. Operations) .May gle emnity ew ror reraft Coverage) .....ccccose ept. 
NYS fang toh anes s eoes ak Sept. 96 » eg nid Tresident) ........ Sept. 98 (Wins Coveted Award) ........... Oct. 92 
Atlantic Mutual. New York ; ‘(hee tomsatotiony New York 9g Insuro Medic Life, Dallas lt 
ree Nov. 89 mpire Mutual Casualty, New York (Claw Company) ....<ccccceciccs June 
Automobile Club, Columbus (Reinsures Mutual Casualty) ..... Nov. 91 Insurors Indemnity, Tulsa 
(Recently Incorporated) .......... Nov. 89 Employers’ Group, Boston : ter-inenrance Exchange. Los Angeles m 
e eat N Aviati t t n i | xcnhang 408 “4 e; 
og A Nov. 90 a iw ee Spee —. 97 (Auto Insurance Revisions) -May 107 
a (Simplified PPF Policy) .......... June 97 Iowa Mutual Insurance, DeWitt. 
ig) Oe ony Mutual, perpen a! (Mutton Flected Trustee) ......... July 95 (Deviation Reduced) .........--- June 100 
e OMPANY) «.ceereereeevees (Recent Promotionsr) ............ Aug. 9% Jamestown Mutual Insurance, Jamestown 


Bankers jotemetty Insurance, Newark 


on De aaa Mav 14 

(Multiple Lines” Included) PPT: Sept. 96 
Bankers Life & Casualty, Chicago 

(To Absorb Northern Mutual)....June % 

(Fxamined) ...... ReSROsonCCo0ee --July 93 

(Merger Completed) .............. Aug. 04 
Bankers National Life, Montclair 

(Adds Christian Science Rider) ..Oct. 87 


Bituminous Casualty, Rock Island 
(H. H. Cleaveland, Sr., Deceased) .July 94 


Boston Tnanrance, Roston 


(HER ROTIFERONTE) ..cccccccccces Aug. 94 
Broward Surety, Fort Lauderdale 
(Dissolved) ........ PINS SPOTS M 104 


Buckeye Union Casualty, Columbus 
(Extends Underwriting Powers).May 14 


(Affiliate’s Capital Enlarged) ....May 104 
Buckeye Tnion Fire, Columbus 
(Capital Enlarged) ........ senced May 14 
TOO FORRGFINE) ecccccvcsccces --Jdune 95 
oe ea Mutual Casnaity, New York 
(Contemplates Title Change) .....1 Yov. 90 


California Comnensatinn. San Francisco 
(See Great Western Fire & Marine) 
June 99 
Carolina Mutnal, Charleston 
(Staff Changes) 
Cavalier Tnsurance, Baltimore 
(Now Pa. Casualty Running Mate) June 95 


100 


(See American Employers’) ....Sept. 95 
Employers Reinsurance, Kansas City 

(Company Moker Changes) ....Sept. 98 
Excelsior Insurance, Syracuse 


CCRRTERE TROTONEE) 2 .ccccccccccccs Nov. 91 
Excess Insurance, New York 

(Peeammends Charter Changes)...Julv 95 

(Dividend Declared) .............. Oct. 88 


Family Life Insurance, Chicago 
(New Tospitalization Comnanv)...July 96 
Farm Rureau Fire & Tornado, Indianapolis 
(New Company) ......ccccccccceee dune 7 
(Now Operating) ........--e-e00.-dulv 96 


Farm Rurean Mutual Automobile, Columbns 


NE hcis. se naa6se0es atten ng. 

(Writings Up Sharply) .......... Nov. 91 
Farm Rurean Mutual, Jefferson Cy, 

Jhtwgediee rT ee June 98 
Farmers Automohile Inter- Insurance, T.os 

Angeles (Examined) ......... ee 2 
Farmerre Casualty, Des Moines 

(See Farmers Union Mutusl).....June 98 


Farmers Union Mvrtual Automobile. Des 


Moines (Name Changed) ........ June 98 
Fidelity & Guaranty Fire, Raltimore 
( \Aditinnal Financing) ...........Inlw 


(Capital Tnerenre Approved) 
Fire Tnaurance Exchange, Los Angeles 
(Examination Report) ........... Ang. 96 


Founders’ Fire & Marine, Los Angeles 
(Organizing) May 105 


(Discontinues Automobile Dividends) 
May 107 

John Marshall Insurance, Huntington 

(Dissolved) May 107 
John Marshall Insurance, Chicago 

(New Organization) .............. g. 97 
Kansas City Fire & Marine, Kansas rors 

aaa June 100 
Keystone Indemnity, Philadelphia 

(Policyholders’ Assess. Decr.)..... Nov. 93 


Liberty Mutual Insurance, Boston 


(Operating Exhibit Corrected)..Sept. 104 

(Inenurance Stores) .....ccccccess Sept. 1 
Lincoln Bonding & Insurance, Lincoln 

(See Merchants Casualty) .......May 108 
Lincoln Mutual Casualty, a 

(Adds New T.ine)...ccccccoce ° ne 100 
London & Edinburgh, London 


(Enters Canada) Sept. 104 
London Guarantee and Accident, New York 

(Examined) Nov. 9 
London & Scottish, London 


(See Northern Assurance) ....... Aug. 9 
Loyal Automobile, Los Angeles 
Cie TUONEIEY . kss.ccccscccesses June 101 


Lumbermens Mutual Casualty, Chicago 
(Anto Dividends Reduced) .Sept. 104 
Lumber Mutual Casualty, New York 
ae ear eeereieee Nov. 93 
Lumber Mutual Fire, Roston 
(Expansion of Agency Facilities 4 
EE :064-00545.655005004905680 May 1% 


Best’s Fire and Casualty News 














pt. 10 
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Yov. 93 
Lug. 97 


une 99 
une 9 
Jet. 


ay 106 
Iphia 
] 


y 1% 


Jews 


nolia Insurance, Jackson 
(New Company) ....0--eeeeeeseee Oct. 92 

Manufacturers Casualty, Philadelphia 
(see Pennsylvania Casualty) ....Sept. 107 
(Official Staff Advancements)..... Nov. 94 

Manufacturers Fire, Philadelphia 


(UMicial Staff Advancements) ....Nov. 94 
Maryland —— [bultimore 

(To Reimburse R.F.C.) ..... ----June 101 

(Approve Refinancing Plan) ......Aug. 97 

(Retinancing Underway) ........- Aug. 97 

(Rights Expire) ......seeees -- Sept. 105 


(Retires R.F.C. Advances) ....Sept. 105 
Massachusetts Protective, Worcester 


(Examined) ...se.s.seees eevseee-Oct. 92 
Merchants Casuaity, Lincoln 

(To Chauge Title) ....... esecee’s May 108 
Merchants Mutual Cas., Kansas City 

(Recently Licensed) ......c0..ee6- July 97 


La Metropolitana, Havana 
(See Rhode Island LIusurance)...May 110 
Michigan Millers Mutual Fire, Lansing 


(Branch Office Closed) ........... July 
Mid-States Insurance, Chicago 
(Curtails Business) ............... Oct. 93 


Monarch Fire Insurance, Cleveland 

(Pearl Makes Offer for Stock)..Sept. 105 
Motorists Mutual Insurance, Columbus 

(See Donegal & Conoy Mutual)....June 96 
Motor Vehicle Casualty, Chicago 

ee MOCO ne Nov. 94 
Mountain States Casualty, Billings 

(New Stock Company) .......... rt 106 
Mountain States Mutual Casualty, Billings 

(See Mountain States Casualty) Sept. 106 
Mutual Benefit Health & Accident, Omaha 


(Sponsoring Fire Affiliate) .......Nov. 
Mutual Casualty, New York 

(See Empire Mutual rwengy TF ---Nov. 91 
Mutual Indemnity, Ardmore, la. 

See COMPANY) .cccccccesscece --May 108 
Mutual Medical Insurance, Indianapolis 

(New Company) ........ secoeeces May 


National Automobile & Cas., Los Spartee 





(Reduces Commissions) . fay 1 

(License Suspended) ..... une 101 

(Suspension Order Stayed) -- duly & 

iuete at Suatained) ..... ...Sept. 106 

Teview of Suspension Decisio 

| are eee t. 93 
Nationn! Casualty, Detroit 

(Garret. Vice President) ...... pt. 106 
Kational Fire & Murine, Elizabeth 

(Dissolution Proposed) ........... . 95 
National Liovd’s, Baltimore 

(Initial Payments Made) ..... ---dune 102 


National Reserve Insurance, Chicago 
(See Dubuque Fire & Marine) ....June 96 
(See Dubnane Fire & Marine) ....July 95 
National Tnion Indemnity, Pittsburch 
(New Executive) « 
New Hampshire Fire, Manchester 


(Forming Casualty Affiliate) ..... Nov. 95 
New Hampshire Indemnity, Manchester vi 
See New Hampshire Fire) ....... Nov. 95 


New Jersey Mfrs. Casualty, Trenton 
(Dividends to Policyholders) ....Aug. 98 
New Jersey Mfrs. Ass’n Fire, Trenton 


(Dividend to Policyholders) ..... Aug. 98 
Nodak Mutual Insurance, Fargo 
(New Company) ....ccecs-see ---Jdune 102 


North British Group, New York 
(Official Staff Advancements)....May 109 





Northeastern Insurance, Hartford 

(Babson Sells interest) ..........Nov. 95 
Northeru Assurance, London 

(Barbour Retiring) ..............Aug. 
Northeru Llinvois Lluspital, Rockford 

(Surplus Decreased) ..............Nov. 96 
Northern Mutual Casualty, Chicago 

(See Bankers Life & Casualty)...June 95 

(Suspended in Uhio) ....... eecces July 98 
North Stur Reinsurance, New York 

(Lowry Named l’resident) ....Sept. 100 

(Ofticiul Staff Changes) ........... Uct. 90 
Oklahoma Farm Bureau, Oklahoma City 

(New Company) ....0+02e0006---dune 102 
Old Americun Lusurance, Kansus City 


(Recent Changes) ........ sétee June 102 
Old Humestead Hail, Lincoln 

(New Compuny) ...cccscoees ----dune 102 
Pacific Mutual Life, Los Angeles 

(Creditors Receive Dividend) ..... Nov. 96 
La Paternelle Fire & General, Paris 

(Capital Increase) ......... eteeses Nov. 97 
Peerless Casualty, Keene 

(i’laus New Capitalization) ..... May 


109 
(New Capitalization Approved)..June 103 
Pennsylvania Accident Health, Phila. 


(ROW COMBBRT) cceccpccsscoeses Sept. 107 
Penunsylvauiu Casualty, Baltimore 

(See Cavalier Lusurance) ........ June 95 

(Surplus Contribution) ..... -....-Aug. 99 


(Reinsures Portion of Business) Sept. 107 
Pennsylvania Mfrs. Assn. Casualty, Vhila. 

(Declares Extra Dividend) .......Nov. 
Phoenix Indemnity, New Yor 


CTRROURINOED «6 64.0:00000006000066000 -Nov. 97 
Pioneer Mutual Insurance, Boston 
Gitine to Bak) ..ccccoccccsce May 109 


(Guaranty Capital Proposed) ....July 100 
(Guarantee Capital Established) .Aug. 99 
Planet Insurance, Detroit 


(Elects New President) .......... July 100 
Preferred Accident Insurance, New York 
CHOU GOD co ccccceccccesscces May 
Protective Life & Accident, Omaha 
(Recently Licensed) ..........+.+++ Oct. 93 
Public National, Miami Beach 
(Increases Capital) ..... eet aie ova May 110 
Reinsurance Corporation, New York 
(Official Staff Changes) .......... May 110 
Reserve Insurance, Chicago 
el COMMER) ccccccccccess Aug. 99 
Increases Capital) ...........- Sept. 107 
(Broadens Charter) ............ Sept. 107 
Resolute Fire Insurance, Providence 
(Additions to Official Staff)..... June 103 
Rhode Island Insurance, Providence 
(Agreement Reached) ........... May 110 
(Automobile Business Discontinued) 
ug. 
(Recapitalization) ............... Aug. 100 
(Revised Managerial Arrangement) 
Aug. 100 
(Elects New President) ........ Sept. 98 
Royal Indemnity, New York 
(Executive Changes) ............dnlv 19 
(Elects New President) .......... Sept. 98 
St. Tan! Fire & Marine, St. Paul 
(Mid-Year Returns) .......... Senet. 107 
(Rigelow Deceased) .............-. et. 94 


St. Paul Mercury Indemnity, St. Paul 
(Mid-Year Data) .. 
Scottish Tnion & National, Edinburgh 
(Vreeland Retires) ............ Sept. 108 


Seaboard Surety, New York 


CHOW TPOONEE) ips ccsscctcccices June 103 
Security Casualty, St. Paul 

(Placed _ in Liquidation) ........ Aug. 100 
Security Fire, Davenport 

(Control Purchased) ...........+.. Nov. 98 
Security Life & Accident, Mobile 

(Recently Licensed) ........... --July 100 


Sequvia Lusurance, San Francisco 
(lu Process of Urganization) ... 
Standard Accident, Detroit 
(Elects New Pres. & Director)...July 102 


(New Vice President) .......... Aug. 101 

(Official Staff Change) ............ Oet. 94 
Standard Mutual Insurance, Atlanta 

(New Stock Company) ......... June 103 
Standard National, Atlanta 

(Feet MTD Vdcceccccdscccees July 102 
Sterling Insurance, Chicago 

(Lumley Advanced) ........... Sept. 109 
Stuyvesauut Insurance, New York 

CE. EE onccccenedes cies July 102 
Sun Rail Bond, Miami 

(New Company) ....... S0gsvecese May 111 


Sun Lnusurauce Group, New York 


(Altering Capital Structure) ....July 102 
Swiss Reinsurance, Zurich 

Rodney Davis Deceased) ...... Sept. 169 
Tennessee Odin, Knoxville 

(Recent Elections) .............. Aug. 101 
Texas Employers’, Dallas 

IE 66.0060 6.062000600's 450606 Oct. 94 
Time Insurance, Milwaukee 

So  . ., SS rere Oct. 94 
Transit Casualty, St. Louis 

(Increases Capital) sewecnnse bs ste Nov. 98 
Travelers Group, Hartford 

(Opens Foreign Office) .......... July 102 

CHPOMRTIORED o vccccsdcvcccescces Aug. 101 
Truck Insurance, Los Angeles 

(Examined) .....0..eee0. beawecesel Oct. 95 
Underwriters at Lloyds, London 

(Duncan, Honorary Member) awed Oct. 95 
United Benefit Fire, Omaha 

(See Mutual Benefit H. & A.) ....Nov. 94 
United Benefit Life, Omaha 

(Issues Polio Contract) ........... Oct. 95 


United Insurers, Denver 
(Attorney-in-Fact Adopts New THe : 
ay 


11 
United Mutual Fire, Boston 
(Insurance Stores) ............ Sept. 104 
United National Indemnity, Hartford 


(Enters eas yt haha guwalewatd.aiirs Oct. 96 
U. 8. Fidelity & Guaranty, Baltimore 

COREE BOO ccccccececcccscces Oct. 96 
Veterans Aircraft, Oakland 

(NOW SOMPART) cccccccccsccccese May 111 
Virginia Fire & Marine, Richmond 

(HOU? THPCCISE) sccccccccccocceses Aug. 101 


Wayne Surety, Detroit 


(Completes Liquidation) .......... Oct. 96 
Western Casuaity & Surety, Kansas City 
(Increnser Capital) ..........00-- Feb. 110 
Western Millers Mutual, Kansas City 
PEE ccceneuedee esses Sept. 109 
Wolverine Mutual Motor, Dowagiac 
(AGawte Te THD occccccccccsce Nov. 98 


Zurich General Accident, Chicago 
(Examiners Increase Surplus) ....Nov. 98 





STATEMENT OF THE OWNERSHIP, MANAGEMENT, CIRCU- 
ON ER. & ACT OF CONGRESS OF N. 


LATION, Etc., 


REQUIRED 
AUGUST 24 


October 1, 1946. 


BY THE 
, 1912, OF BEST’S INSURANCE I 
CASUALTY EDITION, published monthly at Albany, N. Y., for 


NEWS, FIRE AND eeveens 


Ave., Westfield, N. J.; John McElraevy 
¥.3 sarnane T. Smith, 10 South LaSalle St., Chicago, Ill.; Mrs. 
. Smith, Golf, IIl.; 
Y.; Arthur Snyder, 75 Fulton St., New York, . Y.; Kath 
Snyder, 83 Eton Road, Garden City, N. Y.; Elma W. and Joan W. 
Thomas, Indianapolis, Ind.; William E. Whitney, 139 Clifton St., Bel- 


Jr., 75 Fulton St., New York, 


W. H. Smith Paper Corporation, Alhany, 





State of New York, County of New York, ss. Before me, a Notary 
Public in and for the State and County aforesaid, personally appeared 
Arthur Snyder, who, having been duly sworn according to law, deposes 
and says that he is the business manager of Best’s Insurance News, Fire 
& Casualty Edition, and that the following is, to the best of his knowledge 
and belief, a true statement of the ownership, management and circula- 
tion of the aforesaid publication for the date shown in the above caption, 
required by the Act of August 24, 1912, embodied in section 411, Postal 
Laws and Regulations, printed on the reverse of this form, to wit: _ 

1. That the names and addresses of the publisher, editor, managing 
editor and business managers, respectively, are: Publisher, Alfred M. 
Best Co., Inc., Executive Offices, 75 Fulton St., New York, N. . © 
Editor-in-Chief, Alfred M. Best; Managing Editor, Chester M. Kel'ogg; 
Business Manager, Arthur Snyder, all of 75 Fulton Street, New York, 


2. That the owner is Alfred M. Best Company, Inc., 75 Fu'ton St., 
New York, N. Y.; and that the owners of 1% or more of the stock are: 

J. C. Ammermuller, 79 John St., New York, N. Y.; Mildred B. Baird, 
86 Prospect Ave., Montclair, N. }.; Stannard L. and seer* K. Baker, 
Lansing, Mich.; Alfred M. Best, 75 Fulton St., New York, N. Y.; Walter 
C. Betts, Montreal, Canada; Central Hanover Bank & Trust Co., New 

ork, N. Y.; H. E. Erickson, 1710-333 No. Michigan Ave., Chicago, IIl.; 
Guaranty Rank & Trust Co., Cedar Ranids, Ia.; Albert M. Tohnson, 
Goldfield, Nevada; Alice L. Kel'ogg, 615 Tremont Ave., Westfield, N. J.; 
C. B. Kellogg, 603 Tremont Ave., Westfield, N. J.; C. M. Kellogg, 615 


Tremont Ave., Westfield, N. J.; Wilhelmina J. Kellogg, 603 Tremont 


For November, 1946 


mont, Mass. 

3. That the known bondholders, mortgagees and other security holders 
owning or holding 1 r cent or more of total amount of bonds, mort- 
gages or other securities are: None. 

4. That the two paragraphs next above, giving the names of the 
owners, stockholders and securities holders, if any, contain not only 
the list of stockholders and security holders as they appear upon the 
books of the company, but also, in cases where the stockholder or 
security holder appears upon the books of the company as trustee or 
in - other fiduciary relation, the name of the person or corporation 
for whom such trustee is acting, is given; also that the said two para- 
graphs contain statements embracing affiant’s full knowledge and belief 
as to the circumstances and conditions under which stockholders and 
security holders who do not appear upon the books of the company as 
trustees hold stock and securities in a capacity other than that of a 
bona fide owner; and this affiant has no reason to believe that any 
other person, association or corporation has any interest, direct or indirect 
in the said stock, bonds or other securities than as so stated by him. 


ARTHUR SNYDER, 

Business Manager. 

Sworn to and subscribed before me this 23rd day of September, 1946. 

ELIZABETH BRENNER 

Notary Public, Kings Co. No. 530, Reg. No. 155-B-7. N. Y. 
No. 517, Reg. No. 495-B- 


30, I Co. Clks. 
7. Commission expires March 30, 1947. 
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